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COMPUTERWORLD 


BASF tape exchange 
receives mixed reviews 


3480 vendor claims problem almost resolved 


BY JOHANNA AMBROSIO 
CW STAFF 


BEDFORD, Mass. — BASF 
Corp. is scrambling to replace 
hundreds of thousands of faulty 
3480-class mainframe tape car- 
tridges that deposit a substance 
that gums up tape drives and 
may contaminate other car- 
tridges and drives. 

The problem came to light as 
users began to experience a lot 
of permanent write errors. After 
a lot of finger-pointing, it was 
determined that the problem lay 
with BASF tape cartridges. 

BASF Marketing Vice Presi- 
dent John Healion said the prob- 
lem, which has affected hun- 
dreds of large customers, lies 
essentially with the formula for 
the binding that holds the mag- 
netic particles together on the 
tape. BASF changed the binding 
formula in May 1991, but all the 
cartridges it manufactured be- 
fore then — 25 million world- 


Py 


Cartridge conniption 

Tapes made by BASF could 

gum up 3480 drives. Here are 

the warning signs: 

e <i on read/write heads. 

amount of write 

errors. 

¢ Tape manufactured before 
May 1991. 


wide by some estimates — could 
manifest the problem. So far, 
only several million have been 
found to be faulty. 

Healion would not disclose 
the number of cartridges the 
company has replaced at this 
point or how many remain. 

Continued on page 112 


PC PROGRESSION 


Unéynamic duo 
1991 ended with a thud for DEC 
and a painful plummet for IBM 
Gn millions) 
DEC IBM 

Revenue Net Revenue 

income 
$117 $13,545 


Q2* $3,945 ($871)* $14,732 
Q3° $3,293 $28.6 $14,433 $172 


QA4* $3,479 ($138) $22,082 ($1,382)** 
*Calendar’91 **includes restructuring charge 


Source: Company reports 


Net 
income 
Ql* $3,520 ($1,731) 
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BY NELL MARGOLIS 
and JOHANNA AMBROSIO 
CW STAFF 


ARMONK, N.Y. — The stag- 
gering fourth-quarter losses 
posted late last week by IBM and 
Digital Equipment Corp. failed to 
faze users and analysts who ex- 
pected the worst and got it. 

IBM reported a $1.4 billion 
fourth-quarter loss on quarterly 
revenue down 4.2% year-over- 
year to $22.1 billion. DEC, 


1486: The new deal in desktop design 


BY CAROL HILDEBRAND 
and MICHAEL FITZGERALD 
CW STAFF 


Desktop systems based on Intel Corp.’s 80386 
processor family continue to reign as the anoint- 
ed system under most corporate purchasing stan- 


dards, but recent 
trends in the [486 
market are leading 
many Fortune 500 
companies to bump 
the standards bar up 
to the 486 platform 
in 1992. 

These influential 
users say that al- 
though pricing plays 
a part in their deci- 
sion, anticipated fu- 
ture software evolu- 
tions that are ex- 


Video 


Total 


pected to exploit 486 technology also play a role. 
Indeed, such is the momentum building behind 
the 486 as a business-standard platform that it 
should be in place as the new corporate standard 


by year’s end, analysts said. 


PC by numbers 


: 80386SX 80386DX 1486 
Motherboard 


Memory 


Storage 
Total supplemental* 


$112 
$90 
$18 
$361 


$214 
$161 

$16 
$404 
$98 $124 
$679 


Source: International Data Corp. 


Patience with CA pricing policies runs short 


BY NELL MARGOLIS 
CW STAFF 


Users, vendors and industry ob- 
servers agreed last week that 
the recent software licensing 
lawsuit filed against Computer 
Associates International, Inc. by 
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computer services giant Elec- 
tronic Data Systems Corp. is un- 
likely to be followed by an imme- 
diate flood of users leaving CA. 
Long term, however, may be 
a different story, as users — in- 
cluding outsourcers — weigh 
other software options while 
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EDS’ suit plays out in court. 

The multicount suit charges 
CA with a raft of unfair business 
practices [CW, Jan. 13]. 

Many firms already hard- 
pressed by the re- 
cession cannot af- 
ford the luxury of 
going to war with 
their mission-critical 
software suppliers, 
Said Stm Dudziak, 
vice president of op- 
erations services at 
longtime CA user 
Brush Wellman, Inc. 
in Cleveland. 

“But that won’t 


(Average price of desktop 
system components) 


$547 

$146 

$919 $1,386 
*Supplemental includes case, power supply, speaker, keyboard and controller. 


TSC’s Bergstein: 
Minor furor caused 


“The 486 is already a standard for us, except 
in laptop environments,” 
manager of technology planning and office auto- 
mation support at Pepsi-Cola International, a 
Somers, N.Y.-based division of Pepsico, Inc. His 
division has been buying strictly 486 machines 
since Compaq Computer Corp. announced its 


said Kevin Maloney, 


Deskpro/M series in 
September, he said, 
adding that price in- 
centives on the up- 
gradable M series 
provided the carrot 
for the switch. 
Prices for the 
486, introduced less 
than two years ago 
for about $10,000, 
have dipped to a cur- 
rent low of just un- 
der $2,000, a more 
rapid decline than 


$404 
$261 
$28 


the 386 platform. For example, 33-MHz 486DX 
prices fell 37% from December 1990 to Decem- 
ber 1991. In contrast, it took more than five 
years for the price of 386 systems to achieve 


Continued on page 110 


last forever,” said Darwin Dea- 
son, chief executive officer of 
Dallas-based outsourcing vendor 
Affiliated Computer Services, 
Inc. Grievances against CA are 
piling up: 
e An upgrade from an IBM En- 
terprise System/9000 Model 30 
to a Model 32, “still 
air-cooled and under 
15 MIPS,” translat- 
ed into a 40% price 
hike for Brush Well- 
man. “‘We’re in the 
middle of a nasty re- 
cession in our major 
markets,” Dudziak 
said, “‘and here we 
come dancing in [to 
our management] 
To page 113 
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IBM, DEC drenched in red ink 


meanwhile, posted a $138.3 mil- 
lion loss for its fiscal second 
quarter on revenue of $3.48 bil- 
lion. 

“‘We’re having a bad year our- 
selves,” said Phil Weis, manager 
of computer services at Toledo, 
Ohio-based Dana Corp. IBM’s 
devastated 1991 bottom line, he 
said, “does not affect our pur- 
chase plans for them. They’re 
not going to go away any time 
soon, at least not in the next cou- 
ple of years. Their stability is not 
aconcern.” 

At DEC user site London Life 
Insurance Co. in Ontario, man- 
ager of technology architecture 
Richard L. Krohe was similarly 
sanguine. 

“A good many vendors are 
having tough times out there, 
but DEC is a big company and 
they are  well-capitalized,” 
Krohe said. London Life has 
maintained a large DEC installa- 
tion since 1987. 


Not a huge surprise 
Wall Street, too, was not overly 
alarmed by the losses. 

“T’m disappointed — but only 
mildly,”’ said Ulric Weil, an ana- 
lyst at Washington, D.C.-based 
Weil & Associates. ‘After all, 
[IBM] wasn’t exactly brimming 
with optimism last month.” 

At a December conference, 
IBM’s_ executive committee 
warned analysts that the unfore- 
seen endurance of the U.S. 

Continued on page 111 
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Psst! Wanna 

know who’s 

gonna win 

Sunday’s 

Super Bowl? 

One computer 

maven claims 

he already knows the out- 
come. Page 113. 


Low-end workstations 
from IBM are expected to de- 
but this week. Page 4. 


Wellfleet to bundle routers 
into high-end hubs. Page 4. 


Executive Report — IS 
plays a leading role in the lat- 
est competitive weapon: 
Top-notch customer service. 
Page 71. 
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NEWS 


4 IBM counters its earn- 
ings crash with a low-end 
Unix workstation splash, 
unveiling a trio of new 
models. 


6 Storage Tek to RAID 
the market next week with its 
Iceberg entry. 


8 Poget is expected to 
ship Pogetpad next month, 
or so says the company 
president at the first 

Pen Computer Users 
Conference last week. 


10 Microsoft includes de- 
velopers in the early design 
process of its Windows NT. 


12 Control Data Corp. 
will resell NEC’s SX-3 in 
North America and Europe, 
which NEC hopes will boost 
its U.S. sales. 


16 DEC takes a new turn 
on videoconferencing with its 
introduction of Decspin. 


110 Small businesses and 
laptops are expected to keep 
the 286 chip alive for at 
least another year. 


111 Prime’s move to re- 
sell HP workstations has got 
users’ stamp of approval. 


113 The NFL grabs a 
pass from Computer 
Associates. 
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Quotable 


“* A lot of vendors 

are offering 
what I call the three 
‘lesses’ — diskless, 
colorless and use- 
less.” 


CHARLES FOUNDYLLER 
DARATECH 


On recently unveiled low-end 
workstations. 


See story page 4. 
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COMPUTERWORLD 


EXECUTIVE BRIEFING 


@ IBM and DEC delivered expected bad 
financial news last week, with both posting 
staggering fourth-quarter losses. IBM re- 
ported a $1.4 billion loss for the quarter end- 
ing Dec. 31, while DEC revealed a $138.3 
million loss for the same period. However, 
customers are going easy on both compa- 
nies, in part because they, too, have been 
socked by the recession. Page 1. 


@ An IS watcher’s report card on IBM’s 
SAA, Repository Manager, AD/Cycle, Sys- 
temview and the Information Warehouse 
gives the firm high marks for ideas but low 
grades for execution. Perhaps an Olan Mills’ 
IS staffer put it best: “If half of the effort had 
been put into deliverables as has been put 
into publicity, maybe we would have some- 
thing today.” Page 81. 


@ The danger of obsoles- 
cence makes today’s lap- 
top PC a good candidate for 
lease, as some users are dis- 
covering. Leasing portables is 
becoming attractive to users 
who are worried that they will 
be left behind the technology 
curve if they lock in with 
equipment purchases. Page 
39. 


@ BASF is_ replacing 
thousands of flawed 
3480-class tape cartridges 
that have the potential to 
cause permanent write errors 
and disrupt operations. The 
company says ‘hundreds’ of 
large customers are affected. 
Page 1. 


@ Users at the Pen Com- 
puter Users Conference 
want more pen-based prod- 
ucts to start shipping this 
quarter so they can get pilot 
projects under way. Page 8. 


@ Increasingly, compa- 
nies are building or ex- 
panding their IS-backed 
customer service for use as 
a competitive tool. IS spend- 
ing for customer service sys- 
tems will account for 40% of 
IS budgets in some sectors, 
with technologies such as EDI 
and expert systems drawing 
high interest. Page 71. 


@ The Intel 1486 will like- 
ly replace the 80386 by 
year’s end as the desktop 
standard for many users. 
Page 1. 


@ Microsoft plots its 
groupware strategy. Page 
10. Meanwhile, Lotus’ 
Notes is finding itself at the 
heart of long-term groupware 
plans in several large corpo- 
rations. Page 39. 


@ IBM’s Escon will show 
up at plenty of user sites 


this year, largely because 
most new IBM mainframe 
gear will arrive with Escon 
support. However, users say 
they aren’t in a great rush to 
actually use the optical-fiber 
Escon channels, partly be- 
cause of the expense involved 
in buying Escon-compatible 
peripherals. . age 29. 


@ Efforts are under way 
in the Southeast to use 
networking to give small 
manufacturing firms the clout 
of and access to large compa- 
nies. Semnet is intended to 
make it easier for small com- 
panies to sell to larger compa- 
nies and to collaborate with 
their peers. Page 59. 


@ On site this week: The 
city of Lubbock, Texas, is 
looking for a competitive ad- 
vantage with a geographical 
information system. A city- 
owned power and water utili- 
ty competes with a private 
utility and hopes the new 
mapping system will bring 
customers to the city’s ser- 
vice. Page 43. The comput- 
ers are kept in the back- 
ground, but yes, they are 
playing a key role in the oper- 
ations of famed auction house 
Christies. The company, 
which uses Data General 
minicomputers and PCs, even 
hides its auction-floor PCs be- 
hind a wood veneer to main- 
tain its aura of old-fashioned 
reliability. Page 33. Hew- 
lett-Packard is dabbling in te- 
lecommuting for its sales 
force and foresees benefits 
stretching into the hundreds 
of thousands of dollars per 
sales representative. HP 
hopes that cutting down on 
employee commuting time 


will: reduces 4urnover, - thus 


minimizing recruiting and 
training costs while increas- 
ing sales performance. Page 
59. 
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Introducing SyncSort for VMS 


THE BEST SORT 
IS NOW AVAILABLE 
FOR VAX/VMS. 


Best performance. 
Best features. 
Best value. 


Call 1-800-535-3355 for a free trial. 








BY JEAN S. BOZMAN 


CW STAFF 


SAN FRANCISCO — Both Mi- 
crosoft Corp.’s SQL Server for 
OS/2 Version 4.2 and Sybase, 
Inc.’s SQL Server will now be 
based on the same Sybase soft- 
ware, namely Sybase SQL Serv- 
er 4.2. This will erase the most 
glaring of several technical dif- 
ferences between the two ven- 
dors’ SQL server packages. 

The move is expected to 
boost user interest in SQL Serv- 
er, which has sold only about 
10,000 copies in its three years 
on the market, despite a major 
effort launched in July 1991 by 
Microsoft to pump up sales of the 
product. 

Microsoft and Sybase held a 
three-day conference here to ex- 
plain the planned overhaul of the 


16-bit SQL Server for OS/2, 
which had been running a full re- 
lease behind the Sybase relation- 
al database man- 
agement system 
for other comput- 
er environments. 
Executives 
from both firms 
also confirmed 
that Sybase was 
working on a 32- 
bit version of the 
desktop database 
for Windows New 
Technology, the 
32-bit Microsoft 
operating system 
scheduled for 
shipment by 
year’s end. 
Separately, Sybase will work 
on a Netware Loadable Module 
(NLM) version of SQL Server 


Walker says Microsoft 
may be willing to resell the 
Sybase NLM version 


NEWS 


for Novell, Inc. local-area net- 
works. 

Stuart Woodring, director of 
software strate- 
gies at Forrester 
Research, Inc. in 
Cambridge, 
Mass., said there 
is no indication so 
far that Microsoft 
would be willing 
to resell the Sy- 
base NLM ver- 
sion. However, 
Dwayne Walker, 
director of mar- 
keting and busi- 
ness develop- 
ment at Micro- 
soft, said he has 
not ruled out that possibility. 

Several new products de- 
signed to allow SQL Server to 
operate on an equal level with 





IBM RS/6000 to break $10,000 mark 


BY MARYFRAN JOHNSON 
CW STAFF 


SAN FRANCISCO — IBM 
makes its big splash in the 
crowded pool of low-end Unix 
workstations this week with the 
unveiling of a trio of new models 
in the $5,000 to $10,000 price 
range. IBM’s current low-end 
Unix workstation costs 
$14,000. 

The computer giant is also ex- 
pected to unveil two midrange 
RISC System/6000  worksta- 
tions and a new high-end re- 
duced instruction set computing 
(RISC) model designed to chal- 
lenge rival Hewlett-Packard 
Co.’s highest price/performance 
ratings, according to sources 
briefed by IBM. 

A new version of IBM’s Unix- 
based operating system, AIX 
3.2, will also be introduced. It 
will add a host of functions and 
features, including improved re- 
lational database performance, 
system management and sup- 
port of diskless workstations and 
personal computers, aimed 
squarely at commercial custom- 
ers. A price increase for high- 
end systems will accompany this 
release, but sources said no price 
hike is expected on the low end. 

“This is very clearly a sub- 
stantial release of AIX,”’ said one 
RS/6000 customer who was 
briefed by IBM. 

The least expensive version 
of the low-end Model 220 re- 
portedly starts as low as $4,195, 
although sources close to the 
company stressed that price cov- 
ers only the system unit. A us- 
able configuration of the 33- 
MHz workstation, with 16M 
bytes of memory and 25 to 30 
Specmarks in performance, is 
expected to cost more than 
$6,000. 

Hitting a price point close to 


that $5,000 mark has become a 
marketing necessity in the Unix 
workstation world. Yet industry 
analysts noted that recent low- 
end workstation introductions 
from HP and Digital Equipment 
Corp. actually require infusions 
of additional disk and memory to 
create useful systems. 

“A lot of vendors are offering 
what I call the three ‘lesses’ — 
diskless, colorless and useless,” 


When RISC pays off 


1992 will be a banner year for 
IBM's Unix workstation efforts 


gait RS/ 6009 ,, an 
a “% 


82,500 


27 
25,419 i 
1990 1992* 


63,4 
1991 


* estimate 


Source: Computer Intelligence/Infocorp 

CW Chart: Janell Genovese 

said Charles Foundyller, presi- 
dent of Daratech, Inc. in Cam- 
bridge, Mass. 

A color version of the 
RS/6000 Model 220 will report- 
edly cost $9,995 and include a 
440M-byte disk drive, 18-in. col- 
or monitor and 16M bytes of 
memory. The midrange addi- 
tions run at 33-MHz and 41.6- 
MHz clock speeds, respectively. 

The high-end Model 560, 
priced at $57,500, runs at 50- 
MHz with a Specmark rating of 
89.3, according to sources 
briefed by IBM. 

“IBM is clearly playing HP’s 
game,” said Bob Tipton, presi- 
dent of R S Tipton, Inc. in Den- 


ver, a technical consulting firm 
for the IBM midrange and 
RS/6000. “It’s also clear that 
[the RS/6000 development 
team] in Austin, Texas, is build- 
ing a machine that will go after 
commercial transaction process- 
ing business in a big way.” 


Good with the bad 

Some commercial customers 
have already noticed improve- 
ments in system software sup- 
port, yet there are lingering 
problems with maintenance and 
field service expertise. 

“When an RS/6000 goes 
down in a commercial applica- 
tion, it can have the same impact 
as if a mainframe goes down,” 
said Robert E. Matthews, senior 
vice president at Equitable Real 
Estate Investment Manage- 
ment, Inc. in Atlanta, which runs 
a network of more than 20 
RS/6000s. 

Lagging behind the leading 
edge in price/performance has 
also cost IBM some business. At 
Allied-Signal Aerospace Co. in 
Tucson, Ariz., a_ half-dozen 
RS/6000s are now outnumbered 
by 37 HP 9000 Model 720s. 

“It’s definitely the price/per- 
formance of the 720s, but also 
the fact that HP doesn’t load up 
on peripherals that only work on 
their machines,”’ said Bill Daugh- 
erty, a system manager at Allied- 
Signal. 

Even so, IBM managed to 
gain 5% more share in the Unix 
workstation market last year, 
according to preliminary figures 
from Dataquest, Inc. That gain 
probably came at the expense of 
Sun Microsystems, Inc., HP and 
DEC, which each grew only 
slightly in market share, said 
Rikki Kirzner, an analyst at Da- 
taquest. ‘“We expect to see con- 
tinued aggressive posturing and 
positioning from IBM,” she said. 
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Microsoft, Sybase ease system disparities 


Sybase servers were also an- 
nounced by both firms. By the 
second quarter, Microsoft will 
ship SQL Server Version 4.2, 
which will support personal com- 
puter clients running Windows, 
MS-DOS and OS/2, including the 
forthcoming version of OS/2 2.0. 

A developer’s kit will cost 
$1,500, a 10-user system, 
$3,000 and an unlimited-use sys- 
tem, $8,000. Upgrade packages 
for current customers will cost 
$600 for 10 users and $1,600 for 
unlimited users. 

Version 4.2 will be able to ac- 
cess up to 4G bytes of memory 
— much more than the previous 
limit of 16M bytes. Support for 
more than 300 PC clones has 
been included, Microsoft said. 

Also planned is Microsoft 
SQL Bridge, a Microsoft-devel- 
oped product that will allow SQL 


Server to access Sybase data- 
bases on other platforms, includ- 
ing Unix workstations and Digi- 
tal Equipment Corp. VAX 
machines. 

“We have been looking for- 
ward to the new release so that 
we could get that new database 
administration tool,’’ said Kevin 
Morton, acting director of the 
Texas Evaluation and Assess- 
ment Management system proj- 
ect at the Texas Department of 
Mental Health in Austin, Texas. 

SQL Solutions Gateway Link, 
a gateway technology jointly de- 
veloped by Microsoft and Sybase 
subsidiary SQL Solutions, Inc. in 
Burlington, Mass., will allow 
SQL Server users to access a va- 
riety other relational databases. 

Microsoft also unveiled SQL 
Server Programmers’ Toolkits, 
which are based on several pro- 
gramming systems. 

Several standard Sybase fea- 
tures have now been added to 
SQL Server. 





Wellfleet connecting with 7 
smart-hub wiring vendors 


BY JOANIE M. WEXLER 
CW STAFF 


BEDFORD, Mass. — Deter- 
mined not to leave business op- 
portunities prey to others invad- 
ing the multiprotocol routing 
market, Wellfleet Communica- 
tions, Inc. is cutting deals to bun- 
dle its internetworking technol- 
ogy into high-end wiring hubs 
and other products. 

Wellfleet will reportedly first 
hook up with Bytex Corp., maker 
of the Maestro switching hub. 
The relationship will be an- 
nounced at next week’s Commu- 
nication Networks Conference 
and Exposition ’92 in Washing- 
ton, D.C., Wellfleet said. Bytex 
said it has shipped more than 
100 Maestros since last Au- 
gust’s initial rollout. 

“Consolidating bridging and 
routing technology into our By- 
tex gear is important,” said Jim 
Haney, director of information 
systems at Whirlpool Financial 
Corp. in Benton Harbor, Mich. 
“Knowing the [Wellfleet] rela- 
tionship was on Bytex’s plate is 
one reason we chose their hub.” 

Haney said he intends to re- 
place his Novell, Inc. bridge soft- 
ware with in-hub bridge or rout- 
er cards. 


One step further 

Wellfleet will reportedly advance 
the router-in-a-hub precedent 
set by archrival Cisco Systems, 
Inc. by offering network connec- 
tion choices. Cisco currently of- 
fers just two Ethernet options 
and no Token Ring support. 

A series of planned Wellfleet 
relationships would challenge 
Cisco, which currently makes 
hub modules that are “low-end, 
slow-moving routers aimed pri- 


marily at segmenting Ether- 
nets,” noted Mary Modahl, di- 
rector of network strategy 
research at Cambridge, Mass.- 
based Forrester Research, Inc. 

The Wellfleet modules, on the 
other hand, will be a two-board 
system consisting of a processor 
board into which users can plug 
several combinations of network 
connections. The high-end cards 
will initially sport Wellfleet’s ex- 
isting 68030-based router tech- 
nology, though “there might be 
applications in the future’’ to in- 
corporate the vendor’s 1G bit/ 
sec. backplane architecture, due 
to ship in March, said Wellfleet 
President Paul Severino. 

Another Wellfleet hub deal is 
said to be pending with Cable- 
tron Systems, Inc., though nei- 
ther vendor would confirm it. 
“We have lots of customers look- 
ing for more capabilities to route 
among various network archi- 
tectures,” said Chris Oliver, 
Cabletron’s director of manufac- 
turing and engineering. He said 
Cabletron will ‘work with lead- 
ing router vendors to doit.” 

Getting Wellfleet technology 
marketed through additional 
channels is key to the vendor, 
particularly with bigwigs such as 
IBM entering the multiprotocol 
router arena. 

“Wellfleet is facing market 
realities,’ said Charlie Robbins, 
director of communications re- 
search at Aberdeen Group, a 
Boston consultancy. He said Cis- 
co has taken the tack of “offering 
their technology to everyone” 
through its diverse marketing 
channels. ‘Wellfleet has now 
identified some fertile fields at 
the high end of the market. They 
were leaving a lot of opportuni- 
ties on the table,’”’ he said. 
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Only Oracle CASE allows teams of developers to jointly design 
and build database applications that run on virtually all the 
computers in your organization. Mainframes, minicomputers, 
workstations and PCs. 

Oracle CASE supports the full lifecycle of systems development. 
From strategic planning, analysis and design to on-line 
generation, production and maintenance. Using sophisticated 
diagrammers for entity-relationship models, function 
hierarchies, dataflow analysis and matrices. All integrated with 
a comprehensive set of application development tools and utilities. 


Developers’ efforts are fully coordinated via a shared, on-line 


Oracle CASE lets you repository. Which can reside on virtually any 
( i a ppli rT a j . platform, and be accessed by just about any 
combination of terminals and workstations. 
And run them everywhere. So developers can truly work as teams to 
improve productivity, while eliminating errors and redundancies. 


And once CASE generates your application, you can run it on 
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virtually all your computers. From PCs through mainframes. 
Oracle also offers comprehensive services to transfer our CASE 
expertise to you. Including full support, education and 


consulting to maximize your success with CASE technology. 





1-800-633-1073 Ext. 8135 


Call us today, and register for the free Oracle CASE Technology 


Seminar in your area. 


You’ ll see why Oracle offers the best CASE scenario. 


ORACLE 


Software that runs on all your computers. 


© 1991 Oracle Corporation. ORACLE is a registered trademark of Oracle Corporation. All other trademarks 
referenced are the service marks, trademarks, or registered trademarks of the respective manufacturers. Call 
1-800-ORACLE1 for hardware and software requirements. *In CANADA, please call 1-800-668-8925 for 
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NEWSSHORTS _ | Storage Tek Iceberg edges near 


Disk array may give IS managers a less costly way to store their data 


FCC addresses wireless LANs 

The Federal Communications Commission last week proposed 
to dedicate 220 MHz of radio spectrum to emerging technol- 
ogies such as wireless local-area networks and advanced new 
mobile telephones. The plan is opposed by current users of 
those frequencies, who would be displaced to other frequen- 
cies. The pian is a step in a direction urged by Apple Computer, 
Inc. and others, which want 40 MHz set aside just for wireless 
data LANs. A schedule for moving existing users off the ear- 
marked frequencies has not been set. 


Knowledgeware out of the hole 
Knowledgeware, Inc. is expected to report this week a 4% to 
11% increase in sales for 1992’s fiscal second quarter vs. the 
same period last year. The company anticipates $31 million to 
$33 million in revenue for the period ended Dec. 31, up slightly 
from $29.7 million in the same quarter a year ago. The Atlanta- 
based computer-aided software engineering firm also said it 
will turn around the $4.9 million loss reported in its 1992 first 
fiscal quarter. Cost-cutting measures included a layoff two 
months ago of 20% of its 900-member work force. 


Solbourne to lay off 100-plus 

The harsh realities of competition in the low-end Unix work- 
station market caught up with Solbourne Computer, Inc. last 
week in a restructuring that will cut more than 100 employees, 
halt desktop development efforts and refocus the company on 
its Unix multiprocessor server business. Technical service and 
support for Solbourne’s installed base of 5,000 systems will be 
unaffected by the restructuring, according to a spokesman for 
the Longmont, Colo.-based company. 


NCR picks wireless integrator 

NCR Corp. said last week it will use systems integrator Alpha 
Net to provide network services for installing and engineering 
radio-based data communications. The Dayton, Ohio-based di- 
vision of Krug International will supply such things as topo- 
graphical studies for the installation and certification of wire- 
less networks for NCR customers as part of NCR’s total 
systems integration solution. 


Tandy woes continue unabated 

Tandy Corp. warned that it will post a 20% drop in first-quarter 
sales and revenue this week vs. the same period last year; it is 
the firm’s fifth straight quarter of earnings slides. Tandy said it 
is preparing to file for an underwritten stock offering of $400 
million of preferred shares, subject to approval by the compa- 
ny’s board. 


Systems Center answers IBM 

Next week at Communication Networks Conference and Expo- 
sition 92, Systems Center, Inc. is expected to announce OS/2 
workstation software that uses IBM’s Presentation Manager 
and Common User Access protocols to manage both IBM’s 
OS/2 LAN Server and Microsoft’s LAN Manager. Also on tap 
is software that allows Systems Center’s Net/Master to accept 
the same alerts that Novell, Inc. Netware LANs can now send 
to Netview; a graphics user interface for Net/Master, a rival of 
IBM’s Netview; and plans for a series of multivendor Net/Mas- 
ter applications, slated for midyear release. 


DEC to sell Cray supercomputers 
Cray Research, Inc. has granted Digital Equipment Corp. the 
worldwide rights to market, sell and distribute Cray’s Y-MP 
EL supercomputing systems. The Y-MP EL system is an air- 
cooled, entry-level supercomputer series. DEC sales of the 
system will begin immediately. DEC announced that it will 
price the supercomputer starting at under $350,000. Also, 
press reports last week said Cray will announce a plan next 
month to use DEC’s Alpha chip to power its latest line of mas- 
sively parallel supercomputers. 

More news shorts on page 111 


BY JEAN S. BOZMAN 
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LOUISVILLE, Colo. — Storage 
Technology Corp.’s formal entry 
next week into redundant arrays 
of inexpensive disks (RAID) for 
data centers could eventually 
give information systems man- 
agers a less costly way to store 
and back up large amounts of 
data — and consume less space 
in doing so. 

Getting the 1.6G-byte RAID 
installed, however, will take 
some time. Beta testing of the 
RAID, called Iceberg, has been 
delayed until the second quarter. 
Users who have not yet ordered 
Iceberg will have to stand in line 
behind dozens of others who 
have already signed up. Industry 
analysts said the first year’s pro- 
duction of Iceberg, estimated at 
several hundred units, is already 
sold out. 

However, some IS managers 
have decided to wait it out. They 
said they want to see Iceberg’s 
reliability proven in beta-test 
sites. “We were one of the pio- 
neers in the use of Storage Tek’s 
automated tape library,” said 
Keith Crawford, manager of 
computer operations at Deere & 
Co. in Moline, Ill. “But we’re go- 
ing to watch what happens in the 
marketplace with these.” 

Storage Tek, too, can afford 
to wait — a little. Prime compet- 
itors IBM and Fujitsu Ltd. are 
said to still be developing com- 
peting RAID devices (see story 
below). Only EMC Corp., a small 
Hopkinton, Mass., company, has 
a head start on Storage Tek. It 
recently unveiled a second-gen- 
eration IBM 3990-compatible 
RAID subsystem with a capacity 
of 40G bytes [CW, Jan. 13]. 

Iceberg is supposed to deliver 


fault-tolerant disk storage at a 
price of $10 to $12 per mega- 
byte, including the price of the 
disk controller. IBM 3990 sub- 
systems go for about $15 per 
megabyte, analysts said. 

“You get more gigabytes per 
square foot of floor 
space with the RAID 
drives,” noted Jim 
Porter, president of 
Disk/Trend, Inc., a 
Mountain View, 
Calif., research firm. 

Iceberg is a com- 
bination of Hewiett- 
Packard Co. 5%-in. 
disk drives and a Storage Tek- 
designed controller, said Robert 
Callery, a senior analyst at Tech- 
nology Investment Strategies 
Corp. in Framingham, Mass. 
Software, amounting to about 
100,000 lines of code, tells Ice- 
berg on which drive data is 
stored and how to recover data 
should one of the drives fail. 


Recovery on the fly 

The advantage of RAID for data 
center users is that large vol- 
umes of data can be backed up 
for recovery on the fly. “Iceberg 
presents the first image of virtu- 
al disk in the marketplace,” ex- 
plained Paul Wolfstaetter, a 
Gartner Group, Inc. analyst. 
“That way, you only allocate 
disk space that is in use.”’ 

Normal IBM 3380 and IBM 
3390 disk drives allocate more 
space than is used, which then 
must be compressed to regain 
usable blocks of disk space. 

Robert Costain, corporate 
vice president of systems devei- 
opment at Storage Tek, said the 
disk array surpasses the RAID-5 
specifications originally de- 
signed by computer scientists at 
the University of California at 


Berkeley. RAID-5 software en- 
tails a complex series of software 
steps that read, modify and re- 
write data on the disks. But the 
process, which ensures that data 
will not be lost, imposes an 
amount of system overhead that 
can slow overall per- 
formance, analysts 
said. Many call that 
the ‘‘write”’ penalty. 

“Iceberg 
achieves the fault 
tolerance of a RAID 
design, but we have 
found a way to get 
out from under the 
‘write’ penalties caused by 
RAID’s _ error-detection _fea- 
tures,” Costain said. 

IBM users should have little 
problem accommodating the 
RAID devices in their existing 
operating environment, Costain 
said. ‘This device looks to the 
IBM mainframe like an IBM disk 
drive and controller,” he said. 

Barring any major manufac- 
turing or operational flaws, 
RAIDs could become standard 
features of many data centers by 
1995. “I think Iceberg is going 
to be very influential,” Porter 
said. 

Iceberg will, at first, be avail- 
able only for IBM machines; lat- 
er versions may be ported to oth- 
er types of host computers, 
analysts said. In all, Storage Tek 
spent more than $100 million 
during the past five years to de- 
velop Iceberg. 

Industry analysts said they 
believe $1.14 billion Storage 
Tek would like to double its rev- 
enue during the next few years, 
fueled by Iceberg sales and by an 
upgrade to the approximately 
3,700 automated tape libaries 
the firm installed at 500 custom- 
er sites. 
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‘Don’t feel sorry for IBM’ 








ee 


BM may not have a general-purpose disk 

array of its own for at least 18 months, but 

customers can look forward to price cuts 

that will make its existing generation of 

IBM direct-access storage devices even 
more attractive, analysts contend. 

“TIBM’s biggest problem from [Storage Tek’s] 
Iceberg [disk array] in 1992 will be one of image. 
IBM has always owned the reference model for 
storage devices, and now Storage Technology 
will do that for a while,”’ noted David Vellante, an 
analyst at International Data Corp. in Framing- 
ham, Mass. 

During 1993, Iceberg will gain market share 
“at the expense of IBM,” he predicted, adding 
that he expects IBM to deliver its own disk-ar- 
ray device in 1994. 

IBM is about half finished with its general- 
purpose disk array, observers said. It will com- 
plement the 9570, a RAID-3 device IBM intro- 
duced in September for the scientific market. 

IBM might have been finished sooner, ana- 
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lysts said, but there have been significant 
changes in its storage business, most notably its 
move to become an independent unit in Decem- 
ber. Heading up Storage Products is General 
Manager Ray AbuZayyad, who had been head of 
IBM’s Rolm unit but returned to the storage 
area in July 1990. 

At that time, IBM combined midrange and 
high-end storage products into one organization 
based in San Jose, Calif. 

“Don’t feel sorry for IBM,” said James Por- 
ter, president of Disk/Trend, Inc., a market re- 
search firm in Mountain View, Calif. ““They’re a 
year or two behind Storage Tek in disk array, but 
storage is not one of IBM’s problem areas. Look 
for a lot of activity out there.” 

In the meantime, Porter said, “IBM will bluff 
with the FUD factor, like it did when Storage 
Tek introduced its optical library.” 

IBM did not return calls to discuss its disk-ar- 
ray plans for commercial data centers. 

JOHANNA AMBROSIO 
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SS... ’s transferring 


data from Paris and 
L.A., processing it 
in New York, then 
sending reports back 
to the field. And she’s 
not dreaming. 


But she is asleep. 

Meanwhile, Network DataMover® from Systems Center 
is doing the work for her. With DataMover, there’s no waiting 
for tape mounts, for busy operators to run applications, or even 
for data to be sent in the first place. 

That’s because Network DataMover is the only program 
that automates data transfer between applications. Others can 
get your data from point A to point B. But with DataMover, 
you can send data from a field application to a host application, 
process it, then send data back to the field—automatically. 

If a transmission fails, DataMover will re-try it by itself, 
and call an operator only if there’s a real problem. And 
DataMover tracks and records details of all transfers and related 
activities, providing a higher level of auditability than you 
ever thought possible. 

So if managing your distributed applications is keeping you 
up nights, call 1-800-533-5128 and ask about Network DataMover. 


It’s not just data transfer; it’s peace of mind. 


SYSTEMS CENTER, INC. LONDON, ENGLAND 44 734 391139 SYDNEY, AUSTRALIA 61-2 975 4777 


Network DataMover is a registered trademark of Systems Center, Inc 


WASHINGTON, D.C. 703-264-8000 
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Itching to put pen to computer 


Users say they’re primed but waiting for hardware options to materialize 


BY MICHAEL FITZGERALD 
CW STAFF 


BALTIMORE — Poget Com- 
puter Corp.’s Richard Lull jok- 
ingly told report- 
ers that the 
company’s new 
Pogetpad _pen- 
based system 
would ship “on 
the first ... first 
chance we get.” 

Pogetpad will 
ship next month 
(see story at 
right), but the 
question was no 
joke to users here 
at the first Pen 
Computer Users 
Conference. Grid 
Systems Corp.’s 
2-year-old Grid- 
pad remains the 
only pen-based 
product shipping, but it will like- 
ly be joined this quarter by prod- 
ucts from NCR Corp., Momenta 
Corp. and others. 

Actual products will be a wel- 
come sight for users such as Mel- 
vin Hinton, senior engineer at 
Public Service Electric and Gas 
Co. (PSE&G) in Hackensack, 


1,000,000 


*estimated 


Source: IDC 


1991* 


N.J. Hinton and a team of 
PSE&G workers have been in- 
vestigating pen computing since 
January 1991, and they want to 
start a pilot project automating 


Writing on the wall 


U.S. shipments of pen-based computers 


1992" 1993* 1994° 


CW Chart: Janell Genovese 


forms used by meter readers in 
the third quarter of this year. 

Hinton said he was particular- 
ly upset by NCR, which prom- 
ised to ship its System 3125 
notepad in September but only 
received clearance from the 
Federal Communications Com- 
mission last week. 





Microsoft, Intel set to 
boost portable power 


Microsoft Corp. and Intel Corp. 
unveiled plans last week to at- 
tack portable computing inade- 
quacies by offering an approach 
designed to extend the battery 
life of such systems by as much 
as 25%. 

Portables using the technol- 
ogy could be hitting the shelves 
of retailers as early as this sum- 
mer, according to Intel. Thirty- 


next Monday, 


on high-performance 
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first products from the new Com- 
paq Computer Corp. — will debut 
according to 
sources close to the company. 

Compaq’s LTE Lite notebooks will re- 
portedly be base‘ on Intel Corp.’s 20-MHz 
and 25-MHz 803°6SL power management 
chips. Each will weigh near six pounds, a 
new low for Compaq, and sources indicated 
that pricing will start at $2,899. 

The reported pricing seemed to confirm 
a Compaq spokesman’s statement that the 
firm’s next notebook products would show 
a Compaq dedicated to aggressive pricing 
products. 
spokesman refused to comment on the un- 
announced products other than to say the 
low-end notebooks Compaq promised last 


one personal computer vendors 
have said they will support it. 
The pair’s Portable Comput- 
ing Initiative is a multipronged 
design that also covers other is- 
sues such as support for flash 
memory cards and data transfer 
between portables in the sizzling 
market for laptop and notebook 
computers. Dataquest, Inc. said 
it expects the size of that market 


year are still to come. 


puter Corp., 


The new notebooks also indicate that 
Compag is in step with competitors rela- 
tively early in the SL’s life. While numerous 
vendors have also announced 
or shipped SL systems, among 
them Zenith Data Systems, 

Toshiba America Information 
Systems, Inc. and Dell Com- 
analysts said 


Users at the conference gen- 
erally agreed that a timetable in 
which vendors ship products this 
quarter will work for their pilot 
plans. “‘We’ve already decided 
[pen-based com- 
puting] would be 
good for us,”’ said 
Joseph W. King, 
assistant vice 
president of Con- 
tinental Insur- 
ance’s office and 
information sys- 
tems in Neptune, 
N.J. King said the 
firm’s sales rep- 
resentatives had 
used notebooks 
but only with 
“‘mixed”’ success. 

“They end up 
doing a lot of stuff 
back at their ho- 
tel rooms, and we 
want them to 
have the ability to do [every- 
thing] while at the client’s,” 
King said. 

Users also said pen-based 
systems still lack standard soft- 
ware, data integrity, security, 
proven communications _facili- 
ties, durability and handwriting- 
recognition accuracy. 


850,000 


1995" 


to double during the next three 
years. 

At the heart of the plan is the 
Advanced Power Management 
(APM) specification, which ad- 
dresses complaints that the cur- 
rent crop of batteries for porta- 
bles are barely meeting user 
needs. APM allows the BIOS and 
the operating system to share 
critical on-system use, which 
they have never been able to do 
before. 

Earlier efforts in power con- 
servation have focused on built- 
in hardware, with vendors trying 
to circumvent energy problems 
by using features such as a disk 


Proverbial penfest 


ttendees at the Pen Computer Users Conference 
were treated to a potpourri of product activity. 

Poget Computer, the Fujitsu Ltd.-backed maker of 
1-pound, DOS-based portable computers, entered 
the pen-based market with a 1.2-pound, XT- 

class machine called Pogetpad, while Grid Systems, the oldest 
player in the U.S. pen-based market, was heavily involved in ac- 


tion behind the scenes. 


Users at the conference were luke- 
warm toward the Pogetpad. “I want a 
386-based system with a Video Graph- 
ics Array screen,” said Ray Gregory, 
manager of personal computing at 


Scrivner, Inc. in Oklahoma City. 
Analysts, though, said they think 
the Pogetpad might generate sales in 


Febased 


the marketplace, particularly as the 
smallest entry currently available. 

Poget’s machine, expected to ship next month, is a deriva- 
tive of its current product, the Poget Computer. The Pogetpad 
is slightly larger — 9.7- by 41-in. and 1.2-in. thick — but still 
has only IBM Color Graphics Adapter-compatible graphics. 

It runs Microsoft Corp.’s DOS 3.3, a DOS shell and hand- 
writing-recognition software made by Nestor, Inc. in Provi- 
dence, R.I. List price is $1,995, which includes Traveling Soft- 
ware, Inc.’s communications utility, Penconnect. Like the 
extant Poget, the Pogetpad runs on two AA-size alkaline batter- 
ies and promises at least 16 hours of battery life. 

Poget also announced that it was the first company to license 
Grid’s Penright operating environment, available to users for an 


extra $148. 


Sources close to Grid said the company will soon land similar 
agreements with IBM and NCR and that the company is ready- 
ing a new pen product line. April will bring a sub-3-pound subno- 
tebook priced below $1,500. Grid refused to comment. 


drive or processor that shut 
down when the keyboard is not 
used for roughly five minutes. 

The APM specification can be 
used with any machine running 
an Intel 8086 chip set or compat- 
ible, including wares from com- 
panies such as NEC Corp. and 
Advanced Micro Devices, Inc., 
according to Brad Chase, Micro- 
soft group product manager. 

Several hardware vendors 
have already begun building the 
special BIOS needed to take ad- 
vantage of APM in their ma- 
chines, said David Ryan, Intel’s 
marketing manager. 

Microsoft also shipped the 


Compaq said to be readying high-end notebooks 


wo high-end notebooks — the 


vestment Strategies Corp. in Framingham, 


Compaq had not missed the SL 


market. 


The 


“They’re not first, 
they’re not late,” said George 
A. Thompson, an analyst ai Datapro Infor- 
mation Services Group in Delran, NJ. 
“There’s no question [Compaq] needs 
those products,” said Scott Stein, director 
of PCs and workstations at Technology In- 


but 
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Mass. He said the SL was a hot processor 
and that the announcement would help 
Compag reverse a trend of being behind its 


competition. 

According to sources, the 
20-MHz version will initially 
have a 40M-byte hard drive 
and come standard with 4M 
bytes of random-access memo- 
ry, while the base model 25- 
MHz version comes with a 
60M-byte hard drive and 4M 
bytes of RAM. Both machines 


are also expected to have a monochrome 
IBM Video Graphics Array-compatible dis- 
play and 3'-in. floppy drives. The hard 
drives will be upgradable. 


MICHAEL FITZGERALD 
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read-only memory (ROM) ver- 
sion of MS-DOS 5.0, which al- 
lows the DOS operating system 
to reside in 64K bytes of ROM, 
freeing up the system’s random- 
access memory for users’ appli- 
cations and data. That could be 
good news for emerging technol- 
ogies such as pen-based comput- 
ers, which may require ROM- 
based operating systems. 
Microsoft also unveiled Inter- 
link, a data transfer utility avail- 
able to all licensees of DOS 5.0 
that use a client/server architec- 
ture to connect portables with 
one another or desktop PCs. 
JAMES DALY 


CORRECTIONS 


The Jan. 6 Technology Analysis 
repeated an error that appeared 
in Infoworld’s Aug. 19, 1991, 
review of Microsoft Corp.’s Vi- 
sual Basic. The correct Info- 
world score for ease of use was 
excellent, and the overall score 
was 9.0. 


Due to a reporting error, an arti- 
cle in the Dec. 23, 1991/Jan. 2, 
1992 issue, “‘Court cases that 
will change your job,”’ incorrect- 
ly described the IBM/Comdisco, 
Inc. lawsuit. The story should 
have referenced a January 1991 
suit whereby IBM alleged that 
Comdisco illegally stripped and 
resold parts from IBM main- 
frames. 
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On March 12, Oracle® recorded the highest TPC 
425 tpsB 
416 tps Benchmark” B rate ever: 425 tpsB on a VAXcluster. 
And the fastest TP1 score ever on January 21st: 416 
tps on an IBM-compatible mainframe. 
Both were industry-standard tests on 8 gigabyte 
databases, independently certified by Codd & Date. 
All these benchmarks are further proof that 
319 tpsB 
ORACLE not only runs virtually everywhere, it runs 
fastest everywhere. Fastest on PCs, workstations, 
minicomputers and mainframes. Fastest on stand- 
alone machines, or in a client/server configuration. 
So no matter what system you choose, you get 
the best performance and lowest cost per transaction. 


No small concern to managers trying to squeeze 


the most out of their MIS/DP budgets. 





153 tpsB 1-800-633-1071 Ext. 8116 





But don’t just take our word for it. Call, and ask 
for the benchmark reports audited by Codd & Date. 
They certify the test results and give a full account of 
the testing methodology and system configurations. 


Just the thing for a little speed reading. 


ORACLE 


Software that runs on all your computers. 





© 1991 Oracle Corporation. ORACLE is a registered trademark of Oracle Corporation. TPC Benchmark is a trademark of the Transaction Processing Performance Council. All other trade names referenced are the service mark, trademark, or registered trademark of 
the respective manufacturer. Call for hardware and software requirements. Outside the U.S.A., but within North America, call 1-800-668-8925 for product, service, and seminar information. 
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Microsoft puts toe in groupware waters 


BY ROSEMARY HAMILTON 
CW STAFF 
Microsoft Corp. is gearing up to take on 
rival Lotus Development Corp. in the 
emerging groupware market. 

Last week, a company official promot- 
ing Microsoft’s groupware strategy to 
East Coast industry analysts said the com- 
pany has no intention of releasing a Lotus 
Notes-like product. Instead, it plans to 
provide a more open messaging environ- 
ment as well as groupware application 
components, said Laura Jennings, group 
product manager for work-group applica- 


tions. Some initial products will be intro- 
duced this year, she added. 

Notes is Lotus’ key groupware offer- 
ing and is considered the leader in this 
emerging market. It offers a number of 
work-group functions such as electronic 
mail, database-like features, bulletin 
boards and development tools. Lotus 
claims to have sold more than 90,000 
Notes licenses since the product’s 1989 
introduction. 

“‘We won’t be delivering what we call a 
proprietary shell or monolithic applica- 
tion,” Jennings said, referring to Notes. 
Groupware “is not a revolution where 


_ we 
RV" 


people want to start over.” 

Jennings said Microsoft will deliver 
two unspecified work-group application 
components later this year, with at least 
one announcement planned for the first 
half of 1992. She said Microsoft has plans 
to deliver bulletin boards, calendaring and 
conferencing functions. 

These components are actually the 
second phase in a three-step strategy Jen- 
nings detailed last week. 

First, the goal is to establish what Mi- 
crosoft calls a messaging infrastructure, 
which will be based on the company’s Mail 
package. Mail is derived from Consumer 


i386 and the Intel Inside Logo are trademarks of Intel 
Corporation. MastersPort and Premier System Management are 
trademarks of Zenith Data Systems Corporation. MS-DOS and 
Microsoft Window’ are trademarks of Microsoft Corporation. 
“Under normal rest/resume conditions. Battery life varies with 
application, CPU clock speed, memory configuration, peripheral 
options attached, hard disk access, and display settings. 
Copyright © 1991 Zenith Data Systems Corporation 
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Software’s Network Courier, which Mi- 
crosoft acquired last year. This so-called 
infrastructure will offer the necessary 
messaging management functions, from 
the transport specifications and directory 
services to the gateway architecture and 
administration tools. 

The next step is to roll out the work- 
group components that will be integrated 
into Mail. At the same time, Microsoft 
will promote its Messaging Application 
Programming Interface so other develop- 
ers can tailor work-group functions to the 
Microsoft infrastructure. 

The strategy’s third phase had the 
fewest details. Essentially, Microsoft 
plans to provide capabilities to tailor and 
customize an individual’s groupware envi- 
ronment. 


NT developers 
gain early input 


BY JAMES DALY 


CW STAFF 


REDMOND, Wash. — Microsoft Corp. 
has brought dozens of software develop- 
ers into the early design process of its up- 
coming Windows New Technology (NT) 
operating system, hoping the added input 
will result in more tightly integrated ap- 
plications and avert the persistent crash- 
es that bedeviled early users of Windows 
3.0. 

Under what is being called Open Pro- 
cess, Microsoft technical personnel will 
present preliminary specifications of vari- 
ous aspects of Windows NT to indepen- 
dent hardware and software vendors up 
to 18 months earlier than in previous op- 
erating system development cycles. The 
third-party vendors may in turn present 
alternative approaches to the updated op- 
erating system, which is expected to ship 
in the second half of this year. 

“The typical development process in- 
volved third-party developers at a point 
where there was little opportunity for 
them to make significant changes,” said 
Cameron Myhrvold, director of developer 
relations at Microsoft. He added that the 
entire developer community will still be 
given a crack at new technical specifica- 
tions at regularly scheduled conferences. 


Not a payback 

Myhrvold said the creation of the Open 
Process forums “was not an attempt to 
backfill past problems.’’ Microsoft was 
forced to offer a maintenance upgrade to 
Windows 3.0 only six months after its re- 
lease when a large number of programs 
crashed soon after flashing “‘Unrecover- 


able Application Error” on-screen. 


Developers said they are highly en- 
thused about their newfound ability for 
early input. 

“T think we all recognize that we can 
get much further faster if we share impor- 
tant ideas and work the glitches out of the 
standards before they become problems 
for users,”’ said Userland Software, Inc. 
President Dave Winer, who has partici- 
pated in the Open Process meetings. 

So far, changes based on independent 
software vendors’ input have ranged from 
the minor tweaking of a messaging appli- 
cation programming interface to the ex- 
tensive readjustment of the command ar- 
chitecture of the Object Linking and 
Embedding 2.0 structure, Myhrvold said. 
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“ORACLE SERVER NLM TAKES 
TOP HONORS FOR SPEED, 
RELIABILITY AND ROBUSTNESS” 
Sara Lee Corp. and PC Week Labs. 


“The project at Sara Lee was ambitious. 
The original database application that the 
company wanted to downsize to the client! 
server platform was a subset of its order-entry 
records... 

“In the end, ORACLE Server [for Net Ware] 
was the only software that met all the stringent 
requirements for the application ... 

“While each product competing in the 
shootout displayed strength in one area or 
another, ORACLE Server was at or near 
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the top in nearly every competition. 

“ORACLE Server’s performance shined 
on database queries that required complex 
aggregations —sometimes more than twice as 
fast as other products... 

“In selecting ORACLE Server as the winner, 
the judges considered other factors such 
as product maturity and experience with 
corporate databases, and the selection of front- 
end tools to access the database. 

“(And) even though the NLM version of 
ORACLE Server was new, it was considered 
to be a close extension of the firm’s OS/2 and 
Unix products, which are proven technology 
on clientlserver platforms? 


—PC Week June 24,1991 


Hungry for more? ORACLE Server for 
NetWare just recorded the highest audited 
TPC Benchmark" B rate ever on a PC— 

43 tpsB. At that rate, the low $2590/tpsB is 
just icing on the cake. 


1-800-633-1071 Ext. 8145 


Call us for a complete benchmark report 
and reprint of the PC Week Shootout. We'll also 
tell you more about the rest of Oracle’s open 
family of portable software. And the support, 
education and consulting services that help 
you get the most out of your investment. 


ORACLE ™ 


Software that runs on all your computers. 


is a registered trademark of Oracle Corporation. Sara Lee is a trademark of Sara Lee Corporation. Reprinted from PC Week June 24, 1991 Copyright © Ziff Communication Company 
is a trademark of the Transaction Processing Council. Other trademarks referenced are of their respective manufacturer. Call for hardware and software requirements. Outside the US.A., 
but within North America, call 1-800-633-8925 for product, service, and seminar information. 
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Timeplex looks ahead with broadband switch 


BY JOANIE M. WEXLER 
CW STAFF 


WOODCLIFF LAKE, N.J. — Timeplex, 
Inc. said last week that it will join the 
ranks of early broadband switch makers 
lining up to accommodate the handful of 
users eyeing high-speed backbone tech- 
nologies. 

The announcement came during the 
first joint conference held by executives 
from Timeplex and its new owner, Ascom 
Group, since the Swiss firm acquired 
Timeplex from Unisys Corp. this past 
September. 

Timeplex’s $100,000 to $300,000 


Synchrony broadband switch, due out in 
mid-1993, is based on a Synchronous Op- 
tical Network architecture, an emerging 
fiber-based technology supporting speeds 
of 150M to 2.4G bit/sec. The backplane is 
slated to accommodate emerging frame 
relay, cell relay, Switched Multimegabit 
Data Service and Integrated Services 
Digital Network technologies alongside 
traditional circuit-switched traffic. 
Reportedly compatible with Time- 
plex’s Link/2 multiplexers, Synchrony 
does not build on the firm’s TX3/Super- 
hub architecture, as was originally 
planned. Users and analysts said this 
could create confusion as to whether mar- 





Infodata Systems Inc. 
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System Managed Storage 
DASD Storage Management: 
Maximizing Performance of DFSMS" 


This seminar is an essentiai prerequisite for all MVS Data Centers planning to automate 
storage management with IBM’s DFSMS. Through an understanding of the DFSMS 


kets will persevere for both high-capacity 
switches. 

Instead, Synchrony will challenge 
switches from the likes of Adaptive Corp. 
and T3plus Networking, Inc. — vendors 
already facing slim customer pickings in 
the neophyte broadband market. A simi- 
lar switch, dubbed ‘‘Paris,” is under con- 
struction at IBM. 

Users and analysts questioned the tim- 
ing of broadband public service availabil- 
ity and the arrival of applications to merit 
such industrial-strength products in the 
near term. 

“Broadband is definitely down the 
road, but whether the carriers will have 
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broadband services available when the 
equipment ships is a question,” observed 
Christopher Durney, communications 
consultant at Liberty Mutual Insurance 
Co. in Portsmouth, N.H. 

Durney is a user of Timeplex’s Link/2 
multiplexers and TX3/Superhub, which 
concentrate multiple T1 lines over a T3 
(45M bit/sec.) circuit. The high-speed ap- 
plications currently justifying the TX3 
switch include consolidating T1s to sup- 
port local-area network interconnect traf- 
fic and tape archiving, Durney said. He 
said he is also exploring image and client/ 
server applications “that might require 
that amount of bandwidth.” 

“The public services Timeplex is hop- 
ing to capitalize on won’t be available for 
another 18 months,” said Doug Gold, an 
analyst at International Data Corp. 
“However, it is key that they have a prod- 
uct that interfaces with carrier services 
so the carriers will partner with them to 
sell the switches to end-user sites.” 


CDC to resell 
NEC systems 


BY ELLIS BOOKER 
CW STAFF 


MINNEAPOLIS — Control Data Corp. 
(CDC) reached an agreement last week to 
resell NEC Corp.’s SX-3 supercomputer 
in North America and Europe. 

NEC has managed to sell just one su- 
percomputer in the U.S. to date, and in a 
statement, the company said it saw the 
need to expand its distribution channels. 
CDC, in turn, said it would focus on its 
customer base, primarily in the automo- 
tive and aerospace industries. 

However, CDC may prove to be an im- 
portant vehicle for placing NEC machines 
in government accounts, where domestic 


architecture and an awareness of common performance issues, the potentially risky 
migration to DFSMS can be pro-actively managed and successfully accomplished. 
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supercomputer suppliers have tradition- 
ally had a lock. 

“Tt would be exceptionally difficult for 
NEC to bid its products in sensitive gov- 
ernment contracts,” said Jeff Canin, an 
analyst at Montgomery Securities in San 
Francisco. 


Visual Computing 


Visual Computing: 

Transform Your Dreams Into Reality 

Silicon Graphics, Inc. 

Productivity depends so much on the ability to translate complex data into useful, 
clear analysis. Nothing conveys information more clearly than a picture. This seminar 
by Silicon Graphics, the recognized leader in visual processing, will explore visual 
solutions for network management, desktop productivity and other computing needs. 





Third time’s a charm 

The NEC deal is CDC’s third supercom- 
puter marketing agreement since the 
company abruptly closed its own super- 
computer unit, ETA Systems, Inc., in 
April 1989 as the major part of a $490 
million restructuring. CDC also remar- 
kets systems from Cray Research, Inc. in 
Eagan, Minn., and Convex Computer 
Corp. in Richardson, Texas. 

“Actually, both [the Cray and Convex 
pacts] have slowed down over the past 
year,” said CDC’s Computer Products 
Group President James E. Ousley, who 
noted that Cray and Convex, unlike NEC, 
have marketing organizations in the U.S. 
and so compete with CDC for sales. 

NEC does in fact have a marketing 
beachhead in the U.S. in the form of its 
wholly owned subsidiary, HNSX Super- 
computers, Inc. in Burlington, Mass. Ous- 
ley said HNSX will evolve over time into 
the technical support arm for CDC’s sales 
of SX-3 systems, which typically cost $15 
million to $25 million. 

A final benefit of the NEC pact, Ousley 
said, is the possibility that NEC will act as 
= areseller of CDC equipment in Japan. 
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Strategies for PC & LAN Security 
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The world’s leading supplier of PC/Workstation and LAN Security will discuss and 
demonstrate how to secure DOS, Windows™ and OS/2® workstations and manage 
enterprise-wide microcomputer and LAN security. For companies planning to 
down-size, implement client/server applications or simply secure their information 
assets, this seminar is a must. 


ts and services identified are the trademarks or registered trademarks of their respective holders. 
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All seminars presented concurrently 9 am to 12 noon. 








JANUARY 20, 1992 





cre cun day of the 
MUCOSA 

CULO OCA CM CMI COA eS am COLE 
UTS CLOGS N LM ULTOMLATHT0(2 
NUNC TUM MLTR LBL 
VASA ani regmerl MTaMeTiL iNT 
re-USe. 

CROC CCAIR ULI R 

Mainframes are saved. And.made 
ENMU CTHULHU La 
RURAL CH UAKCRN ONDE 
MTU eRMO MUMMY CRTC CUO 

CERO CE aicet¢ 
that is designed to integrate the old and 
the.new: Sybase. 

Sybase integrates any CICS 
COMO UROOL ORT Cece LNA U Lp 
DB2 and more—into an advanced 
UCR MOLITOR CUNT COIUULE 
UCU USS RO 
formance server in a network of PCs, 
POLS OAO LORI UES 

Se MCCA MONIC aC 
MUCK IMIR ANIC EN: 

To find out more about our 
database, application development and 
connectivity products, and multi-vendor 
SUL STA (COMM Ess L0] Us) fs] 


SYBASE 


CLIENT/SERVER ARCHITECTURE FOR THE ON-LINE ENTERPRISE 


CMO RLCR CC RM (3) 
PCRS LCR (SA Molt 
Union Station has been redesigned 
MAUL LOM msi 
MOMMA 
complex that includes a hotel 
CSCI M LT RUT) Ti CU cl 





Sometimes sharing will 
slow you down. 
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Now there's a LaserJet fast 
enough and smart enough 
to keep the whole group 
happy. The HP LaserJet IIISi 
printer. A 17ppm powerhouse 
designed for high volume. 
And multiple users. 


With the LaserJet IIISi, your 
users are up to speed the 
moment they give the “print” 
command. HP’s RISC-based 
formatter and the PCL5 


printer language, with on-the- 
fly typeface scaling, yield fast 
results. Even on the most 
complex documents. 


The LaserJet IIISi meets the 
needs of your shared work- 
groups with a new standard 
for I/O performance. All you 
do is slide the optional inter- 
face card into the back of the 
printer and it’s network ready. 
HP's cards allow your network 
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Speed 
¢ 17ppm 
* RISC-based formatter 
* PCL5 (optional Adobe® 
PostScript’) 
Paper Handling 
* Two 500-sheet input trays 
¢ 500-sheet output tray 
* 50,000 duty cycle 
* Optional two-sided 
printing 
* Optional envelope feeder 
Networking 
* Novell, Microsoft® LAN 
Manager, IBM LAN 
Server, 3 COM+ Open, 
AppleTalk (EtherTalk or 
LocalTalk) 





And sometimes it'll 
get you there faster The 17ppm. 
LaserJet IISi printer. 


to transfer data directly to 

the printer at up to 180 Kbytes 
per second. That’s 25 times 
faster than a typical parallel 
connection. 


And since every workgroup 
has special needs, this versatile 
LaserJet offers software- 
selectable language switching. 
And a range of paper-handling 
features. 

For all its capabilities, the 
LaserJet IIISi is priced at just 


$5,495* So if you’re ready to 
satisfy the whole network, call 
1-800-752-0900, Ext. 2134 
for more information and 
the name of your nearest 
authorized HP dealer. 


LaserJet Printers 

When it’s important to you. 
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Network limits dampen Apple multimedia hopes 


BY JAMES DALY 


CW STAFF 


SAN FRANCISCO — While Apple Com- 
puter, Inc. noisily celebrated the coming 
out of its Quicktime multimedia extension 
at last week’s Macworld Exposition, a 
lack of networking technologies able to 
handle beefy multimedia applications 
dampened the festivities. 

“Networking is what’s really going to 
make multimedia take off, and right now, 
you just don’t see those necessary stan- 
dards and products falling into place,” 
said Nick Arnett, president of Multimedia 
Computing Corp. in Santa Clara, Calif. 


Like Microsoft Corp.’s Windows with 
Multimedia Extensions or IBM’s multi- 
media extensions to OS/2, Quicktime fo- 
cuses on managing data flow 
at the client but offers few so- 
lutions for optimal network 
performance. 

Although it is capable of 
sending multimedia presenta- 
tions — including live video 
— over a local-area network, 
users may discover that the 
network bandwidth require- 
ments for such a setup may be too large, 
too costly or simply unavailable. 


Apple Chief Executive Officer John 


Sculley noted that Kaleida, Apple’s joint 
venture with IBM to create multimedia 
standards, will be working on connectiv- 
ity issues, but he said existing 
technologies ‘‘are still going 
to predominate for a while.” 
Today, networked multi- 
media poses sticky technical 
problems. The highest hurdle 
is that real-time transmission 
of audiovisual data cannot be 
delayed. Unlike telephones, 
networks never give a busy 
signal; they just slow down. Yet many net- 
works use contention schemes that result 
in varying throughput. 


Relax. Automate with Hiperstation. 


Hiperstation automates application, system and network software testing while ensuring the 
quality of all your on-line systems, including: CICS, IMS/DC, IDMS/DC, TSO/ISPF. 


Only Hiperstation allows you to easily perform every type of testing by providing all of the 


following unique features: 


* Interface to REXX, enabling variable 
input data and logic control to scripts 


* Flexible stress testing for any number of 
terminals and APPLIDs, with staggered 


or concurrent input 


¢ Support for both 3270 and non-3270 
devices (e.g. 3600/4700 terminals) in all 
on-line environments 


* Automated creation of test data and 


repetition of test scripts 


Eliminate time-consuming, error-prone manual testing techniques and dramatically reduce 
application development and maintenance backlogs. Call for information or a free trial. 


area 
reregrine 
s Y s T E Mw s 
1959 Palomar Oaks Way 
Carlsbad, CA 92009-9845 
619-431-2400 + Fax 619-431-0696 


1-800-638-5231 


Reliable 


Automated HIPERSTATION 


Testing 








COMPUTERWORLD 


“Obviously, this is unacceptable for au- 
dio, video animation and other time-based 
events,” Arnett said. 

One solution is the neophyte FDDI-2 
LAN, designed specifically with the real- 
time clock synchronization needed to in- 
tegrate voice, video and data. Chip stan- 
dards are nearly complete, though Apple 
recently scaled back its support of the 
standard [CW, Dec. 9, 1991]. 


Alot to handle 

Another big transmission problem is the 
size of the multimedia data. Remarkable 
video compression rates have been 
achieved, but even when this data is 
crammed down to compact disc/read-only 
memory speeds of 1.5M bit/sec., that is a 
lot for a typical LAN to handle. 

Those transmission rates are also im- 
practical for slow networks such as Ap- 
ple’s Localtalk, Arnett said, and are bare- 
ly tenable for a 10M bit/sec. Ethernet 
setup. 

Hybrid systems that carry video infor- 
mation over an analog broadband net- 
work, like the kind used in cable televi- 
sion, are one solution. 


DEC shows way to 
videoconference 


BY MICHAEL ALEXANDER 
CW STAFF 


MAYNARD, Mass. — Digital Equipment 
Corp. last week disclosed plans to market 
a multimedia application that enables two 
to six users to participate in videoconfer- 
ences on DEC’s reduced instruction set 
computing (RISC) workstations. 

Decspin, or DEC sound picture infor- 
mation network, transmits live or stored 
audio and video images using standard 
protocols over Fiber Distributed Data In- 
terface, Ethernet and leased lines. A sin- 
gle-user Decspin license is $2,995. 

The multimedia application is an effi- 
cient way to hold business meetings with- 
out the bother or lost time associated with 
traveling, said Jack Toto, multimedia 
marketing manager for Unix-based soft- 
ware and systems at DEC. 

Two DEC software engineers original- 
ly developed Decspin for use inside the 
company. Early adopters of the technol- 
ogy are likely to be the military, Wall 
Street traders and school systems, Toto 
predicted. 

The minimum hardware required in- 
cludes a Decstation 5000 Turbochannel- 
based workstation, 24M bytes of memo- 
ry, 500M bytes of disk storage, an audio 
and video board, a frame buffer, a video 
camera, a microphone and a network con- 
nection. An entry-level DEC RISC-based 
workstation with the minimum hardware 
and a single-user Decspin license costs 
between $14,000 and $22,000. 

“This is probably one of the most eco- 
nomical ways to do videoconferencing,” 
said Barbara Ells, who follows multimedia 
at MWA Consulting, Inc. in Palo Alto, 
Calif. ‘It’s about one-tenth the price of 
standard videoteleconferencing systems. 
Not everyone will have it on their desktop 
— it will be used in a videoconferencing 
room. In certain environments where 
there are development projects split 
among locations and a higher number of 
workstations, already you may see this 
particular tool in greater numbers.” 
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More than 1,000,000 people, running 
thousands of applications on a wide - 
range of hardware use FOCUS — the 
world’s most popular 4GL. This proven 
experience helped lay the foundation 
for FOCUS for UNIX. 

Whether you're using a desktop 
workstation or a mainframe class 
server, FOCUS for UNIX is the perfect 
Open Systems development tool. 
FOCUS applications developed under 
UNIX are not only portable, but will 
communicate with those on all other 
computer systems; including IBM 
mainframe and AS/400, Digital 
VAX/VMS, Hewlett-Packard MPE XL, 


Wang VS, Tandem, and DOS-and 
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Unlike other development systems 
that do only part of the job, FOCUS is 
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for creating the most complex data 
management applications to the 
simplest ad-hoc queries and reports. 
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The relationship 
between Digital and its full- 
line Authorized Distributors 
is so open that when you buy 
taehmatan Me acm ile cola elites 
with Digital, 

For over 15 years, these 
distributors have carried our 
products and provided 
value-added services to cus- 
tomers nationwide. Their 
extensive inventories guar- 
antee quick delivery. Their 
sales and technical people 
MOCO MMSE Meet earns 
Digital’s own people, so you 
get complete quality, service 
and support.” 

To learn more, look in 
the Yellow Pages under 
Digital for the Authorized 


Distributor nearest you. 
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TECH TALK 


Exploring CD-ROM 


= The National Geographic 
Society is the newest mem- 
ber of the Multimedia Pub- 
lishers Group, a trade associ- 
ation formed to promote 
sales of compact disc/read- 
only memory (CD-ROM). 
National Geographic’s first ti- 
tles are “Mammals,” a CD- 
ROM with motion-film foot- 
age; and “‘Presidents,” an 
interactive encyclopedia of 
the personal and political 
lives of the country’s leaders. 
Both discs have suggested 
retail prices of $149.95. 


Super things to come 


= The Central Weather Bu- 
reau of the Republic of China 
(Taiwan) has ordered two 
Cray Research, Inc. super- 
computers, according to the 
company. The Y-MP8I super- 
computer will be used for 
daily weather forecasting 
throughout the country, and 
the Y-MP EL entry-level sys- 
tem will be used as a file 
server. The Cray Y-MP8I will 
also run a relational database 
management system with a 
unique binary large-object 
attribute. The attribute is ide- 
ally suited for storing data 
that has no easily defined 
structure, such as data and 
images from satellites. Cray 
said it has received five or- 
ders for the Y-MP8I and 40 
orders for the Y-MP EL. 


High-tech, high-touch 


w= Andover Controls Corp. 
introduced what it claimed is 
the first graphic-style, 
touch-screen display for 
building automation sys- 
tems. Called the DCX250, 
the new display enables 
building operators and occu- 
pants to operate systems for 
lighting, heating, ventilation 
and other building facilities 
by touching on-screen icons 
representing switches, 
knobs and other controls. 
Each screen comes equipped 
with a library of switches, 
knobs and other graphical 
controls and can be pro- 
grammed in Andover Con- 
trols Plain English, a pro- 
gramming environment. 

The screen retails for 
$1,350. 





ADVANCED TECHNOLOGY 


Computers polish Hubble images 


Scientists use supercomputer, statistical inference to correct telescope imaging flaw 


BY MICHAEL ALEXANDER 
CW STAFF 


cientists at NASA’s Goddard 

Space Flight Center in Green- 

belt, Md., are using a massive- 

ly parallel processing super- 

computer to restore images 
captured by the ill-starred Hubble 
Space Telescope (HST). The enhanced 
images are as good as the ones 
the HST would be capable of 
transmitting without the flaw 
that now causes the telescope 
to send back blurry images, 
the scientists said. 

“I believe that there’s 
nothing better than taking a 
picture correctly the first 
time, but we are able to get 
resolution that is at least as 
good as the space telescope 
was intended to do,”’ said John 
Dorband, a computer scien- 
tist and deputy project manag- 
er for systems software re- 
search at the center’s Space 
Data Computing Division. 

Using a formula for statisti- 
cal inference called the ‘‘maxi- 
mum entropy method” and a 
massively parallel processing 
supercomputer, the scientists 
were able to use available data 
to restore the missing data, Dorband 
said. 

The image restorations are comput- 
ed on a Maspar Computer Corp. MP-1 
massively parallel processing computer 
with 8,192 processors. 

Scientists and others have been us- 
ing computers to ‘‘deblur’”’ images for 
at least 20 years, said Jan M. Hollis, an 
astronomer and assistant chief at the 


Space Data Computing Division. 
“However, in the past, people have 
used scalar machines, and they have 
had to wait hours or even days to get 
these kinds of results. We can do this 
within minutes in certain cases and 
within a maximum @ a few hours,” he 
said. 

Soon after the HST was put into or- 
bit in April 1990, scientists discovered 


NASA scientists salvaged blurred images from the 
Hubble Space Telescope with a Maspar supercomputer 


that the images captured by the tele- 
scope’s “faint object camera” were 
blurry because of a spherical aberration 
caused by a mirror ground to the wrong 
specifications. Also, the $1.5 billion 
telescope was found to be unable to dis- 
tinguish very faint objects. 

Now, NASA’s scientists say this 
technical gaffe and the computer pro- 
gram they developed to compensate for 


it may actually allow them to generate 
better images than might have been 
possible with the HST alone. 

One of the first stellar objects the 
HST was trained on was the R Aquarii 
binary star system, which is considered 
a sort of Rosetta stone for many astro- 
physical processes. 

The problem of the blurred images 
was compounded by the inability of the 

faint object camera to accom- 
modate the unexpectedly in- 
tense light emanating from R 
Aquarii, which in turn pro- 
duced saturated, unreadable 
data, Hollis explained. 

“We played around with 
the images for a few months 
before we realized that the ac- 
tual flaw in the Hubble Space 
Telescope helped us,” Hollis 
said. “‘The point spread func- 
tion of the telescope — how 
the telescope responds to a 
point source of light —- was 
spread over many more pixels 
than the saturated region. We 
could statistically infer from 
the data from the area not af- 
fected by the saturated region 

NASA What had actually happened in 
the saturated region.” 

The success of the image 
restoration project will have 
spin-off benefits in other areas of image 
processing as well as for parallel pro- 
cessing computers, according to Hollis. 

NASA still plans to repair the HST 
in late 1993 or early 1994. Some advo- 
cate fixing the telescope in orbit with 
an optically correct camera and an opti- 
cal device that would fix the spherical 
abberation; others argue for bringing it 
back to Earth and replacing the mirror. 


Intelligent computer may be reality by 2001 


BY MICHAE MICHAEL AL ALEXANDER 
CW STAFF 


f enough computer scientists put 

their minds to it, the first Hal- 

like computer could be produced 

by the year 2001. At least that is 

what Intelligent Computers Sys- 
tems (ICS) Research Group, Inc., a 
newly formed, nonprofit corporation 
based in Rockville, Md., believes. 

The company was formed with fi- 
nancial help from an unspecified group 
of backers to raise money for the re- 
search and development of a Learning 
and Thinking Machine (LTM). The 
company plans not to build an LTM but 
to sponsor the efforts of others, said Pe- 
ter Lockwood, a technical analyst and 
spokesman at ICS Research. 

An LTM would be endowed with 
many of the same capabilities of Hal, 
the supercomputer depicted in Arthur 
Clarke’s 2001: A Space Odyssey. 

The computer would be able to suck 


up information by scanning books, tap- 
ping into on-line databases and listen- 
ing to the spoken words of experts. It 
would also be able to independently 
draw conclusions from 
what it has gleaned as well 
as learn from experience. 

“One way to describe it 
is as a self-modifying, gen- 
eral-purpose expert sys- 
tem,” Lockwood said. Un- 
like most expert systems 
that have rules written out 
explicitly by a knowledge 
engineer, the programmer 
instructs the LTM to focus 
its attention on specific in- 
formation, and the ma- 
chine uses whatever facili- 
ties are available to it to 
become an expert in that area. Over 
time, the LTM learns from its own op- 
eration and results, subsequently up- 
dating its knowledge base. 

“No one is working on this problem, 
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and one of the reasons is that it is gen- 
erally assumed to be [a] long-term proj- 
ect,” Lockwood said. ‘We feel that 
there are so many benefits to be gained 
that someone ought to be 
working on it directly.” 
The company was 
founded by a group of com- 
puter professionals who, 
for reasons that are un- 
clear, wish to remain anon- 
ymous. According to Lock- 
wood, the founders believe 
that promoting research in 
this area will pay off with a 
prototype machine within 
five to eight years. The 
cost to build an LTM could 
vary between $5 million 
and $10 million, he added. 
ICS Research is looking for propos- 
als to design an LTM and has already 
identified Cognitive Modeling Designs 
in Rockville, Md., as having a promising 
approach to building an LTM. 
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A Familiar Name, 
A Friendly Face 


The SAS System helps UNIX do 
what UNIX does best. It’s never 
been easier to exploit all the 
price/performance advantages 
of UNIX...or to connect UNIX 
with other systems throughout 
your organization. That’s 
because the SAS System’s pow- 
erful data access, management, 
analysis, and presentation tools 
work the same way on UNIX 
workstations as they do on host 
machines. 
A menu-driven user inter- 
face takes you directly to the 
SAS System’s most popular appli- 
cations. We’ve also taken full 
advantage of UNIX native win- 
dowing. Plus, we’ve added new 
interactive capabilities for visual 


The Most Comforting data analysis. 
Reason Yet to Choose UNIX. 


The world’s leading applications Research and Development 
system has arrived on leading- 
edge UNIX workstations.* Bring- ‘ 

ing with it the same integrated 

applications that have made SAS e COmMmeS 

software such an indispensable 


part of the corporate mainstream. 


And that’s a very comforting 
thought if you’re using or evalu- 
ating UNIX. 
ae to the 


Quality Control Analysis 


; NT And a Risk-Free Offer 
ream. Let the SAS System be your 
link to strategic computing 


resources throughout your orga- 

nization. Give us a call now at 

919-677-8200 or fax us at 
919-677-8123. We’ll rush you a free SAS System exec- 
utive summary, together with details about a no-risk 
software evaluation. In Canada, call 416-443-9811. 


The SAS’ Applications System. 
Simply Powerful. Powerfully Simple. 


SAS Institute Inc. 
Software Sales Department 
SAS Campus Drive LJ Cary, NC 27513 
® Phone 919-677-8200 0) Fax 919-677-8123 


*From IBM? DEC? Sun, HP? and others. 


The SAS System runs on mainframes, minicomputers, workstations, and personal computers. 
SAS is a registered trademark of SAS Institute Inc. UNIX is a registered trademark of AT&T. 
Copyright © 1991 by SAS Institute Inc. Printed in the USA 





Now 
you can 


atford a 
COMPA 


instead 
of a clone, 


This is not a dream. This is no hallucination. You can get a very versatile 
desktop computer from one of the world’s most respected names in 

computing. COMPAQ. And you can get it at the kind of price you would 
normally expect to pay for a clone. With a suggested list price starting at 
$1,699%* the COMPAQ DESKPRO 386s/20N PC is the perfect solution 


*Monitor not included; reseller prices will vary; other models start with a suggested list price as low as $1,599. COMPAQ, 





for either network use or stand-alone applications. So if you were about 
to settle for anything less than legendary COMPAQ performance and 
reliability, we offer this word of advice: Don’t. Call 1-800-231-0900, 
Operator 186, for the location of your nearest Authorized Reseller. Then 
go check it out. (In Canada, call 1-800-263-5868, Operator 186.) 


DESKPRO, Registered U.S. Patent and Trademark Office. © 1991 Compaq Computer Corporation. All rights reserved. 
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EDITORIAL 


Playing hardball 


o one’s ever accused Electronic Data 

Systems of being a wallflower, but its 

lawsuit earlier this month against Com- 

puter Associates was a shocker none- 
theless. EDS’ filing breaks with the company’s 
normally austere image and makes it clear that it 
is mad as hell about its charges that CA commit- 
ted fraud, violated license agreements and med- 
dled with EDS customers. 

Equally surprising was CA’s “‘in your face”’ re- 
sponse. In a defiant reply, the largest mainframe 
software company dismissed the EDS charges as 
ridiculous and all but promised a countersuit. 

But there is more than a courtroom brawl at 
stake here. The case, if it ever reaches the 
courts, promises to be a barn burner, pitting one 
of the world’s largest users against a vendor 
known to play hardball with its customers. 

We won’t comment on the merits of the case, 
but the issues are significant for vendors and us- 
ers because they involve the basic economics of 
business consolidation and outsourcing. 

At issue is just how much a software company 
can dictate what its customers do with a software 
license once they sign a contract. The answer is 
fundamental to the economics of outsourcing. 

Third-party outsourcing contractors can as- 
sume dozens, or even hundreds, of software li- 
censes when they take over a data center. As 
such, they’re pros at maximizing economies of 
scale, and that’s one of the appeals of outsourcing 
in the first place. Why pay license fees on five 
copies of the same tape librarian when one copy 
can serve five customers just as well? 

That question is what makes outsourcing so 
bone-chilling for software vendors such as CA, 
which historically has derived a large part of its 
revenue from maintenance fees. The anxiety only 
gets worse when they look at forecasts such as 
Merrill Lynch’s estimate that outsourcing reve- 
nue could nearly triple during the next four years. 

Expecting outsourcing vendors to maintain or 
renegotiate every license they acquire is no more 
realistic than expecting bus companies to reim- 
burse carmakers for every passenger who 
chooses not to drive. For savvy software develop- 
ers, this case points up the need for more creative 
licensing schemes that rely more on how the soft- 
ware is used and less on traditional criteria such 
as the number of users or the class of machine 
the software supports. For users, there will be in- 
teresting financial consequences. If CA prevails, 
it will no doubt hike up the cost of outsourcing 
contracts that involve license transfers. If EDS 
wins, it should make the economics of scale avail- 
able through outsourcing even more attractive. 

The industry has skirted this issue for a long 
time, but now some lines must be drawn. With 
mainframe sales stagnant and interest in out- 
sourcing on the rise, users and vendors will begin 
to fight over every dollar. 


Lh 


Paul Gillin, Executive Editor 
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LETTERS TO THE EDITOR 


A good opportunity 


I have been reading Computer- 
world since I got into the com- 
puter field in 1976. I’d like to 
point out that there is an oppor- 
tunity for the computer industry 
to do a great service for mankind 
and, in the process, bring profit 
and glory to itself. The opportu- 
nity is in the area of a standard- 
ized Systems Application Archi- 
tecture-like interface to PCs for 
paraplegics. 

Some paraplegics are 100% 
paralyzed and can move only 


| their eyelids. Because my broth- 


er worked as an orderly at the 
Kestler Institute, a prestigious 
center that treats the worst 
cases, I know for a fact that there 
is no computer hardware or soft- 
ware at all for extreme paraple- 
gics. The way a paraplegic com- 
municates is with flash cards. 
When the nurse points to a letter 
the paraplegic wants to use, a 
blink of the eye is the sign. 

If Bill Gates or Philippe Kahn 
or Steven Jobs, etc., had a rela- 
tive who was a paraplegic, cer- 
tainly Windows NT or Borland’s 
IDE or Next would have a para- 
plegic mode. A lot of paraplegics 
are veterans who fought in wars 
to make us free. Isn’t their sacri- 
fice worth, say, delaying IBM’s 
OS/2 Release 2.0 an extra quar- 
ter, to add an industry standard 
paraplegic interface? 

Robert Glover 
Dreyfus Service Corp. 
Jersey City, N.J. 


Arrows on target 


It was with great amusement 
and, I admit, some concern, that 
I read your editorial cartoon in 
the Dec. 16 issue. The idea that 
business is somehow stuck 
shooting more and more infor- 
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mation technology arrows (read: 
dollars) in an effort to build new 
systems or tools to improve pro- 
ductivity may seem funny to 
some, but unfortunately, it has 
never been more true. 

The cartoon is right on target 
(pardon the pun). Companies 
keep missing the mark in their 
application of technology to im- 
prove productivity. The biggest 
misconception about end-user 
productivity improvement prod- 
ucts is that organizations must 
build new information technol- 
ogy systems in order to gain this 
benefit. The ‘“‘untold story’’ is 
that the investment should be 
made to teach people how to use 
the existing technology. 

Businesses do not want or 
need “Star Wars” types of tech- 
nology to improve productivity. 
Organizations that sucessfully 
use information technology to 
improve productivity aren’t nec- 
essarily ‘‘cutting edge” or “‘pro- 
gressive.” They’re just smart. 

George Langan 
Goal Systems 
International, Inc. 
Columbus, Ohio 


Overlooked Amiga 


In “Apple stocking antipiracy 
ammunition” [CW, Dec. 16], I 
was made aware of a new PC in 
Commodore Business Machines, 
Inc.’s line of products: the Atari 
ST. This particular mistake 
points out a bias in mainstream 
computer journals that does us 
alla disservice. 

The PC market is clearly 
dominated by IBM and the 
clones, with a first-order pertur- 
bation dominated by Apple Com- 
puter, Inc. Clearly, the reporting 
in a journal that covers PCs 
(even from an IS perspective) 
will reflect this. But there are 


vertical markets where other 
machines are significant players. 
I am thinking, in particular, of 
desktop video or, in a broader 
sense, multimedia. Here the 
market has been dominated by 
another product in the Commo- 
dore line of PCs: the Amiga. 

When you consider products 
that are actually on the market, I 
would argue that Commodore is 
still a leader in multimedia — 
there is no arguing its lead in 
desktop video. In your coverage 
of multimedia, you have, at best, 
mentioned the Amiga as ‘‘anoth- 
er” competitor in addition to the 
clone and Macintosh markets, 
but usually it is not mentioned at 
all. Whatever the source, this 
bias limits the information avail- 
able to your readers and thus 
their ability to make an intelli- 
gent choice in that market. 

I bought an Amiga in 1986 be- 
cause it was a Superior computer 
to the IBM PC and the Macin- 
tosh. It still is. That is why Com- 
modore has sold 3 million units 
despite its incompetence in mar- 
keting. If accurate and complete 
reporting helps bring a broader 
range of quality third-party soft- 
ware developers to the Amiga 
platform, the market will be rich- 
er for all of us. Keep this in mind 
when you report on vertical mar- 
kets. And try to keep your facts 
straight. 

Bradley W. Hulyk 
Katy, Texas 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor in Chief, 
Computerworld, P.O. Box 9171, 
375 Cochituate Road, Framing- 
ham, Mass. 01701. Fax number: 
(508) 875-8931; MCI Mail: 
COMPUTERWORLD. Please 
include a phone number for ver- 
ification. 
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VIEWPOINT 


Policy and free-market status 


GARY H. ANTHES 


Many _ things 
once held dear 
by millions of 
| people — such 
as communism 
and drive-in 
movies — have 
been either discredited or simply 
overtaken by events. May I sug- 
gest we add laissez-faire capital- 
ism, as interpreted by the Bush 
administration, to the long list of 
ideas whose time has passed? 
According to the current ad- 
ministration, anything that 
smacks of “industrial policy” 
amounts to unwise interference 
with free-market forces. Indus- 
trial policy is generally derided 
as “‘picking winners and losers,” 
a phrase that carries with it an 
implied sneer, daring anyone to 
suggest the government actually 
might want to do such a thing. 
But that’s ludicrous because 
the government picks winners 
and losers hundreds of times a 
day: every time it awards a com- 
petitive contract, passes a law or 
makes a judicial decision. 


Notable exceptions 

The U.S. Department of De- 
fense has spawned fundamental 
new technologies. The U.S. De- 
partment of Justice and the 
courts have engendered a vi- 
brant telecommunications indus- 
try. And, the government built 
the aviation industry, the federal 
highway system and a host of 


supporting industries. 

To be fair, not all of these 
things are of the sort opposed by 
the George Bushes and Ronald 
Reagans of the world. And one 
could easily put togeth- 
er a list of federal fi- 
ascoes that resulted 
from attempts to 
jump-start new com- 
mercial enterprises. 
Nevertheless, the point 
that often gets over- 
looked is that the gov- 
ernment has _ scored 
some spectacular success- 
es in intervening in the 
marketplace. 

Furthermore, several 
trends have worked to take 


for free markets. 

First, the markets in a 
number of countries with 
which we compete are 
anything but free, manip- 
ulated for domestic ad- 
vantage by government 
policies and industry al- 
liances. 

Second, with the 
end of the Soviet threat, the 
flood of commercial technology 
that once spun off from military 
research and development will 
dwindle. Third, the near-demise 
of private venture capital for 
high-technology start-ups leaves 
entrepreneurs in ever more diffi- 
cult straits. 

The administration should 
come clean and admit that the 


Stop the technology train 
from derailing your company 


BOB GILBERT 


Ever wonder 
where we would 
be in the year 
2000 if we were 
to stop install- 
ing new tech- 
nology for two 
years? An insane proposition? 
Maybe not. 

Most of us have recently 
made significant investments in 
new technologies but have ob- 
tained only partial deployment. 
Our investments have typically 
included mainframe and net- 
work-based relational database 
software, one or more LAN 
manager products, CASE tools, 
some expert systems utilities 
and two or three object-oriented 
development tools. 

We are just beginning to un- 
derstand and use the capabilities 
of some of these products, in- 
cluding capabilities that support 
fundamental shifts in our ap- 
proach to designing and support- 
ing computer applications. 

However, the support infra- 


structure may not be fully imple- 
mented. Many in IS are still 
working with the old technology. 

Are we moving to improve 
this situation? No. We are adding 
confusion by continuing to study 
and request installation of more 
and more technology. Look 
around. We all have some level of 
uncoordinated technology evalu- 
ation in process. 

Do you see any prototypes or 
pilots involving new products? 
Sure you do. Some are formal, 
backed up with an approved proj- 
ect proposal; most are informal, 
with objectives loosely defined. 
Some are new technology; most 
are just another form of technol- 
ogy we already support. 

These prototypes and pilots 
often do not examine interfacing 
with the existing environment. 
Criteria for measuring success of 
new product testing usually do 
not exist, particularly in the in- 
formal studies. And it should not 
surprise us to find duplicate 
product evaluations resulting in 
inconsistent conclusions. 

Continuous uncoordinated as- 
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government routinely takes ac- 
tions that strengthen beneficial 
market forces. That bit of candor 
would then set the stage for the 
government to do more to stimu- 


late new markets and technol- 
ogies. 

The Defense Advanced Re- 
search Projects Agency 
(DARPA) offers some clues 
about how the government can 
help. The relatively obscure 
agency deserves much of the 
credit for sponsoring develop- 
ment of a stunning array of im- 
portant technologies, including 


sessment and introduction of 
new technology is adding com- 
plexity to an environment that is 
already too complex. Most of us 
need to stop this train, under- 
stand real technology priorities, 
establish some rules (principles) 
for technology management and 
get back on the right track. 

There are a number of ways 
we can usefully apply our energy 
during the pause: 

e Get our IS teams tuned to the 
business “drivers” that define 
technology opportunities. This 
is the key to establishing priori- 
ties for applying existing tech- 
nologies and introducing new 
ones. A thorough analysis will re- 
sult in a very short list of re- 
quired new technologies. 

e Put some technology stakes in 
the ground with solid products 
and suppliers that will be in the 
winner’s circle down the road. 
To some this means putting a 
standards process in place, but it 
also means ensuring that there is 
a necessary training and support 
infrastructure. 

One way to do that is to dis- 
courage proposed evaluations di- 
rected at different flavors of 
technologies we already sup- 
port, particularly products we 
know continuously “‘leapfrog’’ 
each other. 


interactive computer graphics 
and lasers. 

DARPA has several charac- 
teristics worth emulating. It is 
almost unbelievably lean and 
mean by government standards, 
with about as much bureaucracy 
as you'll find in a Silicon Valley 
start-up on a Friday afternoon. 


Understanding progress 
But DARPA is at a 
crossroads; free-mar- 
ket thinkers in the 
White House ousted 
DARPA’s brilliant but 
outspoken director, 
Craig Fields, causing 
the agency to curtail 
some of its more inno- 
vative but controver- 
sial projects. 

A further reining in 
of the agency would 
be a big mistake. 
DARPA’s budget and 
mission should be ex- 
panded, especially to- 
ward developing ge- 
neric technologies 
that have commercial 
as well as military ap- 
plications. 

We don’t need any 
more studies of which 
technologies are criti- 

cal and which are being lost to 

the Japanese or of what ails U.S. 

industry. 

We need a little less ideology 
and a little more honesty about 
what works and what doesn’t. 
And we need to get out there and 
pick some more winners. 


Anthes is Computerworld’s Washing- 
ton, D.C., correspondent. 


e Examine and refine the basic 
project management processes 
and organizational responsibil- 
ities such as who reviews and ap- 
proves new technology assess- 
ment projects, the expected 
content of the project proposals 
and how and when progress is to 
be reported. 

Establishing principles and 

procedures addressing these is- 
sues will help our friends in the 
workplace who fall in and out of 
love with new products several 
times a year. 
e Finally, we can learn to man- 
age the expectations of our cus- 
tomers, who also see the vendor 
announcements that make it all 
sound easy but fail to mention 
additional costs or complexities 
associated with start-up, inter- 
facing, training, data conversion 
and continuous _ behind-the- 
scenes support. 

Ever wonder where we would 
be in the year 2000 if we stopped 
installing new technology until 
we developed and implemented 
these basic technology manage- 
ment processes? Think we could 
do it in less than two years? 


Gilbert retired at the end of the year 
from Eastman Kodak Co. He is now an 
independent consultant in Rochester, 
N.Y. 
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con. HIGHEST-PERFORMING 


our word for il 
Take Dataquest. 


SUPERSERVER IN THE 
INDUSTRY. 

Excuse us, but we at Control Data really 

do have the biggest innovation in open systems 


IT HAS THE BEST 
OF EVERYTHING. 


Its attributes include standards 
compliance, built-in scalability, network 
connectivity and truly impressive levels 
of performance—including the highest 

SPECthruput number on open systems to- 
day (205) and 1381 AIM User Loads—both 
new world records. 

It ensures interoperability with its hetero- 
geneous networking capabilities. It meets any 
organization's critical security and reliability 





| CDC 
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IEEE, ANSI and OSI/GOSIP applications are 
easily portable. 

In plain English, as Dataquest writes, it 
“delivers all the requisite attributes that both 
leaders and niche players in the open systems 
market boast about: 


BUT CONTROL DATA 
DOESVT MERELY 
PROVIDE GREAT 
HARDWARE. 

We provide great solutions, too. As a 
prime contractor, we've implemented open sys- 





Comparison of UNIX-Based RISC Servers 
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computing. Not Sun Microsystems. Not Digital. 
Not any of our competition. 

It’s called the 4680 InfoServer,” and it's 
the industry first mainframe-class UNIX ser- 
ver. But more importantly, its the fastest, the 
most expandable multiprocessor on the market 
today. In fact, as industry analysts at Dataquest” 
report, it delivers “a phenomenal level of per- 
formance yet unseen in the industry. 

It is, to continue in their words, “a stun- 
ning announcement” that “leaves its open 
systems competitors in the dust’ 


AIM User Loads 3814 65° 
TPC-B (Oracle) AP 
Max. Disk Capacity (GB) 38 











Standards Compliance 
POSIX Certified UNIX ES YES 
OSInet Interop. Registration YES \P YES YES N 
: # With four processors; certified and tested by Al With one processor; multiprocessor data not available. 
© With two processors at a price of $6.3K/tps. NP= Not Published 


requirements, And it manages even the most tems solutions for some of the most complex 
data-intensive environments. data-intensive environments in the world. 

And because it conforms to all major For example, we helped move the Army 
standards, including POSIX (NIST certified), Corps of Engineers from a data-processing 














YSTEMS WHEN EVERYONE ELSE IS MAKING THE SAME CLAIM? 


SST PERIOD. 


system that allowed for only fragmented com- 
munications, to a single highly integrated sys- 
tem that is literally transforming the way they 
do business. 

And, to modernize key aspects of the 
space shuttle program, we integrated a large 
number of open systems products for the Flight 
Analysis and Design System (FADS) program. 

In Denmark, FIH (Finance for Danish 
Industry), highly regarded throughout the 
financial community for the innovative ways 
it combines information technology with mar- 
keting, chose the InfoServers for an ORACLE 
client/server environment that integrates open 
systems technology with over 100 PCs. 


Similarly, when Canadas Digitech Infor- 


mation Services, Ltd. 
needed to migrate 
its petroleum informa- 
tion database from an 
antiquated mainframe 
environment to an open 
systems alternative, 
they chose us because 
we were the only sup- 
plier who had imple- 
mented the necessary 
enhancements. 

In fact, no company 
is more uniquely qualified 


to provide open systems solutions than we are. 
We have the hardware—including our 
4000 InfoServers and our high perform- 
ance disk array subsystem (DAS). 
We have the operat- © 
ing software and sophisti- 4° 
cated networking capa- 
bilities. Including FDDI, 
DECnet, and SNA connec- © 
tivity, and a complete set 
of OSI networking capabili- 
ties; EDL’ a powerful frame- 
work and networking tool that can 
get an organization working together like 
its never worked together before; AWBUS-* our 
automated workstation backup system that vir- 
_ tually eliminates lost 
| data for networks of 
’ UNIX workstations; 
and ICEM* our suite 
of CAD/CAM software 
that allows for a seam- 
less flow of information 
from geometry genera- 
tion to NC programming. 
We have the ability 
to integrate these power- 
ful, open-standards solu- 
tions into existing environ- 
ments—as can be attested 


E Control Data’ new 
RISC-based 4680 InfoServer, 
the industry’ first mainframe- 

class UNIX server, delivers a 
“phenomenal level of 
performance? 


by our 35 years of experience. 
And we have the worldwide service and 
support to back it all up. 


SOLUTIONS. 


Solutions that are un- 
paralleled at organizing over- 
whelming amounts of data. 

Solutions that allow for a 

powerful and quick flow of ideas 

between individuals and, as a result, 

can pull together an entire organization, so its 

more efficient, more productive and more 
profitable. 

Solutions that, in the end, give an organi- 
zation the flexibility and power it needs to not 
only survive, but thrive in a volatile and com- 
petitive business climate. 

Interested? 

Then call 1-800-257-OPEN (1-800- 
257-6736) for more information and a free 
reprint of the Dataquest report. 

Let us show you why. if 
you want the best open sys- 
tems solutions and you 
want them now, 
we're the people 
to call. Period. 


(SP) CONTROL DATA 


All data is published as of 11/15/91 by respective parties. ©1991 Control Data Corporation Computer Products Group. InfoServer, EDL and AWBUS are trademarks of Control Data C¢ 
Unix Systems Laboratories, Inc. SPECmark and SPECthruput are trademarks of Systems Performance Evaluation Consortium. Research Newsletter and Dataquest are registered trade 


yporation. CEM is a trademark of CEM Systems GmbH. UMX isa registered trademark of 
s of Dataquest Incorporated. All other product or service names r 


trademarks of their respective companies. Dataquest does not endorse and is not in any way associated with Control Data Corporation, its products or services, but makes independent analyses of various products and services for purposes of sharing such information with its subscribers 
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COMMENTARY 
Sam Albert 


SAA poised 
as survivor 


You can get a 
heated debate 
going about the 
pros and cons of 
IBM’s latest re- 
organization, but 
one consensus 
seems to have emerged already: 
It spells trouble for IBM’s SAA. 

Fortunately, that consensus 
is dead wrong. But there’s a 
good explanation why so many 
people have jumped to a mistak- 
en conclusion: Their idea of 
SAA hasn’t kept up with reality. 

The original SAA, the one 
IBM announced back in 1987, 
was designed to provide consis- 
tency across IBM’s major oper- 
ating systems. You might say it 
was IBM’s plan for “‘internal 
openness.” 

But as customers demanded 
a less proprietary view of com- 
puting, IBM built more and 
more external openness into 
SAA, including an ever-widen- 
ing array of international and de 
facto standards. 

In 1989, IBM granted for- 
mal diplomatic recognition to the 
land of Unix and started work- 
ing to create interoperability be- 
tween SAA and AIX, its in- 
house Unix. 

By the time IBM made its 
big Deja Blue announcement last 
September, SAA had gone be- 
yond mere interoperability to 
full partnership with AIX as co- 
equal platforms under the “‘open 
systems” banner. In fact, IBM 
devoted a whole press release in 
that announcement to its ‘‘open 
systems”’ elements. Yet under 
the hood, SAA remains the guts 
of IBM’s openness efforts for the 

Continued on page 36 
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No stampede to IBM’s Escon 


Users get fiber-optic option, although many will wait to use it 


ANALYSIS 


BY JOHANNA AMBROSIO 
CW STAFF 


The number of users adopting 
IBM’s Escon architecture will 
grow rapidly this year because of 
several factors, perhaps most of 
all because of an inability to avoid 
it, analysts said. Virtually every- 
thing IBM ships for the high end 
is or will be Escon-based, they 
said. 

“It’s a forced migration,” said 


Robert Callery, senior analyst at 
Technology Investment Strate- 
gies Corp. (TISC). “‘All the new 
processors are Escon-only; it 
will force customers’ hands.” 
Still, most observers said 
they do not foresee Escon be- 
coming an overnight sensation. 
It will take several years for the 
majority of the IBM mainframe 
installed base to actually use Es- 
con — as opposed to merely hav- 
ing the Escon-capable channels 
that come standard with Enter- 
prise System/9000 processors. 


When will customers adopt Escon? 


om OO | 


Source: International Data Corp. 


3 "Early adopters" : 


CW Chart: Michael Siggins 


IBM’s Escon architecture, in- 
troduced in September 1990, is 
a fiber-optic-based method of 
connecting processors, storage 
devices and other peripherals. 
Although one critical piece of the 
puzzle — the adapter that con- 
nects 3990 disk drives to Escon 
— started shipping in Septem- 
ber, the internal speed of the di- 
rect-access storage device 
(DASD) and tape control units 
remains at pre-Escon speeds. 

Until IBM enhances the con- 
trol devices to take advantage of 
the improved bandwidth of the 
fiber cable, observers said, many 
customers will not have a signifi- 
cant enough economic justifica- 
tion for Escon. 

“We certainly will be heading 
in that direction, but we have no 
specific immediate plans to go to 
Escon channels,” said Ed Kissin- 
ger, director of data processing 
at American Family Mutual In- 
surance Co. in Madison, Wis. 
“There’s no real performance 
benefit in the peripherals, but 
there will be over the next few 
years,” he said. 

Doug Underhill, assistant 
vice president at CSX Technol- 


Delta loves to save, and it shows 


elta Air Lines is implementing Escon 
to run two data centers as one logical 
center, a process that should be com- 
pleted by the end of next year. 

“So far, we’ve done Escon chan- 
nel-to-channel in one data center, and we have a 
Director,” said Ron Eubanks, Delta’s director of 
information services operations. The second 
data center is being built and will be occupied in 
the second half of this year, he said. 

Eubanks said the total project will come to be- 
tween $150 million and $200 million. He hopes 
to save about $30 million by purchasing Escon 


612-933-2885 
Fax 612-933-7764 
is y MN 55436 Member independent Computer Consultants Assn 


DASD.” 


DASD and control units from third parties. 

“‘We’re waiting on the PCMs,” 
“Our biggest fear is that they won’t be ready by 
the time we are.” 

Expected Escon benefits, he said, include im- 
proved disaster recovery facilities, 100% avail- 
ability and the ability to “reduce the miles and 
miles of cabling.” 

Although the new data center provides a per- 
fect opportunity to implement Escon, Eubanks 
said Delta would have done so anyhow. “We 
would have done it when we rolled over to new 


Eubanks said. 


spotlight 
PROBLEMS: The DOS/VSE Label Area is a performance bottleneck. 
Slow disk, relative to CPU, limits performance. 


SOLUTION: BIM-VIO-The DOS/VSE ‘VIRTUAL’ Disk Drive and 
Resident Label Area Product. 

BIM-VIO creates a ‘Virtual’ Disk Drive in the VIO area of DOS/VSE/SP. Since this area is in 
virtual storage, references to it are satisfied at CPU speeds and no actual disk V/O takes place. 
The net result is a potentially significant performance improvement of programs using disk files 
that have been moved to this area. 
A built-in feature of the product is that the DOS/VSE Label Area is relocated to the virtual disk. 
This area is one of the most frequently accessed in most DOS sites, so moving it to the virtual 
disk should result in significant performance improvement to the overall system, regardless 
of any other specific use of the virtual disk capability. 
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BIM has over 20 system software products for improving eee an and use of DOS/VSE, OS, and GICS, and also performs 
systems programming consulting. Marketing agents in most coun! 


ogy, Inc. in Jacksonville, Fia., 
echoed that sentiment. ‘We 
have three ES/9000s with Escon 
channels on them, but we have 
no plans to attach anything to 
them during 1992. We'll wait un- 
til DASD lease terminations 
come up or for new DASD acqui- 
sitions.” 

Still, customers that are 
Continued on page 36 


One-switch 
support 


Data Switch Corp. un- 
veiled a switching system 
last week that connects 
Escon fiber, the traditional 
System/370 _bus-and-tag 
or a mixture of both. 

“There’s a need to sup- 
port a range of devices 
with one switch,” said Ed 
Steinglass, vice president 
of marketing for the firm. 
“There will be a fairly 
lengthy period for a mixed 
environment of both fiber 
and bus-and-tag.” 

The Model 3600, with 
four switching and conver- 
sion modules, supports up 
to 128 fiber channels and 
control unit interfaces. It 
has dual power sources 
and local and remote con- 
trol options. Prices start at 
$125,000. 

Ed Kissinger, director 
of data processing at 
American Family Mutual 
Insurance, said the kind of 
system offered by Data 
Switch “will allow us to 
move into Escon in a man- 
aged, phased-in ap- 
proach.” 

American Family plans 
to implement Escon within 
the next two years. “It will 
be done; it’s just a question 
of when,”’ Kissinger said. 


Price: $4600, $2300/yr, or $230/mo. 
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DG boxes auctioneer’s ‘old reliables’ 


ON SITE 


BY KIM S. NASH 
CW STAFF 


LONDON — Dark cherry panel- 
ing, thick velvet drapes and a 
full-liveried doorman outside the 
posh King Street address of 
Christie’s auction house exude 
classic reliability. 

So does the auctioneer’s data 
center. 

Christie, Manson & Woods 
Ltd., as the 226-year-old compa- 
ny is formally named, has used 
Data General Corp.’s propri- 
etary Eclipse MV boxes for the 
last 10 years. Christie’s still 
runs the same software it devel- 
oped in-house in the early 1980s. 

“Our clients envision busi- 
ness by quill pen but still expect 
the kind of service they can get 
at a modern bank,” said Andy 
Billington, group systems direc- 
tor at Christie’s. 

To preserve the aura of Old 
World tradition in its 94 offices 
worldwide, Christie’s shrouds 
its DG Dasher personal comput- 
ers and Eclipse terminals in 
wooden boxes. Hidden though 
they may be, those “workhorse” 
MVs will be around for another 


five years at least, according to 
Billington. 

Despite the strong trend in 
the industry right now to swap 
proprietary systems for some 
form of Unix, Christie’s 15 
Eclipses and a few hundred DG 
Dashers that service 800 users 
worldwide do the job better than 
other machines might, Billington 
said. 

How so? Scalability, he said. 

Christie’s runs its custom- 
made software on every DG ma- 
chine it owns, from two large 
Eclipse MV/40000 series mod- 
els (one in London, one in New 
York) to a low-end MV in its five- 
user Dusseldorf, Germany of- 
fice. 

“One could not do that on oth- 
er machines,” Billington said. 

The core application at Chris- 
tie’s — a Cobol inventory/ 
accounting program built in- 
house more than 10 years ago — 
has special provisions to account 
for international variations in na- 
tional and local sales taxes, as 
well as luxury taxes and multiple 
currencies. 

According to _ Billington, 
Christie’s can get away with a 
smaller information systems 
staff than might be possible else- 


Computers fade into the woodwork at 
Christie’s when works like Van Gogh’s Sun- 


flowers sell for $39.9 million 


where. Because all the machines 
are basically the same, once IS 
staff are trained on one MV, they 
are equipped to work with other 
models. So Christie’s saves mon- 
ey and time on maintenance, Bill- 
ington said. 

The company saves time on 
software development, too, by 
not having to migrate applica- 


VAX 9000 users suffer headaches 


BY SALLY CUSACK 
CW STAFF 


MAYNARD, Mass. — Digital 
Equipment Corp.’s mainframe 
headaches may not be over, ac- 
cording to a recent study by an 
independent survey firm. 

According to data gathered 
by Reliability Ratings in Need- 
ham, Mass., customer problems 
appear to center around the mul- 
tichip unit found in DEC’s 2- 
year-old, top-of-the-line VAX 
9000 series. 

The study was completed in 
December, and all of the multi- 
chip unit failures reported in the 
survey occurred in systems in- 
stalled in that year. 

According to Reliability Rat- 
ings, almost half (48%) of the 
failures reported occurred in the 
second half of the year. About 
37% of the VAX 9000 CPUs at 
survey sites experienced a hard 
failure of some type, the report 
said, and most of the failures 
were recorded on the 9420s. 

The multichip units are a core 
technology in the 9000 systems 
and are comparable to the Ther- 
mal Conduction Modules used in 
IBM’s 3090 mainframes. 

DEC had experienced difficul- 
ties in the this area before but 
had claimed the problems were 
resolved via chip replacements 
and increased testing and burn- 
in periods [CW, Dec. 24, 
1990/Jan. 1, 1991]. 

Reliability Ratings estimated 
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there are 300 VAX 9000 sys- 
tems installed worldwide and 
said 14% of those sites respond- 
ed to the study. 

The tabulated results show 
that more than half (55.5%) of 
the failures reported at the sur- 


corsupal of OP dimes 


Source: Reliability Ratings 


vey sites were attributed to the 
multichip units in systems in- 
stalled in 1991. 

While VAX 9000 users were 
reluctant to go on record con- 
cerning problems with the sys- 
tem, an operations manager at a 
large U.S.-based food processing 
plant said he had experienced ‘‘a 
high number” of failures con- 


CW Chart: Michael Siggins 


nected with the 9000. 

“A good percentage of our in- 
stability has been due to [multi- 
chip unit] failure, but that seems 
to be corrected,”’ he said, adding 
that DEC has provided the com- 
pany with a multistep, multi- 
phase stability plan that 
“seems to be working.” 

Another VAX 9000 
customer, which devel- 
ops software for the 
U.S. Department of De- 
fense, said DEC has had 
to replace two or three 
multichip units since 
the system was in- 
stalled two years ago. 
The customer called 
DEC’s response “im- 
pressive.” 

Phil Grove, VAX 
9000 marketing man- 
ager at DEC, said he 
questioned the method- 
ologies used for the 
study, as well as the size 
of the sample. Early 
problems with the 9000 
were resolved through 
a retrofit program done 
on the  customer’s 
schedule, he added. 

Grove also said DEC has a 
special task force that contacts 
all 9000 sites on a weekly basis. 
The survey data was inconsis- 
tent with information collected 
by the task force, he said. 

Reliability Ratings gathered 
247,680 run hours of history on 
the 9210, 9410 and 9420. 
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tions between plat- 
forms, he added. 

The auction busi- 
ness is not like retail- 
ing or manufactur- 
ing, where goods are 
generally related, so 
a computer system 
has to be flexible. 
“Tt’s hard to system- 
atize coins, jewelry, 
furniture and art,” 
he said. 

Moreover, al- 
though _Christie’s 
has an upper echelon 
of repeat customers, 
most clients are one- 
time-only buyers, 
according to Billing- 
ton. Therefore, 
most of the account- 
ing and administra- 
tive data generated 
by several hundred 
auctions per year is brand new 
with each item sold or registered 
for auction. 

For example, someone with a 
painting for sale will bring it to a 
local office, where he gets a re- 
ceipt. Clerks then enter key in- 
formation. The item is assigned 
to a particular auction, and bid- 
ding begins. 


Once a deal is done, an on-site 
clerk enters the data into the 
system via an Intel Corp. 80286 
or 80386 Dasher PC — which is 
housed in wood and placed out of 
view of the sale room. 


Open systems 

With many companies jumping 
on Unix, talk has surfaced that 
vendors with proprietary lines, 
such as DG’s Eclipse, might 
abandon their exclusive archi- 
tectures in favor of open sys- 
tems. Although Christie’s is one 
of DG’s largest Eclipse users, 
Billington is unconcerned. More 
powerful MVs with cheaper mil- 
lions of instructions per second 
hit the street regularly, he said. 

However, Christie’s is hedg- 
ing its bets by using DG’s Unix- 
based Aviion workstations and 
servers on a small scale to handle 
parts of the auctioneer’s general 
ledger system. 

“There were few suitable 
[general ledger] packages for 
MV, so we thought we’d try 
Unix,” he explained. 

Billington has been happy 
with Aviion so far, but he said 
Unix won’t be a strong force at 
Christie’s for at least five years, 
when it is “more mature.” 

Even then, he will not junk 
the MVs. “They would be in- 
cluded as file servers or database 
handlers,” Billington said. 
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multiprocessing environment. 





System 3000 family to 
support Lucid software 


NCR Corp. and Lucid, Inc. recently signed a joint develop- 
ment agreement whereby the Lucid client/server software 
tools can be used for software application development on 
NCR’s System 3000 family of computers. The 3000 series of 
general-purpose computers is based on the Unix operating 
system. Lucid is a 7-year-old Unix programming software tools 
company specializing in Common LISP compilers. 


Sequent Computer Systems, Inc. and Texas Instru- 
ments, Inc. have formed a marketing relationship to enable 
Sequent Symmetry 2000 users to run software applications 
developed by TI’s integrated computer-aided software engi- 
neering product, the Information Engineering Facility (IEF). 
The alliance will enable information systems managers to easi- 
ly migrate large commercial database applications to high-end 
Unix systems, a Sequent spokesman.said. The Unix-based 
Symmetry 2000 series of computers incorporates between 
one and 30 Intel Corp. 1486 microprocessors in a symmetric 


In related news, Power Computing Co. and TI recently 
announced that they will work together to provide remote 
computing services and consulting for TI’s IEF customers. 
Power Computing is an international provider of computer out- 
sourcing services for a full range of business applications on a 
wide variety of industry platforms. 


Software 2000, Inc., a developer of business management 
software for IBM’s Application System/400 midrange comput- 
ers, has formed an alliance with Deloitte & Touche, the 
nation’s third-largest professional services firm. The alliance 
was formed to provide complementary and value-added ser- 
vices to the companies’ mutual AS/400 clients. Software 2000 
systems will be installed at joint technology centers in New 
York and in Charlotte, N.C., and consulting and implementa- 
tion services will be provided at these locations. 
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Mirror 
your data, 
without 
mirroring 


your costs. 


IPL broke the barrier to more affordable mirroring with the 7936 Disk Array. 
Designed with high-performance SCSI-2 disk drives, the 7936 has the most 
efficient controller technology available today. IPL's superior engineering 
methods produced the formatting technique which allows us to take 

full advantage of the latest high-capacity 51/4" disks. The result: 

more storage in less space, and the lowest price per megabyte of 


any DASD product on the market today. In fact, IPL’s special mirroring offer reduces 


IPL: establishing the standard 
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IBD WOV 
Suortsiw 
Snhnonriins 


23209 1WOV 


eo storage costs to under $9/MB. And, like all IPL products, the 


18M compatible 7936 is backed by our 18 years of reliability, performance and 


High performance leadership in the IBM-compatible market. For more information 
SCSI-2 disk drives 


Efficient controller 


technology 617 890-6620 in Massachusetts. In Canada call 416-858-3616. And 
Lowest price/MB 


start mirroring your ——  =2el 
AS/400 data, without mirroring your costs. 


SYSTEMS 


for affordable AS/400 mirroring. 


IBM and AS/400 are registered trademarks of International Business Machines Corporation. 


on IPL’s 7936 Models 10, 20 and 30, call IPL today at 1 800 338-8475, 
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vast majority of its customers. 

But if IBM has done a creditable job of 
evolving SAA toward greater openness, it 
can’t even claim a passing grade when it 
comes to communicating that evolution. 
So when most IBM customers today 
hear the term “SAA,” they think of it as a 
synonym for “IBM proprietary.” 

Granted, with its three different lev- 
els of commonality (user-to-system, pro- 
grammer-to-system and system-to-sys- 
tem) SAA was never something you could 
explain on the back of a business card. As 
it kept expanding and evolving, SAA be- 
came even harder to describe to the lay- 
man. And the more open SAA became, 
the more IBM’s competitors had a stake 
in perpetuating an image of SAA that was 
strictly vintage 1987. 

The result is that many of IBM’s cus- 
tomers today use and like major product 
elements of SAA — MVS, DB2 and yes, 
OS2 — but remain skeptical about the ar- 
chitectural underpinning that makes 
them all perk. 

What’s not to like about SAA? The 
consistency? The connectivity? The more 
than 90 implementations of national and 
international standards? 

Before SAA, IBM’s user interface 
was the C: prompt. Today, even Micro- 
soft’s Windows is built around SAA’s 
Common User Access definitions. And 
CUA’91, announced in September, al- 
ready defines the object-oriented inter- 
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faces the industry will be moving to. 

Even if you agree that the perception 
of SAA (proprietary and limiting) is out of 
sync with its reality (open and evolving), 
that still leaves IBM with a big decision. 
Should it try to do a better job of commu- 
nicating about SAA or just stop talking 
about it and focus on the openness that it 
provides? If the September announce- 
ment is any indication, IBM is already 
moving toward the latter. 

But if IBM drops SAA as a selling 


HAT’S NOT to like 
about SAA? The 
consistency? 


point, it will certainly not stop pushing its 
evolution as an architecture. A car com- 
pany can choose whether to talk about its 
engines, but it can’t afford to stop im- 
proving them. 

That brings us to IBM’s reorganiza- 
tion. With an increasingly open SAA as 
the common blueprint for the company, 
all the free-spirited entrepreneurial de- 
velopment that the reorganization is 
supposed to unleash can happen, and the 
resulting products will still work togeth- 
er at the end of the day. 

By that measure, SAA could be more 
important to IBM than ever. Just don’t 
expect it to say so. 


Albert is president of Sam Albert Associates in 
Scarsdale, N.Y. 





With Mitron’s 
magnetic tape data communi- 
cations terminals, you can 
transfer data off-line quickly 
and easily. Because Mitron 
terminals are completely 
independent of your main- 
frame, there’s never a problem 
with incompatible software or 
disruptions to data transfer 
when the computer is down. 
Best of all, Mitron terminals 
are simple to install and 
operate. In 15 minutes you 
can be communicating with 


High-Speed 


Data Transfer. 


From Installation 


CeO otic 


In 15 Minutes! 


other Mitron terminals. bisynchronous terminals, or computers. 
And Mitron terminals are real workhorses. They'll transfer data 


dependably day after day, for as long as you need them and at a price you can 
afford. Mitron’s lease plans start as low as $311 a month — with no upfront 


cost. 


Did we mention that Mitron terminals are fast? The STD 1600 can 
transfer data at 256KB; the STD 6250 at 384KB. 

If you are still mailing your tapes... stop. Let a Mitron terminal 
transfer your data faster and more reliably. 


Try a Mitron for 60 days. 


Our special no-strings offer makes it easy to put 


Mitron’s claims to the test. Try one of our terminals 


for 60 days. If you’re not completely satisfied, we'll 
terminate your lease. 


To find out how you 


can simplify your 


company’s data transfer, 
call 800 638-9965. In Maryland, call 
301 992-7700, or fax to 301 596-5119. 


MITRON 


Systems Corporation 
2000 Century Plaza 
Columbia, MD 21044 


No stampede to IBM’s Escon 
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building new data centers or consolidating 
or remodeling existing ones, such as Del- 
ta Air Lines in Atlanta (see story page 
29), are prime Escon candidates, analysts 
said. Already, some 25% of the installed 
base is Escon-capable, said Bob Neidig, 
IBM’s program manager of systems in- 
troduction in Somers, N.Y. However, he 
said, only about 200 customers are ac- 
tively using Escon. 

“Each customer devises their own mi- 
gration strategy,” Neidig said. Some at- 
tach their DASD units to Escon with a 
converter, which IBM has been giving to 
customers for free and will continue doing 
so until at least June. Other customers opt 
for the full-blown approach, installing the 
Director, which provides switching bene- 
fits. 

Another motivation for users adopting 


Escon this year will likely be the pricing 
competition that arises when third par- 
ties, including Hitachi Data Systems 
Corp. and Amdahl Corp., make available 
their competing Escon controllers and 
DASD devices during the second and 
third quarters. At least one third party, 
Data Switch Corp. in Shelton, Conn., has 
already begun delivering an Escon switch- 
ing device (see story page 29). 

TISC’s Callery said the ultimate 
“stick” from IBM will come in a few 
years, when all of the firm’s high-end peri- 
pherals will be Escon-only and will no 
longer work with the standard parallel 
adapters. 

“By that point, most shops won’t care 
because they will have already gone to Es- 
con. But for the stragglers, it will be the 
last knock on the head.” 


NEW PRODUCTS —SOFTWARE 


Unix software 


Precision Visuals, Inc. has announced its 
PV-Wave Point & Click product for Sun 
Microsystems, Inc. workstations running 
Open Look and Motif windowing systems. 
PV-Wave Point & Click is a visual data 
analysis software package for nonpro- 
grammers. It allows quick graphical inter- 
pretation of large amounts of data, ac- 
cording to the firm. 
Asingle floating license costs $4,500. 
Precision Visuals 
6230 Lookout Road 
Boulder, Colo. 80301 
(303) 530-9000 


Utilities 


IBS Conversions, Inc. has enhanced its 
Translator software tools for converting 
mainframe and CICS applications to the 
IBM Application System/400 midrange 
platform. 

Additional language translations in- 
clude RPG II to RPG/400 and Cobol Re- 
port Writer to standard Cobol 85. 

IBS Conversions 

2625 Butterfield Road 
Oak Brook, Ill. 60521 
(708) 571-9100 


Ricomm Systems, Inc. has improved its 

Rtape/400 backup and restore software. 
New functions include object backup 

and restore, improved tape label exits, on- 

the-fly database backup and restore and 

group profile security support. The soft- 

ware also supports multiple processors. 
The new version costs $3,499 until 

March 31, and $4,999 thereafter. 

Ricomm Systems 

1 Eves Drive 

Marlton, N.J. 08053 

(609) 596-9027 


Demax Software, Inc. has released new 
versions of its Detective security soft- 
ware products. 

System Detective 2.1a includes en- 
hancements to the Automated Opera- 
tions module, with greater flexibility for 
rules-based response to system events, 
and the Interactive Session module, 
which now allows the systems manager to 
close a user’s session with a single key- 

| stroke. The Chalktalk Help desk module 
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now supports up to 256 concurrent user 
sessions. 

Pricing for System Detective ranges 
from $245 to $10,600, depending on cen- 
tral processor. Chalktalk costs between 
$245 and $3,900. 

The company also upgraded its Con- 
nection Detective network tool, which an- 
alyzes traffic at the packet level and iso- 
lates faults. 

Pricing is $4,800 for the first local- 
area network segment and $3,600 for ad- 
ditional segments. 

Demax Software 

Suite 500 

999 Baker Way 

San Mateo, Calif. 94404 
(415) 341-9017 


BMC Software, Inc. has announced the 
availability of Copy Plus for DB2 Version 
3, Release 1. 

The high-speed copy utility offers in- 
creased performance and support for mul- 
tiple copy statements and multiple data 
set nonpartitioned table spaces. A table 
space validity checking function is also in- 
cluded. 

Tiered pricing for a perpetual license 
starts at $12,000. 

BMC Software 

Box 2002 

1 Sugar Creek Center Blvd. 
Sugar Land, Texas 77487 
(713) 240-8800 


Applications packages 


Lucas Management Systems, Inc. has an- 
nounced Artemis 9000/EX, an enhance- 
ment of its project management software 
for IBM mainframes. 

The software is redesigned to exploit 
recent changes in the MVS and VM oper- 
ating systems, according to the company. 
It requires 30% less system resources 
and features improved applications devel- 
opment functions, including an enhanced 
Artemis-SQL interface and a new interac- 
tive structure editor with automatic roll- 
up processing. 

The product costs $33,435 per user 
for a three-user license. 

Lucas Management Systems 
Suite 350 

12701 Fair Lakes Circle 
Fairfax, Va. 22033 

(703) 222-1111 
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Please tell me more about ERI’s 
Systems Integration Services. 


Name 
Company 
Address 
City 
Telephone(__) 
() Please have an 
ERI Account Executive call 
Q) Please send more information 


Title _ 


State 


I’m interested in: 


Zip 
Fax() 


Q Custom Software Services 
() Engineering Support 

Q) Education/ Training 

() Program Management 

Q Customer Support 

Q Financing/Leasing 
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The need to make the right busi- 
ness decisions has never been more critical. 
To stay competitive, you must improve pro- 
ductivity by changing the way you work, 
even the way you think about doing work. 
All it takes is a strategic plan to get you 
where you want to go, and a systems inte- 
grator who shares your vision. 

Today, business leaders are real- 
izing the benefits of working with ERI, the 
nation’s leading full-service systems integra- 
tor. Senior executives, information officers, 
and departmental managers choose ERI for 
our technological expertise and business 
proficiencies. Through comprehensive pro- 
fessional services we deliver cross-platform 
interoperability, networking, client/server 
technology, and open-architectured Unix- 
based solutions that enhance operations 
and increase employee productivity. 


The Success 
Of Your Company Is Determined By The Decisions You Make. 
Choose A Systems Integrator Who Shares 


Your Vision. 


Our integration specialists and 
business analysts examine your needs and 
design productive computing solutions. 
We manage all aspects of your integration 
projects, from concept through “cut over.” 
To meet specific connectivity and office 
automation needs, we customize software. 
To dramatically improve workgroup 
efficiency, we offer customized training 
on your systems and software. By allow- 
ing flexible system upgrades without 
penalty, our leasing programs help you 
benefit from the latest technologies and 
protect you from technological obsole- 
scence. Finally, we back you with a wide 
range of customer support programs to 
maintain high productivity and keep you 
“up-and-running.” 

And, because we guarantee per- 


formance through our exclusive Systems 


Assurance Guarantee, we have a real stake 
in your success. But then, that’s what you’d 
expect from a systems integrator who truly 
shares your vision. 

For more information about ERI’s 
Systems Integration Services, and the 
many ways we can help you realize your 
business goals, call us at (800) 222-1050. 


Ask for extension J-1. 


SEE US AT BOOTH #3616 


NETW@SRLD92- 
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HYNES CONVENTION CENTER 


ERI 


Answering your needs today. 
Anticipating your needs for tomorrow. 


Corporate Headquarters 
180 Vanderbilt Motor Parkway, Hauppauge, NY 11788-9682 
(800) 222-1050 Fax (516) 435-0995 
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It you want to lead in new technolopy, 
you dont follow trails. Youcreate them. 


By any standard, one company is the premier supplier of CASE (Computer-Aided Software Engineering) am 
tools for business applications development. KnowledgeWare was the first to use a Graphical User zs 
Interface. First to deliver an integrated, PC-based COBOL code generator. First to offer OS/2-based full > 
life-cycle solutions. And first to incorporate Rapid Application Development techniques. KnowledgeWare’s “’71y * 
comprehensive CASE tools are already serving more than 64,000 users in 3,300 companies. And our partner- 
ship with [BM’s AD/Cycle vision protects the value of your investment. Today, KnowledgeWare is moving vigorously to 
meet customers’ needs for application development tools that address re-engineering of existing applications, and tools 
that support building new applications, for the client/server, AS/400 and cooperative processing environments. As 


we ) ; e application development tools evolve to address a broader range of requirements, 
& KnowledgeWare KnowledgeWare is working to be there first. Call 1-800-338-4130 for our free color 

brochure. With a partner like KnowledgeWare, you’re always one jump ahead of 
THE Best CASE For YOUR BUSINESS 


the competition. 


€ 


a 


AD/Cycle is a trademark and IBM and OS/2 are registered trademarks of the International Business Machines Corporation. 





PCs & WORKSTATIONS 


PC & WORKSTATION SHORTS 


Microsoft 
upgrades 


Microsoft Corp. has an- 
nounced an updated ver- 
sion of its Project Win- 
dows, including a 
multipage preview that 
lets users see the entire 
project at a glance as well 
as a new project tool bar 
for one-click access to 
common tasks. Version 
3.0 of Project Windows is 
slated to ship Jan. 31 and 
will retail for $695. Up- 
grades will cost $145. 


PI Systems Corp. in 
Portland, Ore., established 
itself as an early frontrun- 
ner in providing the light- 
est, lowest priced pen- 
based personal computer 
last week, when it an- 
nounced Infolio. The mod- 
el weighs 2.9 pounds, 
costs $1,895 and can 
squeeze up to 12 hours of 
power out of six AA batter- 
ies, company officials 

said. Shipments are sched- 
uled to begin in March. 


Lotus Development 
Corp. started shipping a 
development kit for its 
Ami Pro word processing 
software recently. Re- 
lease 1.0 of the Macro De- 
veloper’s Kit is targeted 
at third-party and corpo- 
rate developers. It in- 
cludes tools to customize 
Ami Pro 2.0 and build as- 
sociated applications. 


Firms seek safety in leased portables 


BY MICHAEL FITZGERALD 
CW STAFF 


Leasing a computer is not a new 
thing or a big deal, and leasing a 
personal computer is less com- 
mon; however, leasing portables 
may make a new mark in the rap- 
idly changing world of portable 
computing. 

PCs are generally seen as be- 
ing ‘“‘small-dollar, small-ticket”’ 
items, so unless somebody 
leases 1,000 or 2,000 of them, 
the benefits of leasing may not 
show up, said Thomas J. Dono- 
van, a director at Technology In- 
vestment Strategies Corp. 
(TISC) in Framingham, Mass. 

Donovan and other analysts 
said they have seen little indica- 
tion that companies are turning 
more to PC leasing because cor- 
porate accounting practices do 
not justify leasing desktop ma- 
chines. Portables are another 
story. 

Therefore, “especially with 
notebooks and laptops because 
of their limited expandability, I 
think people are a little more 
wary of gaining a machine that’s 
going to be obsolete,” said Erik 
S. Blom, a senior analyst at 
TISC. Blom cited new, high-ca- 
pacity 2-in. hard drives and 
color screens as some of the in- 
novations that are “making peo- 
ple think twice about a purchase 
because things are happening so 
quickly, and they don’t want to 
buy things that will be obsolete 
ina hurry.” 

At least some users agree 
with this. 

At Hyundai Motor America, 
for instance, the company began 
leasing its portables after it pur- 


chased eight Compaq Computer 
Corp. SLTs for a pilot project. 
Compaq released the LTE 286 
notebook soon thereafter — a 
major technological advance — 
and when Hyundai moved ahead 
with its portable project [CW, 
Jan. 6], it moved to leasing. 

“We decided [portable] tech- 
nology would keep changing, so 
it would be more prudent for us 
to start leasing and figure that 
it’s a three-year useful life for 
the product, and at the end of 
three years we could go with 
whatever the newest, lightest, 
fastest machine around was,” 
said Carrie M. Ulvestad, national 
manager of dealer communica- 
tions at Fountain Valley, Calif.- 


based Hyundai. 

Hyundai’s experience with 
leasing has been positive enough 
that it decided to lease desktop 
machines as well, Ulvestad said. 
Last month, it swapped out 155 
IBM PC ATs and replaced them 
with leased Intel Corp. 80386- 
based Hyundai PCs. Ulvestad 
said the Hyundai name was a fac- 
tor in the decision, but the main 
impetus was the deal it received 
on the clones. She said IBM 
could not match the deal, even 
with its trade-in program. 

“‘We plan to lease from here 
on out because of the useful life 
of the technology [being so 
short],’’ Ulvestad said. She add- 

Continued on page 44 


Laptop leasing 
issues 
Pros: 
® Obsolescence avoided. 
@ Savings on up-front costs. 
@ Less cost overall. 
Cons: 
® No depreciation cycle. 
® Machines not kept. 


Customers planning groupware 
strategy to parallel Lotus’ Notes 


BY ROSEMARY HAMILTON 
CW STAFF 


Some Lotus Development Corp. 
customers are currently expand- 
ing their groupware strategies 
with the company’s Notes soft- 
ware as a central component. 

“From my standpoint, their 
strategic view was well-round- 
ed,” said Craig Goldman, chief 
information officer at The Chase 
Manhattan Bank NA in New 
York. ‘They delivered a lot on 
Day 1, and they’ve been very 
professional to make it a better 
product.” 

Lotus introduced Notes in 


1989 as work-group software 
designed to provide communica- 
tions and information manage- 
ment functions to groups of us- 
ers working on local-area net- 
works. Earlier this month, the 
firm committed to providing ex- 
pert-system-like functions and 
multimedia capabilities for 
Notes in the next 12 months. 

Chase Manhattan has 1,600 
Notes users today and plans to 
add another 2,000 licenses this 
year, Goldman said. The soft- 
ware provides a key piece to the 
company’s work-group strategy, 
he added. 

Goldman said he hopes to in- 





clude multimedia functions in 
Notes as they become available. 
The company has a number of 
Notes-based applications, in- 
cluding one that tracks customer 
accounts. Chase has piloted 
some basic imaging capabilites 
with the customer system and 
hopes to implement “‘industrial 
strength’ imaging capabilities 
with it. 

Eventually, Chase workers 
could use Notes to maintain cus- 
tomer files that could consist of 
various media formats, Goldman 
said. “It could start with a word 
processing document on the cus- 

Continued on page 44 


Take the First Step Towards Productive Programming 


PC/Mainframe 
Seminars 


Sacramento 


New Orleans 
Ohi eT) 
Woodland Hills, CA 
Phoenix 
Columbia, SC 
Spokane 


Saddlebrook,.NJ 


a 


KBPS 25 | 26 | 27 


Attend the Micro Application Development 
Seminar near you and learn to: 


@® = Reduce costs and increase productivity with Micro 
Focus workstation-based COBOL products. 


@® Develop COBOL applications that take advantage of 


today's Graphical User Interfaces and cooperative processing 


under UNIX, DOS or OS/2. 
@  Off-load IBM CICS, IMS, CICS and DB2 application 
development from the mainframe to the PC. 


Call 415-496-7160 to register for one of the February 
| Houston | Micro Focus Application Development Seminars today! 


Saddlebrook, NJ 


MICRO FOCUS: 


Micro Focus Inc., 2465 East Bayshore Road, Palo Alw, CA 94303. Tel. (415) 856 4161. 


Micro Focus is a registered trademark. Micro Focus COBOL is a trademark of Micro Focus. IMS, CICS and OS/2 are trademarks of internatinal Business Machines Corp. UNIX is a registered tademark of AT&T. 
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At NEC, we put as much 
emphasis on affordability as 
we do on upgradability. Add 

a Pinwriter® P3200 anda 
MultiSync 3FGx to your 
Image Series PC and 
you can do high- 
level computing 
without pay- 
ing a high 
price 


Perhaps the most ama 
PC is that it can 


Anyone who 
thinks you can’t 
do anything with a 
quarter these days 
obviously hasn’t seen 
NEC’s new PowerMate” 
Image™ Series SX/16i and 
SX/20vi PC’s. With their tool- 
less design, all it takes to open them 
is the quick turn of a quarter. Then you 
can customize your computer yourself as your 
needs change. For instance, you can increase your system 
or video memory by just plugging in chips. And storage devices easily 
snap into place, too. We’ve even made it easier to upgrade your system in 


the future. Simply send us your old Image motherboard and we’ll credit 


Poweritate MuatSync and Prrenter are regsiered trademarks and imageSync image Serves and FG are trademarks of NEC Technologes inc MS 00S and Windows are registered trademarks of Microsoft Corporation PFS Window Works « a trademark of Spinnaker Software Corp 





zing thing about our $1,199* 
be upgraded with a quarter. 


its value towards a new one?* And we don’t just give you a faster CPU, 
either. We can give you more memory, cache and 
video, as well. But that’s not all. 
There’s also space for 
additional drives. 
So you have room 
for new technologies 
like CD-ROM. And 
like the rest of 
our Image Series 
PC’s, the 
SX/16i and 
SX/20vi 
come with 
plugs and 
jacks that 
make them 
multimedia 
ready. There’s 
ImageSync™ tech- 
nology for flicker-free 
graphics when used with our 
new MultiSync’ FG™ monitors. 
FLASH ROM for upgrading or enhanc- 
ing your BIOS via diskette. And pre-loaded 
MS-DOS’ 5.0, Windows’ and PFS: Window Works.’ For more 
information, call 1-800-NEC-INFO, or NEC FastFacts at 1-800-366-0476, #IMAGE 


(46243). After all, a computer isn’t worth a dime unless you can upgrade it with a quarter. 


Because t is the way you want to go. 
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Now they’re calling it a non-programmable terminal. Which 
might make you think technology has simply passed it by. 

At SAS Institute, we see things a little differently. After 
all, your mainframe—and the thousands of terminals 
attached to it—are the backbone of your business. Not to 
mention your largest single investment in computing. And 
we just don’t think you should have to replace that invest- 
ment to enjoy the interactivity of a PC environment. 

Just get the SAS’ System of software. 


Bring the Individual Productivity 
of a PC to Your Mainframe. 


Only the world’s leading applications system could bring the 
look and feel of SAA/CUA to your mainframe...and breathe 
new life into your 3270 terminals. Just point and shoot to 
gain total control over your strategic data-driven tasks: data 
access, management, analysis, and presentation. 

Pull-down menus and pop-up windows make it more 
intuitive than ever to take advantage of the SAS System’s 
wide range of applications—from report writing and 
graphics to decision support and applications development. 


Let the SAS System point the way to greater produc- 
tivity on your mainframe...on your minicomputers and 
UNIX*-based workstations...and on your PCs running OS/2° 
and MS-DOS* Wherever you choose to run the SAS System, 
you'll get fast-and-friendly software backed by expert 
technical support, consulting services, documentation, 
and training. 

All from SAS Institute Inc., one of the world’s most 
respected names in software. For a SAS System executive 
summary, plus details about how you can receive the 
SAS System for a free trial, give us a call at 919-677-8200. 
In Canada, call 416-443-9811. 


SAS Institute Inc. 
Software Sales Department 
SAS Campus Drive L) Cary, NC 27513 
® Phone 919-677-8200 L) Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. UNIX is a registered trademark of 
AT&T. SAA and OS/2 are registered trademarks of IBM Corp. MS-DOS is a registered 
trademark of Microsoft Corp. 


*Computer Intelligence, La Jolla, CA. 
Copyright © 1990 by SAS Institute Inc. Printed in the USA. 
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GIS vital in utility’s duel with competitor 


ON SITE 


BY CAROL HILDEBRAND 
CW STAFF 


There’s feuding in the Lubbock, 
Texas, utility corral, and one of 
the contenders, Lubbock Power 
and Light (LP&L), is counting on 
a quick draw with its computers 
to attract more customers to its 


manager for the city of Lubbock, 
a big selling point with the city 
was the fact that the utility could 
improve its customer service 
and add to its flock. 

“Being able to identify which 
household is on what system is 
pretty important, particularly in 
the event of a power outage,” he 
said. With two companies com- 
peting for customers, it is not un- 


Current C1 aser attached trom desley 


Deaplay Compete 


Competednan maps - electric meter locations can show Lub- 
bock Power and Light which houses have lost power in an outage 


side of the fence. 

LP&L invested in a modular 
geographic information system 
from Intergraph Corp. that, 
when fully installed, will not only 
map the company’s utility and 
sewer lines more accurately but 
will also enable the firm to woo 
new customers. The city-owned 
utility is in the unusual position 
of having competition in town, 
and sparks are flying as LP&L 
vies for customers with South- 
west Power Service. 

Out of a population of 
186,000, about 45,000 light up 
their lives with the town-run 
firm, and 65,000 avail them- 
selves of its water resources. Ac- 
cording to Tom Tuning, MIS 


usual to find one house in the 
dark and its next-door neighbor 
with the floodlights on. 

Prior to the system’s installa- 
tion, the only way to tell who was 
on what was to examine the me- 
ter at each location. With a map 
of electric meters superimposed 
over a base map of the city, 
LP&L will be able to pull up an 
on-line map that highlights 
which households are powerless 
in the event of an outage. With 
work orders tied into the sys- 
tem, the map is automatically up- 
dated when a meter is switched. 

Another big plus for LP&L 
will be to get the utilities off the 
outdated paper mapping system 
they currently use. The graphi- 


cal database includes a survey of 
poles, substations and various 
components of the electrical sys- 
tem in Lubbock. 

“Before, every time some- 
thing changed, we would have to 
redraw the map by hand,” Tun- 
ing said. ‘‘Now, we can just re- 
plot.” When it comes to issuing 
work orders, workmen can now 
go to one of the three plotters 
scattered across the city and plot 
instant directions off the desig- 
nated corner of the map. 

Tuning said the information 
systems department is building 
an Oracle Corp. text database — 
handling customer information 
such as names, addresses and 
power used — that will be con- 
nected to the graphical database. 
“One of the reasons we chose In- 
tergraph is that their software 
allows you to use several differ- 
ent types of SQL databases, in- 
cluding Oracle,” he said. 

Tuning said the biggest prob- 
lem he has run into concerns put- 
ting base maps of the city onto 
the system. Electrical and water 
maps will then be overlaid by 
each utility, which will work 
from the same set of base maps. 

Tuning said the city is aiming 
for a high degree of accuracy 
with the base maps and that 
much ¢widdling with the maps 
will be needed. 

“Electric and water utility 
maps don’t have to be real accu- 
rate — you just have to know the 
relative position of the lines,” he 
said. However, since the city en- 
gineering department will even- 
tually end up on the same sys- 
tem, the maps need to be 
pinpoint precise. ‘Otherwise, 
you could end up with a street 
running through somebody’s 
house,” Tuning said. 

The system is currently run 
on two Intergraph reduced in- 
struction set computing-based 
workstations — one in each sec- 





tion of the utility — connected 
via fiber-optic Ethernet. In place 
since August, the project is not 
quite one-third of the way com- 
pleted, Tuning said. 

With eight people currently 
trained out of the approximately 


45 that will eventually be using 
the system, the utility has al- 
ready run into overcrowding. 
The water department could al- 
ready stand to have two to three 
more workstations, and Tuning 
said Lubbock’s city engineers, 
the Planning Department and 
the computer-aided dispatch 
service (911) will eventually be 
added to the system. 


Application links Macs, 
Microsoft SQL server 


BY JAMES DALY 


CW STAFF 


BOCA RATON, Fla. — Apple 
Computer, Inc. Macintosh users 
received another interoperabi- 
lity boost recently when Tech- 


| gnosis, Inc. introduced the first 


product that delivers the full 
functionality of Microsoft 
Corp.’s SQL server directly to 
Macintosh applications. 

Sequelink is a set of client/ 
server-based software compo- 
nents that Macintosh users can 
use to cbtain direct real-time ac- 
cess to the SQL Server — Mi- 
crosoft’s OS/2-based database 
server. The newfound Macin- 
tosh-to-SQL Server connectiv- 
ity is good news for users who 
have been hoping something 
would bridge the gap between 
the two platforms. 

“‘We’ve been waiting for Mi- 
crosoft to develop Named Pipes 
for the Mac, but that doesn’t 
seem like it’s going to happen,” 
said Greg Frankenfield, MIS 
manager for research and devel- 
opment at General Mills, Inc. in 
Minneapolis. Frankenfield said 
he was trying to run Blythe Soft- 
ware, Inc.’s Omnis 5 database 
across both Macintosh and OS/2 
platforms. Named Pipes is used 
to connect DOS machines to 
SQL Servers. 


Using Sequelink, virtually 
any feature that can be utilized in 
a local SQL Server database ses- 
sion is available from within a 
Macintosh application. Seque- 
link also uses the standard Ap- 
pletalk networking protocol. 


Others supported 

In addition to the Macintosh, Se- 
quelink supports a variety of 
Windows, OS/2 and Unix appli- 
cations, including Visual Basic 
and Lotus Development Corp.’s 
1-2-3 spreadsheet. For develop- 
ers using third-generation lan- 
guages such as C and Pascal, Se- 
quelink also includes application 
programming interfaces and ob- 
ject libraries that enable Seque- 
link commands to be incorporat- 
ed into their applications. 

Sequelink requirements in- 
clude any Macintosh running 
System 6.0 or above; Localtalk; 
a Token Ring or Ethernet con- 
nection to the OS/2 Server; LAN 
Manager Release 2.1 or later; 
Microsoft’s LAN Manager Ser- 
vices for the Macintosh; and Mi- 
crosoft’s SQL Server Release 
1.1 or later. 

Single copies of the Sequelink 
client software for the Macin- 
tosh are $295. Server software 
costs $1,495, including the SQL 
Server Link and the LAN Man- 
ager Network Link. 


XDB: DB2 Development on the PC. 


Thousands of companies have migrated their DB2 development from the mainframe to the PC using XDB-Workbench. 
What do they know that you don't? 
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COMMENTARY 
Jesse Berst 


What Windows 
NT is and is not 


This spring, IBM will be 
revving up its PR machine 
for OS/2 Version 2.0. 
Since Windows New 
Technology (NT) is Mi- 
crosoft’s answer to OS/2, 
you can expect the noise 
level to rise in Redmond as well. In fact, 
I’ve learned the companies are plotting 
“dueling booths” at the Comdex/Spring 
"92 show. 

I'd like to explain what NT is, what it 
is not, and why it is important for some of 
you to start considering NT right now. 

It’s tempting to advise you to wait be- 
fore you do anything. After all, OS/2 2.0 
won’t ship at least until March, and Win- 
dows NT isn’t expected until year’s end. 

But it isn’t that simple these days. If 
your company uses leading-edge technol- 
ogy to gain a competitive advantage, you 
need to plan ahead. And NT is an option 
you should consider. 

NT is not a new flavor of DOS or an 
update to the Windows graphical user in- 
terface. It’s not supposed to supplant 
Windows on desktop PCs. Rather, it was 
designed to provide a highly compatible 


PCs & WORKSTATIONS 


operating system for servers and high- 
end workstations. 

Designed to accommodate these 
high-powered machines, NT is a brand- 
new, 32-bit kernel-based operating sys- 
tem with multiple emulation subsystems. 

ranslation: It’s a modern, high-perfor- 
mance operating system that can run on 
more than one platform and can run 
more than one kind of interface. 

Why should IS professionals care 
about a new operating system? Because 
the old one isn’t good enough. 

“Users have voted with their pocket- 
books for the Windows interface,” said a 
systems engineer at a major oil compa- 
ny, ‘‘and that’s where all the applications 
are. Windows/DOS is OK for the desktop 
— but not for downsizing line-of-business 
apps.” 


Compatibility, performance 
The problem, then, is to find an operat- 
ing system that can supply compatibility 
and high-end performance. Let’s see 
what NT has to offer: 
e Portability. NT isolates the hard- 
ware with a Hardware Abstraction Layer 
so that it’s easier to move it to different 
processors. In the beginning, NT will sup- 
port the Intel 386/486 platform and the 
Mips R3000/R4000 RISC platform (in- 
cluding the new Decstation 5000 line). 
With a portable operating system, 
you can run the same interface and the 
same software on different machines. 
That gives you mix-and-match flexibility. 
Best of all, your programmers are able to 
write to a single interface and a single pro- 


invitation to 
a CH S- 


We are an established U.K. based Computing 
Services company operating throughout 
Europe and in the U.S.A. 


We are looking for a strategic partner to help 
sell and support a successful Computer 
Managed Learning Product in the U.S.A. This 
product is aimed specifically at Operations, 
Technical Support and Systems Programming 
Staff covering ail IBM Mainframe environments 
and disciplines. 


It runs on IBM PC compatible equipment and 
includes CBT modules, MVS console 


simulation and Management Assessment 
Programmes. 


The success of this product both in the U.K. 
and Australia has been outstanding and we 
firmly believe this success will be repeated in 
the U.S.A. 


If your company has a desire to pursue this 
further, please contact Dave Fallon, Director, 
VNG Group Ltd, United Kingdom. Telephone : 
(+44) 625 533434. Fax : (+44) 625 535566. 


gramming model. 

e Compatibility. In theory, NT will 
support your old DOS and 16-bit Windows 
applications, plus 32-bit applications 
written specifically for NT. It will perform 
this sleight of hand with emulation 
“wrappers.” In addition, it will support 
three file systems (DOS, OS/2 and one of 
its own) so that you won’t have to refor- 
mat your hard disks to use NT. 

In theory, NT will provide a painless 
upgrade path that preserves your soft- 
ware investment. In practice, it’s not 
that easy to make one operating system 
emulate another. Indeed, Microsoft en- 
gineers are already starting to back off 
from their DOS compatibility claims. 

Still, it seems reasonable to expect 
that NT will be at least as compatible as 
OS/2 2.0, since the NT engineers only 
have to walk down the hall to get internal 
details about DOS. 

e Robustness. Windows is prone to 
crashes that bring down the entire sys- 
tem. The forthcoming Windows 3.1 

fixes many of these problems. NT is even 
more robust than 3.1, insulating applica- 
tions from one another. 

e Power. NT is a full 32-bit, multitask- 
ing operating system that supports sym- 
metric multiprocessing. I’ve seen NT up 
and running on a four-processor NCR ma- 
chine. Multiprocessing will be important 
for real-time transaction processing and 
other exacting applications. 

e Connectivity. NT will support a wide 
variety of networking protocols, so you 
won’t have to rearchitect your existing 
networks. Basic peer-to-peer services 


will be built into Windows NT. A special 
server edition will provide client/server 
capabilities for those who need them. 
e Security. Access control lists and oth- 
er security features are built right into the 
operating system. 
e Robust error and exception han- 
dling. NT should make programs more 
reliable and easier to test because it sup- 
ports exception handling. 

Those are some of NT’s most impor- 
tant goals. The next question is, “‘Can Mi- 
crosoft deliver?” 


Schedules met so far 

So far, so good. Microsoft has met most 
of its internal schedules and has just 
shipped a second beta-test version of its 
Software Development Kit. I’ve talked to 
dozens of programmers who've seen it. 
So far, they’re impressed. 

Still, there’s no denying that Micro- 
soft has a history of delays. Obviously, you 
shouldn’t plan a wholesale shift to NT 
until it’s actually shipping. But you should 
consider testing it, especially if 1) you al- 
ready have a fundamental commitment to 
the Windows interface; 2) you think 32- 
bit technology is significant for your fu- 
ture; 3) staying ahead technically is im- 
portant to your competitive stance. 

Microsoft has confirmed that major 
corporations are taking part in NT beta 
testing. You may want to do the same. 


Berst is the publisher of Redmond, Wash.-based 
“‘Windows Watcher” newsletter, a monthly briefing 
service for software executives and corporate 
technology managers. 


Safety in leased portables 


CONTINUED FROM PAGE 39 


ed that the company did a lease-vs.-buy 
analysis and found little difference be- 
tween the two options but picked leasing 
because of technology issues. 


Baxter Microscan, a Sacramento, 
Calif.-based division of Baxter Healthcare 
Corp., also turned to leasing notebooks 
because of fzar of using obsolete technol- 
ogy. 

Baxter Microscan has 60 Compaq LTE 
386/20 Model 60s distributed among its 
North American field representatives. 
Originally, the company bought the porta- 
ble IBM Convertible. 

“They were obsolete soon after we 
bought them, but we used them well past 


Customers use 
Notes in strategy 


CONTINUED FROM PAGE 39 


tomer then grow to include a spreadsheet 
that is the analysis [of the account],” 
Goldman said. “‘Then it may be an image 
of [documentation] that is not convenient- 
ly available.” 

Peoplesoft, Inc., which sells payroll 
and personnel software, is using Notes to 
add another level of support for its cus- 
tomers, according to Rick Bergquist, vice 
president of technical services. 

Notes is used as the internal electron- 
ic-mail system as well as a hot line man- 
agement system. Customer data is stored 
in Notes, and staff members can view that 
data from different perspectives. ‘You 
can define your own forms and fields and 
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their useful technical life because they 
were on the books,” said Steven Keck, di- 
rector of information resources at Baxter 
Microscan. Keck said many of the repre- 
sentatives abandoned the Convertibles 
rather than continuing to them. 

So Keck turned to leasing six months 
ago because ‘we didn’t want to fall into 
the trap of having a computer we were go- 
ing to be depreciating over five years. 

“‘When it came to laptops, we’ve been 
bombarded by new announcements every 
month, so we wanted our representatives 
to have state-of-the-art equipment with- 
out losing flexibility for our organization,” 
Keck said. 


then set up views to look at data any num- 
ber of ways,” Bergquist said. 

“Hot line people look at it in terms of 
account status,” he said, “‘and managers 
want to see it in terms of work load.” 

Bergquist said the next goal is to pro- 
vide a copy of Notes to customers so they 
can communicate directly with the sup- 
port personnel. 

In addition, the company hopes to es- 
tablish for customers a bulletin board that 
can function as a service database. The 
idea would be to maintain common prob- 
lems and solutions so users could consult 
Notes to resolve routine technical glitch- 
es, Bergquist said. 

At Price Waterhouse, which installed 
Notes in 1989, the software is emerging 
with a key role in the firm’s client/server 
strategy, said Sheldon Laube, national di- 
rector of information and technology. 

“Tt’s the most widely used product in 
the company,” Laube said. 
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uniVerse: DELIVERING A MATURE 
Unix APPLICATION ENVIRONMENT 
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We see the future of UNIX® 
very clearly. Its future is business. 

We see the needs of UNIX 
very Clearly. It needs business 
applications. Now. 

VMark offers access to 
3,000 proven, reliable commercial 
applications. And VMark’s 
uniVerse™ software lets you run 
them on every major UNIX 
platform world-wide. 

The uniVerse application 
environment will let you take full 
advantage of: Support of industry 
Standards, open systems, and 
leading edge technology such as 
RISC and multi-processing 
hardware. Distributed processing 
using TCP/IP and client-server 
technology. Support for intuitive, 
icon-based graphical user interfaces 
like OSF/Motif.™ Access to popular 
applications like WordPerfect® 
And a RDBMS that will change 
your definition of relational. 

Proven business 
applications running on UNIX. 

The best of all worlds. 


If you see things the way 


we do, let us share our vision 
with you. 


SOFTWARE 


5 Strathmore Road Natick, MA 01760 USA 
(S08) 655-3700 FAX (508) 655-8395 


The leader in commercial 
UNIX solutions 


uniVerse is a trademark of VMark Software. Ail 

other proprietary names mentioned are trade- 
marks or registered trademarks of their 

respective manufacturers 


uniVerse: DELIVERING A MATURE Unix APPLICATIONS ENVIRONMENT 


Introduction 


Unix, in its many guises and ever-changing forms, is a complex technology 
for even the most skilled Information Systems (IS) department. At a time 
when IS budgets and payrolls are shrinking, mastering Unix becomes even 
more difficult. And just as there is no denying the complexity of Unix, there is 
also no denying its staying power. 


One way to harness that power while taking advantage of existing systems is 
to implement uniVerse, a native Unix application development environment 
which enables software developed in the Pick environment to work on any 
Unix system. uniVerse users can use their existing software or choose from a 
suite of 4,000 other mature applications. 


uniVerse also offers a conducive environment for developing new Unix-based 
applications. It includes a three-dimensional database file structure, data 
dictionary and query language. In its native Unix environment, it allows 
developers to take advantage of Unix features, including the full range of 
software tools, communication options and front-end technologies. 


Despite its strengths, uniVerse still faces some obstacles. Like Pick, it suffers 
from a lack of name recognition. It also needs to reach new markets. VMark 
Software, Inc., which produces uniVerse, must continue its largely successful 
efforts to market to VARs and systems integrators while stimulating 
applications development from new sources. 


Succeeding in an open systems IS environment is another challenge for 
VMark. So far it has implemented in uniVerse such standards as Posix, Motif, 
X and TCP/IP. In order to fully enable connectivity with other heterogeneous 
databases, the company is actively implementing appropriate standards 
specified by the SQL Access Group. 


uniVerse is currently at a crossroads. VMark expects continued growth in its 
traditional business and if uniVerse is thoughtfully developed to meet a wider 
range of user needs, it will be a productive partner of Unix for the long term. 


This White Paper was written independently of the Computerworld editorial department by 
International Data Corporation. 


For more information on the content of this White Paper or for information on 
International Data Corporation, please call 508-872-6200. 
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THE RESULTS OF A RECENT INTERNATIONAL DATA 
CORP. (IDC) SURVEY OF 249 MULTI-USER COMPUT- 
ER SYSTEM SITES REVEALS THAT 80 PERCENT OF 
THOSE SITES WILL ACQUIRE ONE OR MORE ADDI- 
TIONAL MULTI-USER SYSTEMS WITHIN THE NEXT 
THREE YEARS. FURTHERMORE, 59 PERCENT INDI- 


CATE THEY WILL BE OFFLOADING APPLICATIONS 


FROM THEIR CURRENT SYS- 


UniVerse: DELIVERING ssssex sven m 


NOT SURPRISINGLY, Unix IS 


A MATURE | : IN A POSITION TO FLOUR- 
(NIX ISH IN THIS DYNAMIC COM- 


PUTING ENVIRONMENT. AL- 


APPI | AT] \ MOST HALF (46 PERCENT) 
OF THE SITES SURVEYED BY 


IDC SAY THEY ARE CONSID- 


ENVIRONMENT ERING Unix TO SOME DE- 
GREE. USERS WHO WISH TO 


REALIZE THE BENEFITS OF 
Unix SYSTEMS AND A MATURE SUITE OF APPLICA- 
TIONS MAY DO WELL IN CONSIDERING uniVerse, A 
NATIVE IMPLEMENTATION OF THE PICK ENVIRON- 
MENT IN Unix. @ THE PICK ENVIRONMENT HAS 
BEEN REGARDED BY A KNOWLEDGEABLE FEW FOR 
OVER 20 YEARS AS AN EFFICIENT PLATFORM FOR 


DEVELOPING AND DEPLOYING APPLICATIONS THAT 


* TWO HUNDRED OF THE 249 SITES INDICATE THEY WILL BE EITHER 
ACQUIRING NEW MULTI-USER SYSTEMS OR OFFLOADING APPLICA- 
TIONS AND/OR ACTIVITIES TO NEW MULTI-USER SYSTEMS. THE 200 
SITES CONSISTED OF TWO GROUPS OF 50 SITES CONSISTING OF IBM 
3080/3090 AND DEC VAX 6000/8000 SENIOR SYSTEMS, AND FOUR 
GROUPS OF 25 SITES WITH WANG, UNISYS, PRIME AND DATA 
GENERAL SYSTEMS. 





unfortunately ran on its own proprietary 
operating system. In following the grow- 
ing acceptance of Unix in the commercial 
marketplace, VMark Software, Inc., of 
Natick, Mass., has taken Pick’s applica- 
tion development and delivery environ- 
ment and implemented it in Unix in the 
form of uniVerse. 

Thus uniVerse is the product of merg- 
ing the strengths of Pick — an integrated 
database/file manager, a data dictionary 
and a query language — with those of 
Unix, which has multi-vendor support 
across multiple platforms. 

Why implement a native Unix version 
of Pick? Because Pick, like Unix, was de- 
veloped over 20 years ago, and offers a 
mature environment with many available 
applications. Via its compatibility with 
Pick, uniVerse has access to over 4,000 
applications developed exclusively for 
that environment. This allows VMark to 
focus its energies on offering the best 
possible product, an application design, 
development and delivery environment 
(AD°E), while other vendors with operat- 
ing systems’ expertise deliver the Unix 
operating system component. 

What are the components that make 
up uniVerse and why is uniVerse a good 
AD°E? The major components of uni- 
Verse include the following Pick-compati- 
ble elements: database; file manager; 
query language; command language; pro- 
cessor (i.e., shell); BASIC compiler and 
run-time environment, and distributed 
database support. 


DATABASE AND FILE MANAGER 

While VMark has implemented the 
Pick Application Programming Interface 
(API) for uniVerse, the database and file 
manager system is the cornerstone of uni- 
Verse. The benefits of doing a complete 
emulation of the Pick file system on Unix 
are twofold. First, as far as the application 
and the developer are concerned, the file 
system has not changed. System data is 
still accessed in the same way. Second, 
because the files created by uniVerse are 
normal Unix files, standard utilities may 
access them, and special disk partitions 
do not have to be created. Unix com- 
mands such as CP (copy), MV (move/re- 
name), and TAR (tape archive) all work 
on uniVerse files. In addition, third-party 
backup and system administration utilities 
all work on uniVerse files. 

In a business environment, the size of 
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Almost half (46%) of sites surveyed by IDC indicate an interest in acquiring Unix. Many of these sites 


are potential uniVerse users. 


the data sets may be constantly changing. 
uniVerse allows for the space allocation 
of files to be dynamically modified with- 
out system operator intervention. High- 
and low-water triggers may be created so 
that file size is changed automatically 
when the number of records reaches ei- 
ther of the triggers. 

The uniVerse database management 
system relies heavily on data dictionaries. 
A data dictionary is a file that is defined 
and created by the application developer, 
and stores “metadata”. Metadata may be 
best thought of as data describing the 
data. Because the data elements within 
uniVerse are typeless, the data dictionary 
contains information on how specific 
functions operate on the class of data in 
question. 

RETRIEVE, a standard part of uni- 
Verse, is its database manager and report 
writer/query language. RETRIEVE has 
both English-like semantics and syntax. 
The main structure behind RETRIEVE is 
the sentence. In the same way English 
has sentences consisting of nouns and 
verbs, RETRIEVE has sentences com- 
posed of the user's data (nouns) that are 
operated on by verbs that are provided 
by RETRIEVE. Each sentence may then 


be stored as part of a vocabulary file. 


COMMAND LANGUAGE 
AND PROCESSOR 

While its database and file manager is 
the heart of uniVerse, the command lan- 
guage and processor are the elements 
most visible to the users. If the system 
administrator wishes, uniVerse’s com- 
mand language may be as close to the 
computer as the user ever gets. uni- 
Verse’s usefulness is further enhanced by 
its site-expandable command language 
that allows users to expand it to meet 
their individual needs. 

The vocabulary (VOC) file is the key- 
stone of the command language and pro- 
cessor. The VOC file contains descrip- 
tions of the verbs, key words and files 
that are available to the uniVerse user. 
The contents of the VOC file make up 
the command language. The command 
processor uses the VOC file to interpret 
each of the commands as they are en- 
tered by users. As is the case with Unix 
shells, VOC files allow users and/or sys- 
tem administrators to customize the envi- 
ronment. And, as is also the case with 
Unix’s “aliasing” facility, the system ad- 
ministrator may add verbs that, in turn, 





represent a longer command 
string. 

uniVerse also provides com- 
mand histories. As with Unix, a 
predetermined number of in- 
struction lines is maintained in 
a list. In the case of uniVerse, 
up to 99 instruction lines can 
be kept. In the uniVerse vo- 
cabulary, each line is a sen- Will 
tence and is stored in the VOC a 
file. Users may then tie togeth- 
er a series of two or more sen- 
tences to make a paragraph 
which, in turn, is stored in the 
VOC file. Both sentences and 
paragraphs can be given nick- 
names. The nicknames are 
used to execute the actions 
within the sentence or para- 
graph. By starting with the 
smallest components of the 
command language, users can 
build a customized language 
within uniVerse that meets 
their unique needs. 


IDC expects the trend of sites acquiring new multi-user systems and the 


PROGRAMMING LANGUAGE gains in the acceptance of Unix to spur demand for uniVerse. 


BASIC is the primary programming 
language for the uniVerse system. How- 
ever, uniVerse’s BASIC is about as close 
to the interpreted BASIC language used 
for teaching as a Porsche is to a Model T. 
While there are some similarities, such as 
ease of use, uniVerse BASIC is designed 
for application development. The non- 
uniVerse BASIC is intended to be a teach- 
ing language and not to write commercial 
applications. 

While uniVerse does provide an editor 
for developing BASIC programs, develop- 
ers are free to use other editors. Experi- 
enced Unix developers wil! likely opt for 
VI or EMACS, though any editor that can 
read and write ASCII files is acceptable. 
uniVerse’s use of ASCII files for programs 
permits developers to use both Unix and 
third-party application development utili- 
ties such as Source Code Control System 
(SCCS). 

While VMark‘s BASIC is compiled, it is 
not compiled in the common sense of the 
word. Rather than producing executable 
binary files, the uniVerse BASIC compiler 
produces an intermediate token stream. It 
is this token stream that is executed by 
the BASIC environment. Because the 
token stream must be interpreted each 
time the program is executed, it is not as 
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efficient as machine language. However, 
it is much more efficient than an inter- 
preted environment. Once the program 
has been compiled, it may be executed 
with the familiar RUN command. 

While the intermediate code is not true 
object code, uniVerse developers can treat 
it as such. A program may be catalogued 
with uniVerse. Catalogued programs are 
advantageous as they can be called from 
other code segments and they facilitate 
the reuse of the code segments. 


DISTRIBUTED DATABASE SUPPORT 

Information systems installations are 
distributing their databases across a mullti- 
tude of platforms. Some sites have 
worked off a carefully planned schedule. 
Other sites are forced into distributed en- 
vironments as departmental and personal 
systems are added to their networks. As a 
result, many users do not know or care 
where their data physically resides. Their 
overriding concern is that they be able to 
transparently access the data when they 
need it. 

uVnet is uniVerse’s distributed data- 
base access scheme. This optional prod- 
uct, using the de facto standard Transmis- 
sion Control Protocol/Internet Protocol 
(TCP/IP), permits easy access to data that 


may be distributed over multi- 
ple systems running uniVerse. 

VMark has simplified the 
process of communicating 
with remote file systems by 
eliminating the need to pro- 
vide the full address and file 
name each time a remote file 
link is established. A user may 
insert an entry, which serves 
as a nickname to the remote 
file, into the VOC file. Once 
the VOC file entry is created, 
the user may refer to the nick- 
name through both command 
line entries and BASIC pro- 
grams. 


A 
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uniVerse’s FUTURE 

The sites responding to 
IDC’s survey say they do not 
rely heavily upon VARs and 
external consultants, which are 
the leading distribution chan- 
nels for uniVerse. This is not 
necessarily bad news for 
VMark. While the company 
has its share of large system 
sites, it is not primarily targeting large 
firms with internal programming exper- 
tise. Instead, it chooses to deliver turnkey 
software solutions to small-to-medium 
user sites that lack the ability to write or 
rewrite programs internally. Clearly, less 
customized, packaged software solutions 
based on the more than 4,000 commer- 
cially available Pick applications are 
VMark’s mainstays. 

VMark must remain extremely aggres- 
sive in its efforts to induce Pick develop- 
ers to port their products to uniVerse. Ac- 
tually, many uniVerse sites indicate that 
“port” may be the wrong word in migrat- 
ing Pick applications to uniVerse. Rather 
than recounting horror stories of multi- 
ple-month or even multipie-year porting 
periods, many user sites talk of overnight 
and weekend changeovers. 

As Pick sites weigh alternatives to their 
current Pick environments, Pick/Unix 
combinations are being considered along 
with relational database management sys- 
tems or object-oriented databases. In 
order to keep their current customers, 
software houses with Pick applications 
should support uniVerse. 

The port to uniVerse is a “win-win” 
situation for both software houses and 
their customers. For the software houses, 
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Its uVnet function permits uniVerse to communicate with uniVerse databases on other systems. 


uniVerse-based products are easily 
moved from one Unix system to another 
and they are compatible with a wide 
range of systems. This compatibility is 
also an advantage for buyers who may 
move applications from system to system 
as hardware platforms change. 

In addition to being an application de- 
livery platform, uniVerse is also an appli- 
cation design and development platform. 
This bodes well for uniVerse, as the IDC 
survey finds that just under half of the 
surveyed sites develop their own applica- 
tion software internally. 


CASE STUDY: A.M. MILLER 

When Bruce Bachman came to A.M. 
Miller and Associates, Inc., a credit and 
collections firm, just over a year ago, it 
was obvious to him that the current Pick 
software running on a proprietary plat- 
form was inadequate and running out of 
capacity. The situation was so bad that 
the firm was on the verge of turning 
away business. 

A.M. Miller had been using a Pick En- 
vironment for over seven years. Accord- 
ing to Bachman, the firm wrote its own 
accounting and tracking software and 
was determined to protect that invest- 
ment. As soon as the decision was made 


to migrate to a new hardware platform, 
A.M. Miller chose Unix because it was 
“universal”. 

As a Pick user, the firm needed a Pick- 
compatible software system that ran on 
top of Unix. After an evaluation of differ- 
ent Pick emulators, Bachman selected 
what he considered to be the best of the 
Unix-Pick environments. VMark’s uni- 
Verse was implemented in conjunction 
with Strategic Alternatives, Inc., a Detroit- 
based VMark distributor. It was imple- 
mented on a new DECSystem 5500 run- 
ning Ultrix. 

“We had an overnight conversion,” 
states Bachman. Before that happened, 
however, he and his staff wisely did a dry 
run to detect problems. Problems were 
found. They consisted of differences in 
syntax between their old Pick system and 
uniVerse. Once the differences in the 
syntax were detected, his staff repro- 
grammed source code and the problems 
were resolved. What became the over- 
night conversion could then be done. 
“We didn’t lose a day of business,” Bach- 
man declares. 

At last count, A.M. Miller is supporting 
205 concurrent users on its uniVerse/DEC 
System. A.M. Miller’s business hours run 
from 7:00 a.m. to 11:00 p.m., with peak 





demand coming in the late afternoon. In 
spite of the heavy loads placed on it, the 
uniVerse/DECSystem remains stable. 

Bachman’s staff of nine includes 
three programmers who are responsible 
for new development and maintenance. 
Bachman says that, despite beliefs that 
experienced Pick/uniVerse programmers 
are hard to find, he has not had a prob- 
lem finding them. 

Bachman’s approach to uniVerse and 
Unix has been a fairly traditional play on 
the strengths of both components. He 
uses uniVerse as a platform for both ap- 
plication development and delivery. Unix 
is employed for connectivity and system 
management. Bachman says that A.M. 
Miller also recently linked an Ethernet 
with six PCs to its DECSystem. 


CASE STUDY: OCEAN COUNTY 
LIBRARY 

The Ocean County Library, based in 
Toms River, NJ., is typical of organiza- 
tions that are completely dependent on 
VARs and systems integrators for their 
systems. The library’s David Slater indi- 
cates that his institution’s Hewlett- 
Packard 9000/857S supports 230 users. 
Regarding uniVerse and Unix, he says he 
is happy to realize the benefits of both 
without having to access the inner work- 
ings of either. 

Ocean County Library is in an envious 
position. It is able to rely on one vendor, 
Dynix, Inc., to provide software that, 
when written on top of uniVerse, permits 
ease of use for over 200 users. Dynix is 
solely focused on turnkey applications 
for libraries. Using this uniVerse/Dynix 
solution, the library is not forced to de- 
velop costly internal expertise. 


SUPPORT FOR CRITICAL 
COMPONENTS 

uniVerse has many of the capabilities 
sites surveyed by IDC rate as either critical 
or highly desirable. Survey respondents 
say the three leading requirements for ap- 
plication development environments are: a 
query language (63 percent), connectivity 
to other databases (57 percent) and dis- 
tributed databases (44 percent). 

uniVerse meets that first requirement 
with RETRIEVE. However, while uniVerse 
does offer database connectivity via uVnet, 
it is currently only across different uni- 
Verse platforms. 

IDC believes that some corporate 








mainframes, be they small-scale 
systems supporting 12 users or 
large-scale systems supporting 
over 200 users, may come to act 
as database servers in addition 
to performing their other duties. 
This change combined with the 
increasing amounts of data on 
remote systems will drive the 
demand for database connectivi- 
ty through at least the mid-90s. 

VMark understands that this 
connectivity will require it to 
offer a standardized Structured 
Query Language (SQL), as well 
as give the uniVerse-based sys- 
tem the ability to participate as a 
member of a heterogeneous net- 
work. To this end VMark is fol- 
lowing the lead of the SQL Ac- 
cess Group, which was formed 
to address compliance with the 
group’s standards, as they be- 
come available. 

A major strength of uniVerse 
is in its ability to promote the de- 
velopment and delivery of verti- 
cal applications in an effective 
and timely manner. This has 
been the case since the inception 
of uniVerse, and its strength in 
this area has recently been enhanced by 
the implementation of user-oriented fea- 
tures such as the Motif-style graphical user 
interface capability for PC look and feel, 
transaction logging and recovery for data 
integrity, and distributed database capabili- 
ty for today’s ever-broadening topologies. 
These features serve to contemporize what 
uniVerse (and before that, Pick) solution 
providers have done successfully for a 
long time. These people bring to the user 
the ability to tailor their software to oper- 
ate consistently with business require- 
ments rather than the reverse. Most of 
VMark’s 150 VARs have either a vertical or 
functional (such as systems integration) 
specialty. As uniVerse continues to move 
into open systems and embraces these 
standards, this customer-oriented expertise 
will be focused squarely on the open sys- 
tems user. 

One of the com. on beliefs regarding 
Pick-like systems is that it is difficult to 
find developers that are familiar with the 
environment. As a native Unix applica- 
tion, uniVerse has skirted this issue be- 
cause developers work with Unix, not 
Pick, if and when they need to access the 
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universe includes a standard query language and optional distributed database 
capabilities. 


operating system. 

VMark proposes using Computer- 
Aided Software Engineering (CASE) tools 
to generate applications. However, if this 
is the plan, VMark must be able to pro- 
vide methodologies that are accepted 
across a wide variety of platforms, be 
they databases or operating systems. 

IDC believes VMark’s support of Soft- 
Bench technology as developed by 
Hewlett-Packard is correct. SoftBench 
technology allows users to pick and 
choose SoftBench-compliant products 
from various vendors to assemble a 
CASE environment that meets their spe- 
cific requirements. IDC believes that es- 
tablished CASE vendors with SoftBench- 
compliant products, such as Interactive 
Development Environments and Cadre, 
would be appropriate partners for VMark 
to establish relationships with. SoftBench 
technology is available or announced on 
HP, Sun and IBM Unix platforms and is 
expected to be announced for other plat- 
forms this year. 


SUMMARY 
IDC believes that uniVerse is posi- 


tioned to play a meaningful 
role in the ever-expanding 
Unix market. Users that are 
looking for turnkey applica- 
tions are well advised to 
consider a uniVerse-based 
application. Considering the 
fact that some Pick-based 
programs that can run on 
uniVerse have been evolv- 
ing for over 15 years, it 
would be hard to find such 
mature and functional appli- 
cations elsewhere. 

Despite its advantages, 
however, uniVerse still faces 
some challenges. VMark 
must persuade VARs, IS soft- 
ware developers and poten- 
tial users that uniVerse has 
staying power and will con- 
tinue to evolve along with 
Unix. In order to stimulate 
ongoing application develop- 
ment, VMark must educate 
them regarding uniVerse ca- 
pabilities in the open system 
environment. 

VMark must employ three 
Strategies. First, it must con- 
tinue to successfully cultivate 
the developers of the more than 4,000 
Pick applications. These people should be 
encouraged to keep porting to uniVerse, 
and to actively update their software by 
implementing the latest technology that 
Unix has to offer. This will keep the com- 
pany ’s lifeline of mature solutions evolv- 
ing and flowing. 

Secondly, in order to cultivate new so- 
lutions, VMark must realize that not the 
whole world will speak uniVerse. As it 
would not be practical to support all of 
the various dialects of SQL at this time, 
VMark is correct in taking direction from 
the SQL Access Group. 

Finally, VMark should align with one or 
more major third-party CASE vendors. This 
will bring the prestige of these vendors 
into the equation, and produce faster and 
easier transitions for first-time uniVerse de- 
velopers. 
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exas Instruments wants your 
‘systems business .. . for life. 


A lot of computer companies may 
compete for your business, with talk of 
investment protection and customer 
commitment. 

But only Texas Instruments offers you 
something for life — a lifetime parts 
warranty on every 1500 Computer. 


The warranty that means quality. 

You won’t find the lifetime parts 
warranty from any other computer 
manufacturer. But it’s standard with every 
1500 system because of the outstanding 
quality and reliability of TI computers. 

The lifetime parts warranty covers the 
chassis, CPU boards, on-board memory and 
power supply for as long as the original end 
user owns the system. This long-term 
commitment to you is unmatched in the 
industry today. 


Solutions from two to 500+ 
users. 
The lifetime parts warranty covers one 


of the industry’s broadest ranges of UNIX 


System V-compatible computers, with 
models designed for two to 500+ users. 
From the powerful 1507 with a 68040 
processor to multi-processor 1500MP 
models, you’ll find a complete line of 
upwardly compatible systems — and trade- 
in allowances when you upgrade. 
Solutions-oriented software is available 
from TI and other leading vendors, for 
applications ranging from database 
management to office automation. We 


The 1500 Computer family. TI has served the 
commercial UNIX market for 8 years, with 
more than 20 years of experience in manufac- 
turing multi-user computers. 


complement the 1500 Computers with a 
full range of available services for the life of 
your system, from training and on-site 
maintenance to s ms integration and 
consulting. 


The choice of a lifetime. 

You may have many choices for UNIX 
systems vendors. But with the lifetime 
warranty for the 1500 Computers, making 
the choice of a lifetime just became easier: 
Texas Instruments. 

For more information on TI’s total 
solutions, including a copy of the lifetime 
parts warranty and the name of your 
nearest TI representative, call: 


1-800-527-3500. 





Texas “ 
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UNIX is a registered trademark of AT&T. © 1991 Texas Instruments. 


Most computer companies are making 
industry standards a big part of their 
future. But with Hewlett-Packard and 
Ultimate, the future for the PICK 
industry is here today. 


Hewlett-Packard is fully committed to 
designing products around accepted 
industry standards. The HP9000 
Series 800 features HP-UX, HP’s 


Pick is a registered trademark of PICK Systems. UNIX is a 
registered trademark of AT&T. 


version of UNIX, which enables your 
employees to share information across 
integrated data networks. 


Your PICK-based applications can run 
with HP-UX, because Ultimate offers 
you a choice of either Ultimate PLUS 
or UIT/ix. 


Add to this, Hewlett-Packard’s 50- 
year reputation for engineering 
excellence and reliability and 
Ultimate’s longevity in the PICK 


business, and it’s easy to see why the 
Hewlett-Packard/Ultimate team is the 


choice for PICK. 
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PACKARD 


Ultimate 5 


THE ULTIMATE CORP. 











TECHNOLOGY ANALYSIS: OPERATING ENVIRONMENTS 
PCs & WORKSTATIONS 


Digital Research’s DR DOS 6.0 out-DOSes DOS 


Technology Analysis — A roundup 
of expert opinions about new prod- 
ucts. Summaries written by free- 
lance writer Suzanne Wetxel. 





Digital Research's DR DOS 6.0 


Le Zag 
telalels uated 


R DOS 6.0, the personal [| jpgpes ko Es ce 
computer operating sys- |$ 
tem from Digital Re- 
search, Inc., a wholly 
owned subsidiary of No- 
vell, Inc., beats Microsoft Corp.’s PC- 
DOS 5.0 at its own game, reviewers 
said. 
Memory/file management: 
DR DOS makes better use of memory 
and is able to borrow Video Graphics 
Array random-access memory to in- 
crease available memory. 
Ease of use: Viewmax, the graphi- 
cal shell, gives non-Windows users 
color schemes and directory tree dis- 
plays. Reviewers reported difficulty 


Windows 
Ptr otal 


tied 1tT re etry Petry 


| Improves on 
features 


A big price 
improvement 


Extra 


Improved faa 


Easy to install 


needin DOS | 

eee ‘Excellent : ove 
Super task 
switcher 


_ Nice DOS 
alternative 


Worth 


that uses OS/2 1.2’s dual boot. 
Utilities: DR DOS includes many 
utilities that MS-DOS users must get 
from add-ons. Also, Taskmax, the 
task switcher, supports up to 20 ap- 
plications and lets users cut and paste 
data between applications. 
Windows support: There are 
compatibility problems between the 
Superstor utility and Windows, and | Rebertson, Stephen 
some Windows modes preclude DR | Mary McCaffrey, 
DOS’s memory-saving ability. |_CJ Lawrence 
Value: DR DOS 6.0 offers virtually 
100% compatibility with MS-DOS 
5.0. DR DOS 6.0 lists for $99. 


Great value 


installing DR DOS 6.0 on a system fj ease a ar : ge Rees | 


Key: Very ae Ba ood 


5 Fair # Poor Reviewer evaluations are excerpts from articles. Refer to actual reviews for details. User and analyst ratings are based on 
telephone survey. NC: No comment. 
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Digital Research responds 


Ken Pomper, product manager: 

Ease of use: IBM has certified OS/2 with DR 
DOS 6.0. 

Windows support: An update issued last month 
fine-tuned the default installation to help users opti- 
mize their systems for Windows support. In addi- 
tion, we now offer a 50-page booklet with optimiza- 
tion and configuration tips. 


Plead 


Novell, Inc. acquired Digital Research, based in Monterey, Calif., for $80 
million in October 1991. Digital Research had revenue of $40.9 million. 
Ratings are for Novell, which had increases of 29% in revenue and 72% in 
income in 1991. 


Norton Desktop: Better Windows than Windows 





he Norton Desktop for Win- 

dows from Symantec Corp. 

provides tools that make Mi- 

crosoft Corp.’s Windows 

more powerful and easier to 

use, reviewers said. 

| Program/file management: 

| The package replaces Windows’ Pro- 

5 a | gram Manager and File Manager with 

pine rand-new : | an integrated operating environment 

i a eRe , Sige eae eee that offers flexible program launching 

aaa a | Makes program | ine bargain | ine way tocom | and file manipulation. Capabilities in- 

environmen lesktop a loi easier ofthe decade | pute wi indows | dude group Sie hen dling, batch pro- 

cessing and the ability to view multi- 

+ ple drive or directory listings 

| simultaneously. The program uses 

| 3Mto4M bytes of disk space beyond 

| what Windows requires; loading and 

unloading can be sluggish. 

Utilities: Other than a calendar and 

a phone dialer, users will be hard put 

| to find a worthwhile utility not includ- 

; ed. There are graphical versions of 

Norton Backup, Disk Doctor, System 

Information and Batch Builder as well 

as an icon editor and library, screen 
saver, file shredder and key finder. 

Ease of use: The Desktop inter- 

face is colorful, intuitive and customi- 

zable. One minor shortcoming is that 

users must manually arrange icons on 


Symantec's Norton Desktop for Windows 


teers ead 
management 


Soke 
eT ota) Lilia 
Pees 


Cad Tr ee etry eit 


One ofthe | 
best bargains | 


Makes Windows 
more powerful 


PC Week 
8/5/91 


b 


Graphical versions 
of classics 


Something for 
every user 


More intuitive 





there is 


Reviewer evaluations are excerpts from articles. Refer to actual reviews for details. User and analyst ratings are based on 
telephone survey. NC: No comment. */nfoworld ratings based on 1-to-10 scale. 





Symantec responds 


J. J. Schoch, Windows product manager for Syman- 
tec/ Peter Norton Products Group: 


A Teme) 
ar La) 
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Pears stability 


Mary McCaffrey, 
| CJ Lawrence 





Symantec reported revenue of $52.6 million for the second fiscal 
quarter of 1992, ending Sept. 30, 1991. Net income totaled $2.4 million 
for the quarter. Revenue increased 74% over the same period in 1991. 
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Program/file management: As a Windows 
enhancer, it may seem to use a lot of disk space, un- 
less you consider all the extras you get. In fact, be- 
cause all the utilities that come with The Desktop 
share libraries, they take up at least 20% less disk 
space than if they were purchased separately. 
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the Desktop for program launching. 
Windows compatibility: The 
package provides keystroke and 
mouse uniformity with Windows. 
Value: If you have Windows, you 
should have Norton Desktop for Win- 
dows, reviewers said. It lists for $149. 








NEW PRODUCTS 


Systems 


Commax Technologies, Inc. has 
lowered the prices on its UI- 
trathin notebook computers. 

Ultrathin systems include an 
Intel Corp. 20-MHz 80386SX 
processor, weigh 442 pounds and 
stand 1% in. high. 


With a 60M-byte hard drive, 
the notebook costs $2,795. An 
80M-byte version costs $2,995. 
Commax Technologies 
2031 Concourse Drive 
San Jose, Calif. 95131 
(408) 435-5000 


Opus Systems, Inc. has started 
shipping a 40-MHz upgrade kit 
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for its Personal Mainframe Scal- 
abie Processor Architecture 
workstations. 

The 40-MHz motherboard 
raises Personal Mainframe per- 
formance to 29 million instruc- 
tions per second, the company 
reported. The kit also includes 
Sun Microsystems, Inc.’s Solaris 
1.0 operating system, along with 
documentation and installation 
instructions. 


The kit is priced at $4,195. 
Opus Systems 
329 N. Bernardo 
Mountain View, Calif. 
94043 
(415) 960-4040 


Software 
application 
packages 


Aldus Corp. has announced up- 


image management system | @ 


, 


The ist | 


{ a 


maging system 


67 


can have 


up and running in aday 
To date, electronic image management systems have been 
very expensive. Getting one on-line has involved hundreds of 
man-hours and a lot of esoteric, dedicated hardware. 

Imagic has changed all that. It’s an inexpensive software- 


based imaging system for the 


PC. Simple to 


install and use. And produces results from 


the very first day! 


dust open a file cabinet, 

take out a document and 
place it on a scanner. Imagic 
will do the rest. Converting 
fax documents is even 
easier! They're transferred 
into the computer’s storage 
device, automatically! 


Regardless of the type of document or method of input, 
the information is merged into a single, unified database. One 
F file can contain everything, from schematics, photos and 
‘= facsimiles, to checks and invoices. 


All the power and flexibility is Imagic! 


| Available in both stand-alone 


and multi-user LAN versions, 


Imagic provides a very powerful system for organizing, filing, 


archiving and retrieving scanned document 


ts and fax images. 


The Imagic system works with any system! 
Imagic operates under MS-DOS*® and Microsoft® Windows” 
3.0 and is compatible with most popular personal computers 
and workstations, scanners, fax modems, printers and 


Take the less 
inco Image ma 


> storage devices. 


ris a 


mage management. 
See how fast Imagic’s low 
cost, electronic imaging 
system can start saving 
you time, space and 
money. 


WESTBROOK TECHNOLOGIES INC. 
22 Pequot Park Rd., PO Box 910, Westbrook, CT 06498-0910 - 203-399-7111 « Fax: 203-399-7137 1-800-874-1495 


© Copyright 1991 Westbrook Technologies. Inc.; Portions Copyright 1988-89 Compucon Services Corp.; All Rights Reserved Worldwide. Portions Copyright 1984-90 FairCom Corp. Portions Copyright 1987, 88, 89, 90, 91 Z-Solt Corp 
All Rights Reserved. Imagic is e trademark of Westbrook Technologies, Inc. Microsoft and MS-DOS are registered trademarks of Microsoft Corporation. Windows is a trademark of Microsoft Corporation. 
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grades of its Persuasion presen- 
tation software packages. 

Persuasion 2.1 is available for 
both the Microsoft Corp. Win- 
dows and Apple Computer, Inc. 
Macintosh platforms. The Mac- 
intosh software supports Apple’s 
Publish and Subscribe feature 
and Quicktime technology. The 
Windows software now supports 
Dynamic Data Exchange and 
features enhanced performance. 

Both versions include the 
Persuasion Player, a runtime ap- 
plication for distributing and 
viewing Persuasion slide shows 
independent of the actual Per- 
suasion software. 

Persuasion 2.1 costs $495; 
upgrades are $50. 
Aldus 
411 First Ave. South 
Seattle, Wash. 98104 
(206) 622-5500 


Zsoft Corp. has begun shipping 
Photofinish, an image-editing 
software package for Microsoft 
Corp.’s Windows environment. 
Photofinish ($199) edits 
scanned photographs and draw- 
ings. It can export edited images 
into presentation graphics, desk- 


450 Franklin Road 
Marietta, Ga. 30067 
(404) 428-0008 


Database 
management 
systems 


Natural Language, Inc. has pro- 
duced an updated version of its 
English language-based query- 
ing tool for relational databases. 

Natural Language Release 
5.0 features a menu-driven in- 
terface for accessing graphics, 
data analysis and reporting func- 
tions. It also incorporates on-line 
help and improved reporting ca- 
pabilities. 

The software now supports a 
number of Unix workstations as 
well as personal computers run- 
ning The Santa Cruz Operation, 
Inc.’s SCO Unix, and Digital 
Equipment Corp. VAX systems. 
Support for DOS and Sun Micro- 
systems, Inc.’s Solaris operating 
system will be added. 

Pricing starts at $4,500 on 
low-end desktop platforms. 
Natural Language 
2910 Seventh St. 

Berkeley, Calif. 94710 
(510) 841-3500 


Check out the 
Product Showcase 
on Page 104 
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Internetworking product demand booms 


BY JOANIE M. WEXLER 
CW STAFF 


Revenue projections for the in- 
ternetworking market continue 
to spiral, as firms feverishly add 
segments to their corporatewide 
communications networks. 

The appeal of users gaining 
access to applications anywhere 


Next step 


LAN communication links 


Percent of U.S. establishments 
41% 


LAN to LAN LAN to host 


Source: Computer Intelligence 
CW Chart: Janell Genovese 


on an enterprisewide network 
has caused worldwide router 
revenue to jump from $224 mil- 
lion in 1990 to $470 million in 
1991, according to a recent re- 
port from Needham & Co., a 
New York investment analysis 
firm. The firm expects those fig- 
ures to hit $1.6 billion in 1994. 
The report showed that the 
total internetworking equip- 
ment market reached $588 mil- 
lion in 1990, a 57% increase 
over 1989. That market includes 


bridges, which are less expen- 
sive than routers. Bridges ac- 
commodate all protocols but of- 
fer less functionality in terms of 
security and diverse routing. 
They handle LAN-to-LAN com- 
munications, while routers move 
data directly from one node to 
another. 

The internetwork market 
also comprises gateways, which 
are necessary for converting 
data formatted in one protocol 
into the format of another. Gate- 
ways handle node-to-host, LAN- 
to-host or LAN-to-LAN commu- 
nications. 

Needham & Co. cited the de- 
sire of Fortune 1,000 firms to 
speed internal communication 
and externally exchange busi- 
ness documents as the major im- 
petus behind internetworking 
products’ continued growth. 


Half the battle 

However, Barry Gilbert, direc- 
tor at Computer Intelligence/In- 
focorp, an Acton, Mass.-based 
research firm, warned that in- 
stalling equipment is only half 
the battle for companies expect- 
ing a hefty return on their inter- 
networking devices. 

Often, companies “don’t go 
the last mile in helping employ- 
ees gain an understanding of all 
they can do with the informa- 
tion,”’ he explained. ‘“We tend to 
put in the linkages but then usu- 
ally leave it up to individuals to 
learn how to use them.” 

In a recent report, CI/Info- 
corp estimated that more than 
40% of organizations with local- 
area networks have implement- 
ed a LAN-to-host gateway (see 
chart) and that 49% of compa- 


Telecommuting project 
keeps HP execs in-house 


BY ELISABETH HORWITT 
CW STAFF 


Faced with the danger of losing 
key sales executives to a two- 
way 1% commute, Hewlett- 
Packard Co.’s Western region 
sales center manager, Barry 
Ross, responded by offering 
some managers the chance to 
work at home four days a week. 
In addition to discouraging valu- 
able personnel from heading out 
the door, Ross said he expects 
the telecommuting project to re- 
sult in productivity gains and 
cost savings in the hundreds of 
thousands of dollars. 

HP’s worldwide human re- 


JANUARY 20, 1992 


sources committee signed off on 
the project last month, and six to 
10 salespeople will participate in 
a pilot this year. 

As much as 50% of the West- 
ern region’s telesales force will 
eventually participate, and the 
idea is very likely to spread to 
other divisions, Ross said, add- 
ing, ‘There isn’t a person here 
who isn’t excited about this.” 


Maintaining sales force 

Based on an internal study, Ross 
said he expects telecommuting 
to induce salespeople to stay four 
or five years in their jobs, com- 
pared with the current three- 
year average. This in turn will 


nies with more than two LANs 
have installed interconnectivity 
devices among them. 

The Needham & Co. analysis 
placed highest internetworking 
growth in the early 1990s in 
multiprotocol routers to accom- 
modate the hodgepodge of 
networking environments now 
in existence. 

However, one user bent on 
migrating her firm to open sys- 
tems said she views multiproto- 
col routers as somewhat of a hin- 
drance to the Open Systems In- 
terconnect (OSD nirvana. “The 
current set of multiprotocol 


routers are patching or fixing 
problems rather than moving us 
to a consistent communications 
infrastructure that facilitates the 
sharing of information between 
any systems,”’ said Laurie Bride, 
manager of communications 
technology at Boeing Computer 
Services, Inc. in Seattle. 


Up and running 

Boeing is running proprietary 
protocols, such as Novell, Inc.’s 
IPX and Digital Equipment 
Corp.’s Decnet, “on top of an 
OSI transport as a first step to 
get us to a clean end-to-end com- 


munications backbone,” Bride 
said 


John Krick, an analyst at Da- 
tapro Information Services 
Group in Delran, NJ., said he 
considered Bride’s comments “‘a 
unique perception. There are 
currently not enough well-devel- 
oped OSI products to support 
that kind of move.” 

“Vendors and users can’t be 
faulted for taking advantage of 
what existing technologies af- 
ford them,” particularly in an era 
of fiscal belt-tightening, he said. 

A recent Datapro survey of 
nearly 600 network profession- 
als revealed that vendor reputa- 
tion and support rated No. 1 on 
user lists of internetworking 
purchase criteria. 


Small firms unite through net 


Semnet provides independent manufacturers with big-company access 


BY GARY H. ANTHES 
CW STAFF 


COLUMBIA, S.C. — A govern- 
ment, industry and university 
partnership has set up a test net- 
work linking South Carolina 
manufacturing firms and techni- 
cal experts at state colleges and 
universities. The partnership 
hopes to expand the network to 
other Southeastern states and 
eventually to the entire U.S., 
forming a manufacturing infor- 
mation infrastructure that will 
allow small and medium-size 
firms to compete in national 
markets. 

According to Paul Huray, di- 
rector of the High Performance 
Manufacturing Consortium and 
senior vice president for re- 
search at the University of South 


mean significant savings on the 
cost of training new employees, 
which comes to $60,900 to 
$80,000 per person for the first 
year of employment at the divi- 
sion, Ross said. 

Ross said he expects the pro- 
gram to result in hundreds of 
thousands of dollars in additional 
sales per person per year by low- 
ering the division’s frequency of 
hiring an inexperienced person 
to replace a departing 
senior salesperson. 

HP executives who ue 
signed off on the 
project were re- 
assured by the 
fact that the Western division 
had in place “‘very specific met- 
rics” for measuring telesales- 
people’s performance, whether 
or not they worked in the office 
or at home, Ross said. Criteria 
include sales performance, call 
performance, customer satisfac- 
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Carolina, the nation’s 355,000 
small manufacturers are isolat- 
ed, lacking ways to exchange 
technical information with sup- 
pliers, customers and technical 
experts. 

“They're not competitive, 
but they don’t know it. They 
market to the city they’re in and 
that’s it,” he said. 


Basic struggle 

Even quite large manufacturing 
firms typically lack manufactur- 
ing telecommunications sys- 
tems, Huray said. They are 
struggling to implement the ba- 
sics of electronic data inter- 
change, and their private, intra- 
company networks are dominat- 
ed by financial applications. As a 
result, they lack the ability to 
easily tap into the national pool 


tion and quality of data entries. 
Employees whose performance 
falls below a certain level can 
lose the right to telecommute or 
their jobs, he said. 

Each telecommuting sales- 


person’s home office is equipped 
with a 386 HP Vectra personal 
computer running a sales soft- 
ware package from Brock Con- 
trol Systems, Inc. in Atlanta. 
Salespeople maintain customer 
account profiles on the PC and at 


of qualified parts suppliers, he 
said. 

Huray’s answer to those 
problems, called Southeast 
Manufacturing Network (Sem- 
net), will bring technology and 
customers to manufacturers 
while conveying manufacturers’ 
capabilities and bids to buyers 
around the U.S. The network 
will eventually be able to support 
voice, data and video in both syn- 
chronous and asynchronous 
modes, Huray said. 

At present, Semnet occupies 
a part of Suranet, a university- 
sponsored regional network 
spanning a dozen Southeastern 
states at 1.5M bit/sec., soon to 
be 45M bit/sec. Semnet ties to- 
gether the members of the High 
Performance Manufacturing 

Continued on page 62 


night send updates on accounts, 
including new orders, in batch 
mode over dial-up lines to an HP 
9000 minicomputer, also run- 
ning Brock software, at the re- 
gion’s telesales center. 
Salespeople, who sell the full 
range of HP products, also ac- 
cess the minicomputer to ex- 
change electronic mail, call up 
the latest prices and availability 
of products and put together 
quotations for cus- 
tomers, Ross said. 
Salespeople do 
most of their work 
on a local PC, 
minimizing the 
time they have 
to spend linked 
to the center’s minicomputer. 
Equipment for each telecom- 
muter comes to approximately 
$5,000, including software, a 
PC, two phone lines and a fax 
modem. 


Janell Genovese 
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Compuserve brings monthly fee on-line 


BY ELLIS BOOKER 
CW STAFF 





COLUMBUS, Ohio — Compu- 
serve is now allowing subscrib- 
ers to its on-line information net- 
work to opt for a flat monthly fee 
of $7.95 for about 30 informa- 


tion services. Until now, users 
have paid per-minute rates for 
the majority of Compuserve’s of- 
ferings. 

The move brings the nation’s 
largest on-line service in line 
with pricing schemes used by at 
least two of its competitors: Ge- 


nie, run by General Electric In- 
formation Services; and Prodigy, 
a joint IBM and Sears, Roebuck 
and Co. venture. The two ser- 
vices have monthly flat rates of 
$4.95 (non-prime time), and 
$12.95, respectively. The rate 
does not include access to Com- 


puserve’s software and hard- 
ware forums. 

Prodigy introduced the con- 
cept of a flat monthly fee when it 
went on-line in October 1988. 

“| think [Compuserve’s 
move] was a response to the 
marketplace,”’ said Lorraine Si- 


UES 
Os 


| can corbrre voice, data, fax and LAN 
over low-cost phone lines and save money. 


| 


Time was, the old stat mux was the best way to save money. 
Those days are gone. Your data-only multiplexor is costing 
you lost savings every day you use it. 

For about the same price as a stat mux, you can now buy a 
data/voice network server able to combine remote voice, 
data, fax and LAN traffic over one low-cost leased line at 
speeds from 9.6K to 56/64 Kbps. It's called Marathon 1K 
and it’s a breakthrough in technology and fast payback. 
Using the same private line for voice and fax as well as 
data and LAN traffic can save big bucks month after 


STULL 


month on phone company toll charges. So Marathon 1K 
can pay for itself in just a few months, and after that all 
the savings go to your company’s bottom line. 

Products that don’t save your company money are no 
more than profit robbers. Get Marathon instead. 

Call for a free compressed voice demonstration or attend 
a Data/Voice Integration Workshop. Call toll-free (800) 
MICOM US [642-6687] or (805) 583-8600. Fax (805) 583- 


1997. Canada: (800) 932-DVNS. 
Call today and stop wasting money. 


~ 
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Presidents Bush and Reagan at Micom’s 


Comnet Booth #956? Only our celebrity 
impersonator knows for sure. 
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leo, editor of “IDP Report,” a 
weekly newsletter on the elec- 
tronic information industry pub- 
lished by Simba Information, Inc. 
in Wilton, Conn. “Customers are 
looking for predictability and 
want some kind of handle on 
their spending.” 

Compuserve said current 
members will be able to sign up 
for the option first, and that most 
new members after March 1 will 
use the so-called basic service 
plan. 


Includes E-mail 

Electronic mail, one of the top 
applications of on-line networks, 
is included in the new pricing 
package. Reading all incoming 
mail is free (except from Inter- 
net), and users can send the 
equivalent of 60 three-page mes- 
sages. Above this monthly limit, 
users will pay 15 cents for the 
first 7,500 characters and 5 
cents for each additional 2,500 
characters. 

Frank Glaser, an assistant 
district attorney in New York 
who signed up with Compuserve 
only a month ago, noted that 
some of the “‘basic” services are 
already free of connect charges. 
Nevertheless, he was enthusias- 
tic about the new rate structure. 


AT&T, CLI 
show desktop 
videophones 


AT&T recently introduced a 
mass-market videophone for use 
on the public telephone network. 
The $1,500 Videophone 2500 
sports a 3.3-sq-in. color LCD and 
shows motion at 10 frame/sec. It 
will be available in AT&T Phone 
Center stores and department 
stores this summer. 

Last week at the Macworld 
Expo in San Francisco, Com- 
pression Labs, Inc. (CLI), which 
provided the video compression 
technology for AT&T’s unit, in- 
troduced a videophone system 
for the Apple Computer, Inc. 
Macintosh and Integrated Ser- 
vices Digital Network (ISDN). 

The Cameo Personal Video 
System, Model 2001, is de- 
scribed as CLI’s first in a family 
of desktop video solutions. 

The Model 2001 operates at 
128K bit/sec., allocating 64K 
bit/sec. of the ISDN Basic Rate 
Interface line for audio and 64K 
bit/sec. for video. 

CLI said future products will 
support IBM Personal Comput- 
ers and analog phone networks; 
other products will be compati- 
ble with the AT&T Videophone 
and CLI’s dedicated videocon- 
ferencing systems, the company 
said. 

The Cameo system, which 
will be available this spring, will 
retail for $2,095, or $1,595 
without the camera module. 
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NETWORKING 


Small firms unite through net 


CONTINUED FROM PAGE 59 


Consortium: the Southeast Man- 
ufacturing Technology Center 
(SMTC), the University of South 
Carolina, the South Carolina Re- 
search Authority, 16 South Car- 
olina technical colleges, General 
Motors Corp., Digital Equip- 
ment Corp., IBM, United Tech- 
nologies Corp., Kendall Square 
Research Corp. and 370 South 
Carolina manufacturers. 

SMTC, which leads the con- 
sortium, is funded by the U.S. 
Department of Commerce, the 
University of South Carolina and 
corporations. SMTC member 


companies come to it to learn of 
the latest manufacturing tech- 
nology, for training and for help 
developing and implementing 
business plans. They can also off- 
load power-hungry computer- 
aided design and manufacturing 
(CAD/CAM) applications from 
their personal computers to a 
DEC VAX 6440 vector proces- 
sor at SMTC. 


Tip of the iceberg 

Those capabilities require rather 
modest network and computer 
resources at present, but the 





-NEW PRODUCTS 


Local-area 
networking 
hardware 


Asante Technologies, Inc. has 
announced a low-price 10Base-T 
Ethernet concentrator. 

The 10T Hub/8 is an eight- 
port concentrator priced at 
$399. It includes autopartition- 
ing for isolating network fail- 
ures. 

The company also lowered 
the price of its 10T Hub/12 from 
$999 to $799. 

Asante Technologies 
404 Tasman Drive 
Sunnyvale, Calif. 94089 
(408) 752-8388 


Network 
management 


Boole & Babbage, Inc. has re- 
leased Net/Avail, an IBM Sys- 
tems Network Architecture net- 
work monitoring and reporting 
system. 

The software monitors net- 
work availability from an end- 
user standpoint, and it allows 
network managers to isolate 
chronic downtime problems. 

Pricing starts at $12,000. 
Boole & Babbage 
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510 Oakmead Pkwy. 
Sunnyvale, Calif. 94086 
(408) 735-9550 


Wide-area 
networking 
hardware 


Presticom, Inc. has introduced a 
data compressor capable of 
256K bit/sec. throughput over a 
56K/64K bit/sec. link. 

The BCX-1000/256 supports 
a number of synchronous and 
asynchronous communications 
protocols. It includes a 56K/64K 
bit/sec. dial backup feature. 

The compressor costs ap- 
proximately $8,000. 

The company has also an- 
nounced the BCX-3000, a multi- 
plexer/concentrator with the 
same compression capability as 
the BCX-1000/256. It includes 
Synchronous Data Link Control 
(SDLC) local polling for im- 
proved performance in IBM Sys- 
tems Network Architecture/ 
SDLC applications. 

The BCX-3000 costs approx- 
imately $11,000. 

Presticom 

Suite 1 

3275 Ist St. 

St-Hubert, Quebec J3Y 9Z7 
(514) 443-2909 


consortium has much more in 
mind. It wants manufacturers to 
be able to exchange product de- 
sign specifications — including 
three-dimensional images — 
electronically, and to have low- 
cost, interactive, multimedia 
communications capabilities 
with companies across the U.S. 

The consortium is developing 
an electronic bidding board, ini- 
tially for the U.S. Department of 
Defense (DOD) but eventually 
for other large parts buyers as 
well. Buyers will post requests 
for bids, and Semnet users will 
then download the associated 
specifications and drawings to 
see if they want to go after the 
business. Bids, award notices 
and additional manufacturing 
specifications would be sent back 
over the network. 

Huray said the electronic bid- 
ding system will help ensure con- 
formance to military specifica- 
tions, will reduce both govern- 
ment and vendor costs and could 
shorten procurement lead time 
for spare parts from months to 
days. 


Qualified database 

In a related effort, the consor- 
tium is establishing a networked 
database of manufacturing firm 
capabilities. The DOD or a com- 
mercial enterprise could use it to 
search for qualified bidders or to 
help gauge the qualifications of 
companies submitting bids. 


Gateways, 
bridges, 
routers 


Compatible Systems Corp. has 
created the RISC Router 
3000E, a two-port router based 
on a reduced instruction set 
computing (RISC) chip. 

The  Ethernet-to-Ethernet 
gateway/router is intended for 
local-area networks that include 
Apple Computer, Inc. Macintosh 
systems. Initial support is includ- 
ed for Appletalk, Transmission 
Control Protocol/Internet Pro- 
tocol and Digital Equipment 
Corp. Decnet protocols. 

The router costs $2,995. 
Compatible Systems 
Suite 102 
4730 Walnut St. 

Boulder, Colo. 80308 
(303) 444-9532 


Multiaccess Computing Corp. 
has announced a frame-relay Nu- 
bus adapter card. 

The MCC-1000F includes a 
data service unit/channel service 
unit. It plugs into an Apple Com- 
puter, Inc. Macintosh II and pro- 
vides multiple virtual connec- 
tions over a frame-relay wide- 
area network at T1 and 
fractional T1 speeds. 

The card costs $2,995. 
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Cable TV fills the bill 


or companies that believe full-duplex videoconferenc- 
ing is too expensive, SMTC may have an answer. 
SMTC will use commercial cable television to carry 
real-time color video and data back and forth between 
With the addition of a special board, an external converter box 
and software being written by SMTC, DEC and IBM, South 
Carolina manufacturing 


with the cooperation of two local cable TV companies that are 


connected by a land line. 


SMTC plans to extend the reach of the technique to any re- 
gion with cable TV and connections to the Internet. The Inter- 
net will convey data or video at 45M bit/sec. to one of three cen- 
ters in South Carolina, where a computer node will feed traffic 
into the local cable TV network for access by local companies. 


The consortium has 
to the DOD that it establish four 
centers for distributed comput- 
ing — two in South Carolina con- 
nected by a dedicated fiber-optic 
line, one at the General Motors 
Research Laboratories in War- 
ren, Mich., and one at the United 
Technologies Research Center 
in East Hartford, Conn. The two 
outside the state would be con- 
nected to Semnet via the Inter- 
net. 

Three of the centers would 


GARY H. ANTHES 


initially conduct research on the 
use of parallel supercomputing in 
manufacturing environments, 
using computers from Kendall 
Square, Thinking Machines 
Corp. and others. One of the 
South Carolina centers would of- 
fer production capacity for 
Southeastern manufacturers. 

Huray said he hopes General 
Motors and United Technol- 
ogies will eventually also use the 
network to solicit bids for parts 
from other Semnet users. 


Comm Server 1.1 links 
PCs to microcomputers 


The latest version of communi- 
cations server from Digital Com- 
munications Associates, Inc. 
(DCA) and Microsoft Corp. be- 
gan shipping last week. DCA/Mi- 
crosoft Communications Server 
Version 1.1 works more closely 
with Microsoft network fea- 
tures. 

The network-to-mainframe 
software now takes advantage of 
the remote access capabilities of 
Microsoft’s LAN Manager Ver- 
sion 2.1. Comm Server will link 
portable and home computers to 


Multiaccess Computing 
Bldg. C, 5350 Hollister Ave. 
Santa Barbara, Calif. 
93111 

(805) 964-2332 


Customer- 
premises 
equipment 


Digital Access, Inc. has an- 

nounced the Virtual Bridge for 

dial-up video teleconferencing. 
The product lets users em- 


IBM mainframes as well as to 
other microcomputers on sepa- 
rate networks. 

Comm Server sports a Micro- 
soft Windows-based open client 
interface, which makes it sim- 
pler for third-party terminal em- 
ulation software to run on the 
server. 

Shipping in configurations for 
eight, 32 and 64 simultaneous 
users, Comm Server costs from 
$2,995 to $8,995. Microsoft is 
based in Redmond, Wash. DCA 
is based in Alpharetta, Ga. 


ploy videoconferencing at multi- 
ple locations without requiring 
stand-alone controllers at each 
post. Image quality does not de- 
grade, regardless of the number 
of parties added to a conference, 
the company said. 

Virtual Bridge costs $2,500 
per installation. 
Digital Access 
Suite 200 
11501 Sunset Hiils Road 
Reston, Va. 22090 
(703) 471-5010 
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“Why didn’t someone tell me this @$!7& 
network would cost so much?” 


lot of executives go 
pale when they see 
just how much their 


computer networks are really 
costing them. 

“What’s with all this new 
payroll?” they ask. “I thought 
this thing was going to save us 
money.” 

Too late. They’re strapped to 
a runaway cash sucker and 
heading downhill fast. 


he fact is, the real 
economics of running a 
computer network are 


never even mentioned by the 
people trying to sell you one. 

They want you to believe 
that a network is basically 
a one-time expense. That 
growth is inexpensive and 
effortless. That you’ll never 
have a problem. 

Don’t buy blind. It will cost 
you unbelievable amounts of 
money and grief. You simply 
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Research proves 
Banyan more 
cost-effective 
than Novell, IBM, 
DEC and 
Microsoft. 





Send for this impartial survey 
of network cost-efficiency. It’s full 
of hard, actionable data. 


have to know what questions 
to ask before you decide 








which computer networking 


| system you are going to buy. 


hich brings us to 
the recently com- 
pleted research re- 


port offered free on this page. 

It was compiled by the 
Business Research Group, and 
shows how Banyan, Novell, 
IBM, DEC, and Microsoft 
stack up in cost of operation. 
We urge you to send for a 
copy of this report and to read 
it. It will help you make a 
better-informed decision. 

What BRG did was to 
interview the day-to-day 
LAN managers at 180 differ- 
ent organizations about the 
length of time required to 
execute 11 typical network 
functions. All five network 
vendors were equally repre- 
sented. But this is where 
the equality ended. 

Banyan won in all 11 cate- 
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Time Required To 
Add A Network-Wide Service 


Business Research Group/ Newton, MA bc16D 





Minutes 


For sheer cost-effectiveness, Banyan surpasses everyone. 


gories. Often by margins that 
were astounding. 


hatever the job, 
administrators of 
Banyan VINES net- 


works were always able to do it 
significantly faster. 

And faster translates into 
smaller staffs and lower cash 
outlays now and in the future. 





Banyan will save 
you a fortune. 
it’s indisputable. 





As the chart above shows, 
you can add a network-wide 
service to a Banyan VINES 
network in a fraction of the 
time needed to perform the 
same task on other systems. It 
stands to reason, therefore, 
that VINES administrators are 
much more productive. That 
you'll need fewer of them as 
you grow. And that your net- 
work costs will always be 





held to the barest minimum. 


Banyan’s clean sweep was 


no fluke. We won across the 
board because our unique 


integrated architecture sim- | 


plifies administration. With 
Banyan VINES, cost-efficien- 
cy is built in from the begin- 
ning. And as this competition 
proves, no other approach 
works nearly as well. 


Computer networks are | 


becoming indispensable to 





business. So understanding 
the true cost of networking— 
and all the factors that affect 
it—is now critical. 

The BRG report is a good 
place to start. This is a real- 
world report based on the tes- 
timony of actual network 
managers. Compare for your- 
self the relative performance 
of the major network vendors. 

If you want to check 
further, remember that more 
than a million people are now 


| using Banyan VINES in 


operations ranging from sev- 
eral individuals to the largest 
global networks. 

We’d be very happy to put 
you in touch. 


anyan is the world 
leader in simplifying 
the use and manage- 


ment of networks—and we 
can show you why. 





Call 
1-800-828-2404 
for your free copy 
of the BRG report. 





Please send this coupon to: BANYAN, 120 Flanders Road, 


Westboro, MA 01581 
1-800-828-2404 
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SOME GREAT REPUTATIONS ARE 
BUILT ON A SINGLE FOUNDATION. 


Namely, Motorola's 88000 RISC microprocessor. 
key It's the only architecture that ensures hardware 

compatibility and “plug and play” software inter- 
operability between diverse UNIX systems. 

The 88000 advantage is the result of a commitment made 
by each of the companies you see here —all members of 
880pen. By adhering to a set of certified standards, they've 
made it possible to protect your computer investment well 


into the future of Motorola’s RISC offerings. That's why 88000 is 
the foundation for an impressive range of desktop computers, 
workstations, servers and supercomputers, in addition to more 
than 300 fully compatible software packages. 

So if you want to be assured of exceptional performance and 


| long-range security, call 1-800-441-2447 for a complete listing of 
| 880pen members. And takeadvantage of some of the best reputa- 
| tionsinthe business. 


(AA) MOTOROLA 


Motorola and the 


@ are registered trademarks of Motorola, Inc. All company, brand and product names are trademarks or registered trademarks of their respective holders. © 1991 Motorola, Inc. All rights reserved 





MANAGER’S JOURNAL 


EXECUTIVE 


1982. He continues to be in 
charge of all of the compa- 
ny’s IS strategic development 
and planning, including voice 
and data, home-office and 
field facilities, printing and 
distribution. 

Brown joined The New 
England in 1972 as a senior 
systems analyst in the com- 
puter systems development 
department. He was named 
director of that department in 
1974 and has since assumed 
was elected vice president in 
1979. 

Before joining the compa- 
ny, Brown worked for Elec- 
tronic Data Systems Corp. 
He is a graduate of the U.S. 


Christopher J. Witham 
has been named to the newly 
created position of vice pres- 
ident of information technol- 
ogy at Hercules, Inc.,a 
chemicals manufacturer in 
Wilmington, Dei. The ap- 
pointment is effective Feb. 
15. 


Witham takes over the 
top IS position from James 
R. Wray, who retired at the 
end of 1991 after a 31-year 
career at Hercules. Wray 
had been director of informa- 
tion resources and opera- 
tions support. 

In his new position, 
Witham will report to R. 
Keith Elliott, Hercules’ se- 
nior vice president and chief 
financial officer. Witham 
was CFO of Hercules subsid- 
iary Aqualon Co. since last 
August. Before that, he had 
been controller and director 
of U.S. finance at Aqualon. 

A native of the UK, 
Witham joined Hercules in 
1976 as European audit 
manager based in Brussels. 
Before that, he worked in 
the investment banking, 
chemicals and accounting in- 
dustries in the UK, France, 
Belgium, Switzerland and 
Spain. 
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Troubled automakers rethink IS 


Big Three abandon inflated expectations, aim squeezed funds at EDI, dedicated nets 


INDUSTRY CLOSEUP 


IS in the 
Automotive Industry 


BY ALICE LAPLANTE 
SPECIAL TO CW 

he U.S. auto industry is expe- 

riencing its worst year ever. 

The aggregate losses for the 

Big Three automobile manu- 

facturers in 1991 have been 
estimated at $6 billion. That is equal to 
Iceland’s gross national product. 

With no immediate end in sight to 
the economic doldrums and with the 
ever-present competition from foreign 
carmakers, Ford Motor Co., General 
Motors Co. and Chrysler Corp. have 
been rethinking many of their strate- 
gies, including their use of information 
systems. 

“There has been an industrywide 
disappointment with technology,” says 
Norman Lewis, director of corporate 
systems planning and development at 
Ford. “Expectations were wildly exag- 
gerated, with manufacturers automat- 
ing excessively without understanding 
what was wrong with the underlying 
processes,” Lewis says. 

That disappointment and cold eco- 
nomic reality have led to a squeeze in IS 
budgets. A recent CSC Index, Inc. sur- 
vey found that systems budgets for 
U.S. automobile and parts manufactur- 
ers will increase only 1.4% next year, a 
steep decline from last year’s increase 
of 6.5%. 

With less discretionary money to 
spend, automotive IS chiefs have been 
called on to spend it wisely and conser- 
vatively without sacrificing competi- 


tiveness. To that end, they have been 
targeting ways to improve or revamp 
their lines of communications to their 
suppliers through electronic data inter- 
change (EDD), just-in-time setups and 
dedicated networks. 

Optimizing the producer/supplier 
link is attractive to automakers that 
see this as a means to reduce excess in- 
ventory, cut delivery time, improve effi- 
ciency of production scheduling and as- 
sist design and quality control efforts. 

The upshot, the carmakers hope, 
will be cheaper and faster production of 
a better product. 


Leaner and meaner 
At GM, which recently announced that 
it will be closing 21 plants and eliminat- 
ing 74,000 jobs over the next four 
years, the biggest IS project in the 
works is one aimed at streamlining its 
complex and redundant links among 
suppliers, manufacturing sites and 
dealers to get it closer to just-in- 
time manufacturing ef- 
ficiency. 

GM’s Integrated 
Scheduling Project 
(ISP), which is slated for 
completion by the end 
of 1993, will eventually 
replace 30 different ma- 
terials and scheduling 
systems with one in- 
tegrated system to handle in- 
ventory, manufacturing and fi- 
nancial data. The first stage of 
this effort was completed in De- 
cember at GM’s Lansing Car 
Assembly Plant in Michigan, 
where GM has replaced over a doz- 
en site-specific systems with the 
ISP system. 

Using the new ISP system, a five- 
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module application system developed 
by Electronic Data Systems Corp. 
(EDS) personnel, Lansing management 
can receive orders from the various car 
divisions for the number and type of ve- 
hicles to build, and then create an esti- 
mated 20-week manufacturing sched- 
ule for itself and its suppliers. 

In addition to that long-term sched- 
ule, suppliers are sent schedules via 
EDI each morning before the plant 
opens. “It tells them what materials 
need to be delivered to what docks at 
what hour during that manufacturing 
day,” says Richard Price, the EDS ac- 
count manager at the Lansing plant. 

At Chrysler, infor- 

To page 68 
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ATM pioneers reaped market share, income 


BY MITCH BETTS 
CW STAFF 


t a time when the business 
value of information technol- 
ogy investments is under fire, 
there is some good news. Re- 
searchers have produced 
hard evidence that one of the earliest 
strategic information systems 
— the deployment of auto- 
mated teller machines 
(ATM) in the 1970s — 
really did produce big 
and lasting rewards for 
the pioneers. 
That is the conclusion 
of assistant professors 
Brian L. Dos Santos at Pur- 
due University and Ken Peffers 
at Rutgers University, who studied 
3,000 banks using data from the Feder- 
al Deposit Insurance Corp. and the 
Federal Reserve. 


ae 


The goal of the study was to deter- 
mine whether early adopters of ATMs 
in the 1970s were able to increase mar- 
ket share, increase profits and reduce 
costs. The answers turned out to be 
yes, yes and no. 


Market share increased 
Midsize and large banks that were ear- 
ly adopters of ATMs obtained 


whopping increases in mar- 

ket share, Dos Santos 

said. For example, banks 

with assets of $500 mil- 

lion that adopted ATMs 

in 1973 saw their mar- 

ket share increase an av- 

erage of 38% by 1983, a 

direct result of their ATM 
networks. 

Apparently, customers changed 
banks to take advantage of the conve- 
nient ATM services, he said. The mar- 
ket gains by early adopters were not 
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lost by 1986 (the end of the study peri- 
od), even though by 1986, most banks 
had offered ATMs. 

The study found that ATM pioneers 
had bigger profits, too. For example, 
banks with assets of $500 million that 
adopted ATMs in 1973 had an average 
profit increase of $7 million each year 
for a 10-year period because of their 
ATM networks, Dos Santos said. 

The biggest rewards went to “‘first- 
mover” banks that deployed ATMs in 
the early 1970s, whereas the followers 
in the late 1970s gained very little, he 
noted. Very small banks (with assets of 
less than $50 million) did not boost 
market share or profits from early ATM 
adoption, the study found. 

The dark cloud around this silver lin- 
ing, however, was on the cost reduction 
issue. The researchers found no sup- 
port for the assumption that ATMs 
have reduced costs in the banking in- 
dustry. 








Troubled automakers 
rethink IS spending 


CONTINUED FROM PAGE 67 


mation technology is currently 
focusing on strengthening the al- 
ready-strong commitment to 
standard EDI communication 
among the various plants and 
suppliers by putting enormous 
emphasis on the quality of infor- 
mation conveyed electronically. 

Currently, 98% of production 
suppliers are using EDI, accord- 
ing to Chuck Beerman, advanced 
systems executive for produc- 
tion control at Chrysler. This has 
helped the Detroit-based manu- 
facturer operate more effective- 
ly with a third of the manpower it 
had five years ago, he says. 

A recently implemented sys- 
tem developed in-house and 
based on expert system con- 
cepts verifies the accuracy of ad- 
vanced shipping notices (ASN) 
electronically transmitted by 
suppliers. The program checks 
to make sure that all relevant in- 
formation — such as what is be- 
ing shipped, the quantity being 
shipped and where it is being 
shipped — is not only present 
but correct. 

“Tf the supplier puts a supply 
number or a plant shipping code 
that doesn’t exist, the system 
catches it right away and imme- 
diately sends the supplier a mes- 
sage that asks for a correction,” 
Beerman says. 

Furthermore, the ASN trans- 
action is automatically matched 
to pricing and inventory data- 
bases at the automaker, enabling 
it to track inventory levels and 


ow Japanese automakers relate to 


payment schedules. 

Chrysler is also working on 
conveying more data on stan- 
dard EDI transmissions. For ex- 
ample, if there is a quality prob- 
lem with a shipment, Chrysler 
now uses EDI to notify the sup- 
plier within an hour (as opposed 
to weeks) of the problem. 

Ford is attempting to make 
EDI a vehicle for information 
sharing that is a major step be- 
yond information exchange, 
Lewis says. “Sharing means the 
supplier has just as much owner- 
ship of the system and the infor- 
mation as you do,”’ he explains. 

In some instances, making 
suppliers co-owners of informa- 
tion also means giving them 
much more decision-making au- 
thority. For example, Ford is 
now pilot-testing a system that 
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Dealer talk 


here is another side to the communications equation: 
manufacturers’ links with dealers. Bob Denner, a part- 
ner at Andersen Consulting, lists where dealers and 
manufacturers link up now or will in the future: 
e Ordering vehicles. Dealers are currently on-line 
for finding cars within a region for clients. 
e Ordering replacement or repair parts. Dealers can now 


do this through EDI. 


e Approving customer credit. Dealers can currently hook up 
electronically to a manufacturer’s credit bureau computer and 


get credit approval in minutes. 


e Speeding distribution. Technology will eventually shrink 
factory-to-dealer time from six weeks to two. 

e Preparing custom orders. Eventually, just-in-time and 
EDI links will enable clients to get the exact car they want with- 
in a week. This would cut down on the costs of cars because car 
makers would not produce stock that doesn’t sell. 


ed cooperation with suppliers is 
the product design cycle. 

While there are philosophical 
reasons for a lack of design syn- 
ergy in the U.S. (see story be- 
low), the technical obstacles boil 
down to a dearth of standards: 


ORD IS NOW pilot-testing a system that 
allows suppliers to look into its inventory 
databases in real time using Ford-supplied 


terminals. 


allows suppliers to look into its 
inventory databases in real time 
using Ford-supplied terminals. 
The goal is to give suppliers the 
ability and authority to deter- 
mine what to ship to meet Ford’s 
manufacturing schedule. 

For U.S. automakers, the 
next great frontier in IS-facilitat- 


There are multiple proprietary 
graphics and computer-aided de- 
sign and manufacturing (CAD/ 
CAM) systems used within each 
manufacturer’s operations, mak- 
ing it difficult for a supplier to op- 
erate efficiently with a myriad of 
plants and automakers. 

In fact, according to statistics 


Family dynamics, Japanese-style 


The answer, at least to the Japanese, is obvi- 





their suppliers is less of a technical 

issue than a philosophical one. Un- 

like the U.S. automakers, Japanese 

carmakers look upon their suppliers 
as part of the “family,” not as adversaries out of 
whom to squeeze the most favorable terms. 
They use technology to strengthen bonds, in- 
volving suppliers in all aspects of the design and 
manufacturing process. U.S. carmakers should 
take heed. 

According to research consortium CAM-I, 
automakers in Japan depend on suppliers to pro- 
vide more than 50% of the engineering design 
work when developing new car models. To this 
end, they even shoulder part of the cost of EDI. 
In the U.S., carmakers ask suppliers to contrib- 
ute less than 20% of the design work — and 
take 25% longer than the Japanese to introduce 
new products. 

Not only do the Japanese get their cars to 
market faster, but their relationship with suppli- 
ers also helps their product quality efforts. ‘The 
Japanese ask, ‘Who knows best how to design a 
fuel injector system — the supplier who will ac- 
tually build the part or the carmaker who will 
merely assemble it into a finished product?’ ” 
says Michael Roberts, international program di- 
rector of CAM-I. 


ous. “The result,” Roberts explains, “is fewer 
quality problems, because the people who know 
the operating principles of building a good fuel 
injection system are helping to design it.”” 

Beyond a change of mind-set, U.S. automak- 
ers need to implement the technologies that 
make the synergy happen, such as standardized 
design databases that facilitate direct electronic 
transfer and data manipulation; computer simu- 
lation capabilities shared among manufacturers 
and suppliers; and real-time networked systems 
that enable remote electronic design “‘brain- 
storming” to avoid duplication of effort, says 
Henry Osti, a consultant at CSC Index. 

The U.S. manufacturers may want to look to 
their Japanese counterparts for examples of how 
the technology synergy is put to work. For in- 
stance, Mitsubishi Corp.-owned Diamond Star 
Motors Corp. in Normal, IIl., is implementing se- 
quential processing — the “ultimate EDI,” says 
Rex Schemerhorn, IS manager. 

“When we are building a car, we actually 
broadcast the data for that sequence number to 
our supplier just as if that supplier were part of 
our assembly line,’’ Schemerhorn explains. ‘“We 
have a team or family relationship with our sup- 
pliers that goes way beyond EDI and is critical to 
the way we do business,” he says. 
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from the University of Michi- 
gan’s Department of Transpor- 
tation, in pre-CAD/CAM days, 
the 1955 Chevrolet had a prod- 
uct introduction cycle of approxi- 
mately two years. The current 
average cycle for domestic man- 
ufacturers using CAD/CAM has 
more than doubled to 42 years. 

A joint venture involving the 
Big Three, announced in No- 
vember, will attempt to remedy 
the situation by developing 
CAD/CAM standards for the en- 
tire industry, says Henry Osti, a 
consultant at CSC Index in Bos- 
ton. 

Furthermore, CAM-I, a man- 
ufacturing consortium funded by 
100 industry members in Arling- 
ton, Texas, announced in De- 
cember a new program called 
Quality Customers Quality Sup- 
pliers. This program will focus 
exclusively on relationships 
among manufacturers and sup- 
pliers and how they can be im- 
proved through technology as 
well as better managerial and or- 
ganizational practices. 

For its part, the federal gov- 
ernment has attempted to stan- 
dardize electronic transmission 
of engineering and parts specifi- 
cations with its Computer-aided 
Acquisition and Logistics Sup- 
port (CALS) initiative. However, 
says Michael W. Roberts, CAM- 
I’s international program direc- 
tor, CALS has not caught on 
widely within the automotive in- 
dustry. The reason? Because so 
few U.S. manufacturers involve 
their suppliers in the design pro- 
cess, it makes little sense for 
suppliers to invest in expensive, 
proprietary technology that 
automates that process. 

“We haven’t yet been told we 
would be cut out of business if we 
didn’t comply, which was the 
case with EDI,” says Jim Bon- 
ham, electronic communications 
manager at The Gates Rubber 
Co. in Denver, the world’s larg- 
est supplier of automotive belts 
and hoses. “The new joint ven- 
ture on CAD/CAM should help 
enormously.” 


LaPlante is a free-lance writer in Palo 
Alto, Calif. 


CALENDAR 


FEB. 2-8 


Infocomm international. Washington, 
D.C. Feb. 3-9 — Contact: The International 
Communications Industries Association Annu- 
al Convention (ICIA), Fairfax, Va. (703) 273- 
7200. 


Speech Tech/Voice Systems World- 
wide '92. New York, Feb. 4-6 — Contact: 
Media Dimensions, New York, N.Y. (212) 533- 
7481. 


Western Communications Forum. Ana- 
heim, Calif., Feb. 3-5 — Contact: Western 
Communications Forum, Chicago, Ill. (312) 
938-3500. 


information Confer- 
ence. New York, Feb. 4-5 — Contact: The 
Conference Board, New York, N.Y. (212) 759- 


0900 
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Structured Testing. Bellevue, Wash. Feb. 
11-13 — Contact: Diane Cole, Computer Pow- 
er Group, Phoenix, Ariz. (602) 956-7575. 


The New Rules of the IRS Seminar. Ar- 
lington, Va., Feb. 12 — Contact: Electronic 
Data Interchange Association, Alexandria, Va. 
(703) 838-8042. 


Government Technologies Confer- 
ence/Southwest Region. Austin, Texas 
Feb. 12-14 — Contact: GMW Communica- 
tions, Sacramento, Calif. (916) 443-7133. 


Nolan, Norton & Co. Annual Sympo- 
sium. Tarpon Springs, Fla., Feb. 13-14 — 
Contact: Joan Elder, Nolan, Norton & Co., 
Lexington, Mass. (617) 862-8820. 


Graphics '92. Orlando, Fia., 
Feb. 10-12 — Contact: Sheila A. McDonald, 
Frost & Sullivan, Inc., New York, N.Y. (212) 
233-1080. 


Networld ’92. Boston, Feb. 11-13 — Con- 
tact: Annie Z. Scully, Bruno Blenheim Asso- 
ciates, Englewood Cliffs, NJ. (201) 346- 
1400. 


Dexpo. Calgary, Alberta, Feb. 11-13 — 
Contact: Miller Freeman Expositions, Boston, 
Mass. (617) 232-3976. 


FEB. 16-22 


information Security Managers Sym- 
posium. San Diego, Feb. 18-20 — Contact: 
Pamela Bissett, MIS Training Institute, Fra- 
mingham, Mass. (508) 879-7999. 


CASE World Conference & Exposition. 
Santa Clara, Calif., Feb. 18-20 — Contact: 
Digital Consulting, Andover, Mass. (508) 470- 
3880. 


FEB. 23-29 


Platforms For Computing (PC) 
Tucson, Ariz., Feb. 23-26 — Con 


Annual 
Forum. 


tact: Edventure Holdings, Inc., New York, 
N.Y. (212) 758-3434. 


MARCH 1-7 


10th Annual Computer-based Training 
Conference & Exposition. Orlando, Fia., 
March 2-5 — Contact: The Conference De- 
partment, Weingarten Publications, Inc., Bos- 
ton, Mass. (617) 542-0146. 


MARCH8&-14 


The ClO Perspectives Series — The 
Business of IT: Finding the Payoff. San 
Diego, March 8-11 — Contact: CIO magazine, 
Framingham, Mass. (508) 935-4631. 
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The most 
UNIX RDBMS 
licenses 
worldwide. 


a 
informix has over half a million 


installed UNIX licenses. That’s more than 
Sybase. ASK/Ingres. Even Oracle. 

Why do so many companies rely on 
Informix software to manage their critical 
data? 


> Expertise. if you're under the gun to 
implement data management solutions— 
start-to-finish—Informix has all the pieces 
you need. 

*INFORMIX-OnLine is the database 
server of choice for demonstrating UNIX 
performance. 

*More people use applications built with 
INFORMIX-4GL than any other UNIX 
DBMS development tool. 

*INFORMIX-SQL was recently voted “#1 
DBMS for Multiple Environments” by 
readers of Government Computer News. 

Informix is one of the only database 
companies with a language for developing 
GUI decision support applications. 


> Investment Protection. Your needs are 
going to grow and change. Technology will 
continue to evolve. That's why Informix is 
committed to future transparent migration. 
We want you to know that whatever the 
source of change—new technology on our 
part, or business changes on yours—we're 
protecting your investment. 


> Partnership. [n addition to the many 
companies who use Informix to develop in- 
house applications, thousands of VARs sell 
vertical applications they've written on 
Informix. Dozens of computer manufactur- 
ers sell Informix as a key component of 
client/server solutions. And systems integra- 
tors worldwide use Informix products to 
build custom applications for their clients. 


>» Experience. The track record speaks for 
itself. We've been developing DBMS soft- 
ware on UNIX for UNIX for over a decade. 
In fact, Informix was selling open systems 
solutions long before others were even 
thinking about it. Today, our products are 
helping to define client/server computing in 
the 90s—and beyond. 


> The Big Picture. If you're even thinking 
about UNIX for data management, you 
should be talking to Informix. 


Call us toll free: 1-800-68S-IFMX. 
See us at UniForum, booth #2543. 


fA INFORMIX’ 


Information management 
for open systems. 


All company names and logos are registered trademarks of the individual companies 





Design Recovery"gives you 
a whole new way 
to look 
al your existing systems. 


Imagine looking at your 
existing systems as a tremen- 
dous resource — not a mainte- 
nance nightmare. As a pool of 
knowledge from which to draw 
— not a drain on your valuable 
resources. 


INTERSOLY invites 


you to look again. 

Design Recovery provides a 
new perspective on your existing 
systems by bringing the power of 
CASE to your maintenance develop- 
ment life cycle. At INTERSOLY, we 
realize that the problem with software 
maintenance isn’t changing the 
code... it’s figuring out what the 
system does. 

Design Recovery lets you 
recapture the information you need 
from existing applications — data, 
process logic, and user interface 
specifications — and populate a LAN 
repository automatically. System designs can then be extracted and 
displayed in easy-to-understand diagrams. 

You can see the logic behind your programs at a glance. You can 
analyze I/O relationships, identify system design flaws, and 
measure program complexity to determine what system 
components you can reuse. 


CASE for the 90s Means 


Building on Success. 

CASE tools have revolution- 
ized planning, analysis, design, and 
application generation. But the time 
has come to focus that same CASE 
power on re-development. Future success 
means capitalizing on existing systems — 
making the most of your available resources. 
Doing more with less. 


Design Recovery allows you to adapt existing systems to support 
new business goals, modify systems to meet new user requirements, and 
even regenerate old systems information for use in re-analysis, re-design, 
and regeneration. And that’s building on success. 


Use it standalone... 


or as part of a powerful CASE family. 

INTERSOLY is committed to supporting IBM's AD/Cycle framework 
and Design Recovery is the comerstone of this commitment. The new 
Re-Development Series provides a standalone PC- or LAN-based solution 
for developers who rework existing applications for use in new systems 
development. Or, together with INTERSOLV’s family of CASE tools, 
including the INTERSOLV LAN Repository, Design Recovery provides 
a total re-development solution. 


A New Report Spells It Out — 
Get Your Copy Free. 
It’s time to reduce your ongoing maintenance 
costs and increase productivity. Find out 
more in our new report How to 
Leverage Your Invest- 
ment In Existing 
Systems. Mail the 
coupon below and get 
your copy — free. 
Or call toll-free: 
1-800-547-4000 


¥ | iS! Send me a copy of your 
*« management report, 
How to Leverage Your Investment in 
Existing Systems 
Name 
Title 
Company 


Address 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Complete the coupon and send to; INTERSOLV, 3200 Tower 
Oaks Blvd., Rockville MD 20852, ATTN: Special Report 
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EXECUTIVE REPORT 


CUSTOMER SERVICE 
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IS at your service 


Increasingly, the corporate quest for happy customers 
1s enlisting technology’s aid 


US West’s Stephen Archuleta hopes distributed mainframe access will reduce time customers 
typically spend on hold while reps hunt down information (see story page 76) 


BY DEREK SLATER 


es, sir! Lickety-split, right away, in your 
size first thing in the morning, no charge, 
and thank you for calling! Customer ser- 
vice is hot these days, and information 
technology is fast emerging as the biggest 
servant of all. 

As markets grow tighter and product 
life cycles shorten, many U.S. businesses 
are increasingly counting on superior ser- 
vice to help them stand out. And informa- 

tion systems, with its potential for gathering and 
analyzing data on customer needs and attitudes, is 
playing a growing role, especially in the hard-hit fi- 
nancial services and automotive industries. 

“Everybody is pretty competitive on price,” ex- 
plains Gary Orrell, staff vice president of MIS at 
The Hertz Corp. “‘Service is the No. 1 factor for 
differentiation.”” Over the past few years, the Park 
Ridge, N.J.-based auto rental agency has installed a 
variety of technology-based customer service pro- 
grams. 

Indeed, recent polls suggest widespread inter- 

est and increasing spending on customer-oriented 
applications in the coming year. 
e A new survey of 444 senior IS executives by CSC 
Index, Inc. found that four of the top six areas for 
technology investment for 1992 are related to cus- 
tomer service. Order processing ranked first, with 
nearly half (48%) of surveyed companies planning 
to invest, followed by postsale customer service 
(46%), product delivery (43%) and presale \cus- 
tomer service (35%). Executives in nine of 16 ver- 
tical markets polled listed service technologies as 
their top investment area. 


Slater is Computerworld’s new products writer. 
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e “Customer service’ was most frequently cited 
by 1991 Computerworld Premier 100 winners as 
“the biggest challenge” facing their industries in 
1992. 

e The American Bankers Association released a 
survey last August showing that many members 
are planning to implement or expand customer-ori- 
ented technologies, notably financial electronic 
data interchange (EDI), platform automation, 
voice-response systems and automated teller ma- 
chines, in 1992. 

e A study by Ledgeway/Dataquest reported that 
service delivery systems make up about 40% of 
technology spending by service vendors. 

e The National Association of Realtors is expand- 
ing a major project aimed at promoting personal 
computer use among its 800,000 U.S. members. A 
main goal is to improve customer service, associa- 
tion officials say. 

Companies taking the plunge will join U.S. 
Healthcare, Inc., Prudential Securities, Inc., The 
Chase Manhattan Bank NA, BMW of North Ameri- 
ca, Inc., Portland General Electric Co. and hun- 
dreds of other firms that have recently installed or 
upgraded customer-oriented systems. Interest is 
not confined to the U.S. The division president of 
The Molson Cos. last summer told a Canadian con- 
ference on the use of information technology that 
the ‘“‘customer is going to be king”’ in the new busi- 
ness era and predicted that IS will be a key factor in 
providing top-notch service. 


Big impact still possible 

Why all the interest? One big reason, analysts say, 

is that customer service today goes well beyond 

smiles and refunds for disgruntled buyers. “It used 

to just mean, ‘Did you get me the right product at 
Continued on page 72 
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Customer 
Service 


KEY POINTS 


> Many U.S. businesses 
are exploring new ways of 
deploying information 
technology to improve 
customer service. 


»Common obstacles in- 
clude difficulty in assigning 
a dollar value to paybacks 
and poorly planned sys- 
tems that ignore custom- 
er needs. 


> Domino’s Pizza hopes 
to get better, quicker cus- 
tomer feedback by mod- 
ernizing and automating a 
15-year-old survey sys- 
tem. See story page 73. 


> After a decade of oper- 
ation, the GE Answer Cen- 
ter continues to evolve. 
See story page 72. 


> US West Communica- 
tions is undertaking a $25 
million overhaul to re- 
duce on-hold time for its 
small-business custom- 
ers. See story page 76. 


> Most popular technol- 
ogies include EDI, elec- 
tronic imaging, inventory 
management, digital radio 
networks, automated call 
distributors, expert sys- 
tems and handheld com- 
puters. See story page 80. 


QUOTABLE: 


“Service is the No. 1 
factor for differentia- 
tion.” 


Gary Orrell 
The Hertz Corp. 
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CUSTOMER SERVICE 
EXECUTIVE REPORT 


GE answers call to evolve 
10-year-old help line 


BY ALAN RADDING 


“There’s water on the floor around my 
washing machine,” an anxious caller tells 
the General Electric Co. Answer Center 
representative. Within seconds, the rep- 
resentative is running through a comput- 
erized checklist of likely causes: a loose 
hose, a blocked drain or perhaps a prob- 
lem inside the machine. 

In most cases, the problem can be iden- 
tified in minutes and even corrected by 
the caller. If the fix re- 
quires a trained service 
technician, the caller is 
switched directly to the 
GE Service Center, where 
he can schedule an ap- 
pointment if he desires. 

By offering one-call 
customer service, the GE 
Answer Center in Louis- 
ville, Ky. — part of the $6 
billion, 25,000-worker GE 
Appliance Division — 
eliminates the frustrating 
customer service run- 
around, says William 
Waers, manager of con- 
sumer communications 
and telemarketing. 

According to Waers, 
most calls to the service 
center are resolved with a single call. 
That’s a big improvement from the man- 
ual systems of bygone days that required 
service representatives to thumb through 
thick manuals to diagnose problems. 


Immediate access 
Behind the effectiveness of the GE An- 
swer Center is a massive text database 
containing more than 1 million problem- 
resolution responses. Any of these can be 
called up in less than two seconds —— and 
often less, says Annette Mattingly, infor- 
mation technology team leader. 

The system also contains continually 
updated files of product, dealer, service, 


parts and merchandising information. An 
indexing algorithm is used to call up data 
using key-word searches. 

GE opened the Answer Center 10 
years ago. Since then, four full-time pro- 
grammers have been updating the prob- 
lem-resolution text database daily. It’s a 
good example of a service pioneer that 
has kept evolving. 

Today, the center employs 225 peo- 
ple. It handled 3.5 million customer ser- 
vice calls in 1991, up 500,000 from 1990. 


GE’s Answer Center in Louisville, Ky., reduces customer frustra- 
tion by offering one-call service 


Customer service representatives work- 
ing at terminals connected to a Bull HN 
Information Systems, Inc. DPS-9000 
mainframe each handle more than 100 
calls a day. 

Service representatives handle a 
range of appliance brands, including GE, 
Hotpoint, RCA Corp. and Monogram. 
They are backed by a team of 12 product 
support specialists who develop respons- 
es for situations not already in the data- 
base. If needed, these specialists also pro- 
vide more detailed information directly to 
callers, typically do-it-yourselfers trying 
to fix products themselves. 

According to Waers, “customer ser- 


vice . . . puts a human face on the corpora- 
tion and builds customer loyalty.”’ But he 
says pinpointing exactly what constitutes 
customer satisfaction is a bit tricky. 

Key considerations include meeting 
buyer expectations, such as pointing cus- 
tomers to the nearest free warranty ser- 
vice, providing tips on how to best use a 
product or saving the caller the price of a 
service visit by guiding him through the 
repair process. 

The Answer Center system gives call- 
ers four kinds of detailed information: pre- 
purchase, use and care, service assistance 
and other assistance. 


Taking the pulse of customers 
Besides giving callers information, the 
system also helps GE take the pulse of 
customers. For example, if a particular is- 
sue suddenly crops up, the 
system prompts customer 
service representatives to 
poll callers with questions 
related to the issue. 

The system randomly 
prompts representatives 
to request a customer’s 
name and phone number. 
That information can be 
turned over to indepen- 
dent research firms to con- 
duct customer satisfaction 
surveys. Surveying is per- 
formed daily and is report- 
ed every six months. 

Representatives use 
the system to support new 
sales. For instance, work- 
ers help callers decide 
whether to fix or replace 
an appliance by providing new product 
pricing, service call fees and other infor- 
mation. Similarly, representatives 
prompted by the system can steer callers 
to dealers participating in special mer- 
chandising promotions. This, in turn, 
stimulates greater dealer participation, 
Waers says. 

However, GE says it does not use the 
system to identify and track individual 
callers because most customers prefer 
anonymity. “We don’t take the caller’s 
name unless we have their permission, 
and we don’t use any automatic number 
identification,” Waers says. 

Finally, computerization also helps 
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the right time and place?’”’ says John 
Cunningham, president of Competitive 
Technologies, Inc., an Easton, Conn., 
consultancy. 

Now, Cunningham says, it means 
pleasing buyers in many areas. 

Customers, for example, may want to 
choose from a wide variety of products 
and options. Some might like to order 
electronically, pay by charge card or cor- 
porate account and have goods delivered 
immediately. 

Besides demanding quick and accurate 
technical support, buyers may also have 
special requests, such as a Spanish-speak- 
ing sales representative or 24-hour or- 
dering. 

“Information technology is being in- 
vested in because it’s really the only way 
to enable customers to look at the infor- 
mation they want, whenever they want to 
and for whatever purpose they want,” 
says Daniel Pfau, vice president of Cam- 
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bridge, Mass.-based CSC Index. ‘‘Infor- 
mation technology makes that process 
seamless and fast.”’ 

Imaging, EDI, voice response and oth- 
ers are seen as hot technologies for 
speeding and streamlining the flow of in- 
formation from the business to the cus- 
tomer and back (see story page 80). 


Chance to gain edge 

However, an even bigger reason, accord- 
ing to IS managers and consultants, is that 
customer service is among the small — 
and shrinking —- number of areas in which 
technology can be used to gain competi- 
tive advantage. 

By some estimates, gaining a new cus- 
tomer can cost as much as five times more 
than retaining an existing one. So a 
freight company that can quickly pinpoint 
the location of a missing package, for in- 
stance, will find its efforts well worth it. 

Typical of the desire to quickly and ac- 


curately handle customer calls is Copper- 
state Business Systems, a Phoenix-based 
firm that retails and services point-of-sale 
systems. 

“‘We needed to become more efficient 
because as our products have become 
more reliable, we receive fewer calls for 
service,” says Tom Francis, system ad- 
ministrator at Copperstate. ‘‘Our service 
department also needs to dispatch our 
field technicians and track service calls 
properly.” 

To that end, the firm recently installed 
integrated service management and sales 
software that it says tracks incoming calls 
better and provides lower prices and bet- 
ter reputation. 

Another factor driving interest in cus- 
tomer service technology, Cunningham 
notes, is that product life cycles are de- 
creasing in nearly every market. For IS, 
that means building systems that can 
quickly identify and supply whatever in- 
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Company: General Electric Ap- 
i Division.” 

Goal: Increase satisfaction, re- 
sponse speed and usefulness of 10- 
year-old GE Answer Center. 


Strategy: Migrate from Bull 
DPS-9000 mainframe to Amdahl 
IBM-compatible environment; add 
to 1 million entries in problem-reso- 
lution database. 


Payoff: Faster response and 
quicker routing for 3.5 million cus- 
tomer calls received each year. 


eliminate “telephone tag,’ which frus- 
trates customer and company alike. 

GE considers the system a success: On 
its most recent customer satisfaction re- 
port card, GE hit an all-time high of 96% 
satisfied, Waers reports. Even so, evolu- 
tion continues. 

The Answer Center is slowly migrat- 
ing from its old Bull to an Amdahl Corp. 
mainframe environment, Mattingly says. 
The Bull system continues to handle the 
bulk of the applications, which run under 
GE’s Common Software Environment. 
The system is two-thirds completed; ad- 
ministration and training modules are al- 
ready in use. 

A quality-control application was put 
on hold when the division was restruc- 
tured. 

“We are now using a team approach 
with high employee involvement. [The 
monitoring application] was a system for 
when we had a lot of supervisory people,”’ 
Waers explains. 

Under consideration for future use are 
workstations, artificial intelligence, imag- 
ing and graphical user interfaces. Major 
changes will be approached with caution, 
however. With 3.5 million callers a year, 
“‘we have to plan our changes so there is 
no negative effect on customer service,” 
Mattingly says. 

While technology anchors the system, 
Mattingly says, excellent service also re- 
quires college-educated workers, a low 
turnover rate and good training. 


Radding is a free-lance writer in Newton, Mass. 


formation the customer wants. 

Whirlpool Corp. did just that. The ap- 
pliance maker’s service centers in Knox- 
ville, Tenn., and Benton Harbor, Mich., 
integrate imaging, artificial intelligence 
and other technology to provide speedy 
customer response. 

Customer calls to the center are rout- 
ed to a service agent, along with a data- 
base file listing all previous service calls. 
Company officials say having caller infor- 
mation in hand helps Whirlpool employees 
anticipate customer needs and results in 
shorter calls, thanks to on-line manuals. 

Another example is this: Simon & 
Schuster, Inc. plans to instal! a voice-re- 
sponse unit that will provide automated 
Touch-Tore order entry around the 
clock. Connected to inventory records, 
the voice-response unit will also handle 
routine price and availability inquiries, 
freeing human operators to deal with 
more complicated customer calls such as 
complex multiple-title orders. 

“Use of technology is becoming more 
widespread in the publishing industry,” 
says Rick Bates, vice president of custom- 
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Domino’s: How was your pizza, ma'am? 


BY MEL MANDELL 


Any way you slice it, the pizza business is 
very competitive. That’s why Domino’s 
Pizza — long dominant in home delivery 
but not generally considered a leader in 
customer satisfaction — is counting on 
better service to spice up its efforts in the 
ongoing pizza wars. 

By year’s end, the Ann Arbor, 
Mich.-based firm will have fin- 
ished installing a revamped, pa- 
perless version of its 15-year-old 
“Mystery Customer Survey” sys- 
tem. Based on networked person- 
al computers and servers linked to 
an IBM Enterprise System/9000 
mainframe, the new system will 
speed up handling of customer 
complaints, according to Robert 
Greig, Domino’s manager of mar- 
keting and operations systems. 

Instead of the paper questionnaires 
now used in most of the chain’s 5,200 out- 
lets, complaints will be keyed into PCs 
and handled electronically, Greig says. At 
present, customer gripes are collected via 
mail-in questionnaires, which are then 
scanned into databases. 


Pie wars rage on 

The Mystery Customer Survey system 
represents an important weapon in Domi- 
no’s battles against the hungry pack of 
competitors taking huge bites out of the 
lucrative pizza home delivery business. 

In just six years, Domino’s_ has 
watched its 60% share of the home deliv- 
ery market melt to 50%, according to 
Gerry Durnell, editor/publisher of Pizza 
Today, a trade magazine. Pizza Hut, Inc., 


the world leader with more than 7,000 
pizzerias, pushed into home deliveries in 
1985 and now has a 24% share, he says. 
Durnell also says customer surveys 
conducted by his magazine show Pizza 
Hut’s product continually rates better 
than Domino’s. Overall, according to Roy 
Burry, an analyst at Kidder, Peabody & 


Co., Pizza Hut is simply “much better 
managed” than Domino’s. 

What’s more, Little Caesar Enter- 
prises, the third-largest pizza-parlor 
chain, is now starting home deliveries. 
Add the tens of thousands of independent 
“‘mom-and-pop”’ pizzerias that also deliv- 
er, and you’ ve got a crowded table. 

So Domino’s, whose earnings totaled 
$5.4 million last year, is counting on tech- 
nology to help improve its image and mar- 
ket share. 

In mid-1989, Peggy Besterveit, direc- 
tor of the survey at Domino’s headquar- 
ters, decided it was time to consider up- 
grading the survey. Her vision was to 
eliminate paper forms and instead have 
pollers call customers at random via toll- 
free lines, then enter results using pro- 


Company: Domino’s Pizza. 


Create pilot for new electronic customer survey system based on 
ES/9000 


response to customer complaints and better 


tracking of management at 5,200 outlets in the U.S. 


er operations at the Old Tappan, N_J.- 
based publisher. “You almost have to 
have a smorgasbord of technologies be- 
cause different people will prefer differ- 
ent ways of ordering.” 

Portland, Ore.-based shipper Consoli- 
dated Freightways, Inc. invested $10 mil- 
lion for an imaging system to cut custom- 
er document request processing from 
days to minutes. In May 1991, the compa- 
ny cut the ribbon for a central imaging fa- 
cility with an eight-processor Tandem 
Computers, Inc. VLX system with 14 op- 
tical disc jukeboxes. 

According to Martin Lulay, general 
manager of the imaging unit, the system 
cut “‘by at least half’ the 500,000 man- 
hours per year Consolidated Freightways 
used to spend shuffling and storing paper 
shipping records. This allowed employees 
to be shifted to other duties, he says, and 
freed up 50% to 80% of office space previ- 
ously occupied by filing cabinets. 

Besides anticipated dollar savings from 
the project, Lulay says, the shipper will 
also try to boost the bottom line by giving 
other companies in the industry access to 
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the image service. 

But before you rush out to pitch a new 
customer service system, be prepared to 
tackle a couple of big problems IS manag- 
ers and consultants say are common. 


Beware of obstacles 

For starters, assigning a dol- 
lar value to the payback of 
customer service systems is 
often a major obstacle. “Is 
[the system] just going to sup- 
ply intangibles, or is it going 
to provide a real return on in- 
vestment?”’ asks Elizabeth 
Soder, vice president at Chi- 
cago-based Technology Solu- 
tions Co., a consulting and systems design 
firm. “It tends to be hard to quantify.” 

To sidestep the problem, some firms 
define service level goals rather than 
looking exclusively at the bottom line. At 
Burlington Northern Railroad Co. in St. 
Paul, Minn., “We've established pretty 
specific [information technology] service 
objectives for things like reliability and re- 
sponse times to customer requests,” says 
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grammed workstations. (Customers are 
asked for their phone numbers when they 
place an order.) 

A big hoped-for advantage was more 
accurate data. Paper questionnaires using 
checkmarks are rated “‘very inadequate” 
by Ronald Bass, a vice president at Louis 
Harris & Associates, Inc., the New York- 
based professional pollsters. 

Many of the 10,000 Domino’s cus- 
tomers surveyed each month didn’t 
return their questionnaires, despite a 
$5 credit on future orders. Plus, 
many forms were returned incom- 
plete, forcing the chain to employ 35 
clerks to call customers for missing 
answers. This caused processing de- 
lays, which in turn allowed poorly 
performing stores to go undetected 
for weeks. 

Using Foxbase from Fox Soft- 
ware, Inc. in Perrysburg, Ohio, Com- 
monwealth Data Corp. in nearby 
Plymouth, Mich., created initial on- 
line query screens for about 
$30,000. Now in pilot phase, the 
project is using a 286-based PC to 
query customers in a 150-store re- 
gion in Florida. 

Domino’s switched contractors 
when the lead programmer went to 
work at BDO Seidman in Troy, Mich. 
Andrew Caldwell, systems program- 
mer at BDO, says he is now trying to 
make the program friendlier to users 
with fewer keystrokes. 

Eventually, Greig says, pollers 
working in two shifts on 25 PCs connect- 
ed by a Novell, Inc. network will be able to 
poll 12,000 customers a month. The net- 
work will be hardwired to the company’s 
IBM ES/9000 mainframe, which will 
maintain the extensive database and will 
probably use a high-end Compaq Comput- 
er Corp. PC asa server. 


Automatic letters 

The surveys use a 1-to-10 scale to assess 
speed of delivery, pizza appearance, done- 
ness, crust thickness, temperature, taste 
and attitude of order takers and delivery 
people. There is also room for other posi- 
tive and negative comments. 


Robert Brydges, assistant vice president 
of IS. 

Customers calling with a problem are 
told to expect a call back within 15 min- 
utes, and systems used for customer ser- 
vice are expected to have 99.5% availabil- 
ity. The company is evaluating several 
new service technologies to 
continue to smoothly connect 
to customers who use their 
shipping services. 

“By providing a clear defi- 
nition of the benefits and put- 
ting in place a program to 
make it happen, you keep the 
attention of top manage- 
ment,” Soder says. 

Consultants and IS managers also 
warn of another big danger: poorly 
planned systems that ignore customer 
needs. It’s sad, Cunningham says, but 
many businesses expend a lot of ‘‘wattless 
energy” on projects that don’t really mat- 
ter, such as spending big money on an 
electronic-mail system in cases where 
customers prefer to do business by phone. 

To avoid building an expensive white 
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Paper reports are printed on IBM laser 
printers connected to the mainframe. Re- 
ports to regional managers are sent over 
phone lines to local printers driven by 
IBM System/36s in the company’s nine 
regional offices. 

One of the pilot system’s features is 
automatic determination of delivery time. 
Besides saving time, the feature elimi- 
nates manual calculation errors and auto- 
matically generates a thank-you form let- 
ter and rebate check. Store managers can 


Domino's cooks up electronic customer 
survey to solicit feedback 


also sort information by date. 

Bestervelt says nationwide implemen- 
tation should be completed by the end of 
the year. While the overall cost is not 
clear at this point, she says she is certain 
that it will be lower than present costs. 

Although Domino’s has 466 outlets in 
25 countries, there are no plans to expand 
the program internationally. Neverthe- 
less, Bestervelt says she expects some 
overseas franchisers to set up their own 
versions of the Mystery Customer Sur- 
vey in time. @ 


Mandell is a New York-based writer who covers 
technical subjects. 





elephant, Simon & Schuster uses surveys 
as well as one-on-one feedback from cus- 
tomers at trade shows to keep track of cli- 
ents’ changing needs, Bates says. For ex- 
ample, customers at an industry show 
were polled about their willingness to use 
voice-response equipment. The plan pro- 
ceeded only when an overwhelming 90% 
of the respondents said yes. 


Further growth seen 
Consultants say future direction of IS ser- 
vice projects will depend heavily on new 
technologies. For now, IS directors and 
analysts agree that much more can still be 
accomplished with available products. 

More executives are agreeing with 
Warren Blanding, chairman and chief ex- 
ecutive officer of The Customer Service 
Institute in Silver Spring, Md. He says 
technologies such as Touch-Tone phone, 
bank cards and automatic number identifi- 
cation have already changed how service 
is provided and will certainly do more of 
that than ever in the future. e 

Free-lance writer Paula Jacobs con- 
tributed to this article. 
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cc:Mail is so easy to 
install, learn and use, 
you can have your 
electronic mail 
system up and 
running quickly. 
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cc:Mail can send information across all of these computing platforms to reach 
everyone in your organization. 


Eile Edit Select Message Window | Help a 


ro ETL 
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Bob Jones Joint venture proposal... 
Karen Davis Possible Factory Site! 
Mike Long Company picnic 
Joanne Nelson New account 
Stephanie Middleton New office opening 
Darryl Hahn Re: Customer visit 
Darryl Hahn 
Bob Jones ; - 
Karen Davis See Karen Davis 
Bob Jones é ; 
C: Darry Hahn 

“(CC Stephanie Middleton 

Poti Business plan 


Over a million satisfied customers have already given cc:Mail a first-class rating. For ecample, Windows 
users love its easy-to-use interface, Smarticons™ and application integration. And PC World says ‘‘Sending a cc:Mail 
message is easier than addressing an envelope and licking a stamp.’* 9/91 


© Copyright 1991 ce:-Mail, inc , a wholly-owned subsidiary of Lotus Development Corporation. All rights reserved. Lotus and 1-2-3 are registered trademarks and Smarticons is a trademark of Lotus Development Corporation. cc:Mail is a 


trademark of Novell, Inc. Banyan is a registered trademark of Banyan Systems, Inc. Ami Pro is a trademark of Samna Corporation, 





ding e-mail package? 


It's easy to see why cc:Mail™ from Lotus” is the world’s 
Y leading electronic mail package. Because it delivers more 
ce:Mail is built on a state- | 7 than messages. It handles just about any electronic mail 


of-the-art, third genera- j 
eae need you might have. No matter how 


means your mail system 1 Ys large or small your workgroup is. : 
will grow a a With it you can send text, files, graph- cc: fail 
asyour as ics and faxes across all major local 
a CI ete , area networks such as Novell? LAN 
veer a Manager and Banyan? Without needing new hardware. 
Better still, it allows you to send elec- 
tronic mail effortlessly back and forth 
from different platforms—such as 
DOS, Windows™ 3.0, OS/2* and 
Macintosh—across the same LAN. 
Plus, with cc:Mail you can access 
public mail and even mainframe mail 
quickly and easily. 

Our newly released cc:Mail for Windows takes full advan- 
tage of Windows 3.0. Support of Dynamic Data Exchange lets 
you easily send other mail-enabled Windows files from within 
those applications. For example, you can send a report you’ve 
written with Ami Pro™ for Windows across the country while 
the application is still on your desk top. 

Plus, cc:Mail is the first package of its kind to take advan- 


You can send a file from any mail-enabled application, j j i 
cuhar | Pan teesedd alee oumary tage of a new, fully scalable messaging architecture. This 


leading software programs without leaving the application. - oo garage a along with your business. 


six new users, 6,000 

or 60,000, cc:Mail is 

a proven solution. 

As PC World has said, 
“Tt’s clearly a best buy.’ 

PC World, 9/91* 

For a free demo 
disk of the cc:Mail 
Macintosh, Windows or 
DOS Platform Pack of 
your choice, call us today 
at 1-800-448-2500. 


Keep things running on time with cc:Mail’s CO: ‘M ail fro } Lotus 
advanced integrated calendaring and scheduling option. 


eee ati Mail, Inc. Win: arenes am sign orporation. OS/2 is tered trademark of International Business Machines Corporation. Macintosh is a registered trademark of Apple 
wholly-owned subsidiar, erie feria * This quote reprint see aac arpa of PC World 








BY DEREK SLATER 


US West Communications, Inc. knows on- 
hold callers forced to sit twiddling their 
thumbs are likely to let their fingers do 
the walking to another phone company. 

So the largest subsidiary of US West is 
undertaking a $25 million major systems 
overhaul for its Small Business Services 
(SBS) unit in hopes of providing speedier 
responses to customers calling in to re- 
quest information. 


CUSTOMER SERVICE 
EXECUTIVE REPORT 


US West dials systems help 
to keep customer calls coming 


Six scattered mainframes are being 
equipped with Unix servers from Digital 
Equipment Corp. and 19-in. color X Win- 
dow System terminals from Tektronix, 
Inc., according to Stephen Archuleta, di- 
rector of systems for the SBS unit. 

The goal is to provide distributed 
mainframe access, which reduces the 
time customer-assistance representa- 
tives must spend locating phone use data 
requested by small-business callers, Ar- 
chuleta explains. 


raries Pretrained | 


Based in Denver, $28 
billion US West provides 
regional long-distance and 
local phone service and 
communications systems 
to about 26 million cus- 
tomers in 14 Western 
states. The SBS unit pro- 
vides various services to 
small-business owners, 
such as noting how often 
their incoming callers get a 
busy signal. 

Under the old system, 


Phoenix hunted for re- 

quested information using as many as 
three IBM 3270 terminals. But data was 
scattered across four different cities, and 


poraries Pretrained 
For Your Data Entry Formats. 


( 


Another First From Kelly. 


If you have frequent, multiple or long- 
term requirements for data entry tempo- 
raries, our new Kelly® Customizer is ideal 


for meeting your needs. 


By encrypting samples of your data 
entry screen and data entry forms on our 
proprietary Kelly Customizer training 


KELL 


The Kelly Girl’ People -The First and The Best* 


software, we can now assign you Kelly 
temporaries pretrained to handle your 
specific data entry formats. 


Your Kelly data entry temporaries 


Services 


arrive on the job ready to work, not just 
ready to learn. 
Call your local Kelly office for details. 


Temporary 


©1991 Kelly Services, Inc 
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z peters US West’s Archuleta: 
Service representatives IN Cy stomershate to hold 


each of the six mainframes 
— from Unisys Corp., 
Tandem Computers, Inc. 
and IBM — contained a 
separate database with 
billing records, service 
plan options or other data. 

As a result, representa- 
tives lacked a convenient 
way to determine which 
database contained the 
right answers for a partic- 
ular customer inquiry. 

Research _ confirmed 
the obvious. “Customers 
don’t really like to be put 
on hold,” Archuleta says. 

So US West decided to undertake a 
major systems overhaul aimed at provid- 
ing ‘end-to-end customer service.” 

Initially, US West thought about using 
workstations but decided to use X termi- 
nals rather than more expensive worksta- 
tions from Hewlett-Packard Co. and Sun 
Microsystems, Inc. ‘‘We determined the 
workstations were overkill,” Archuleta 
says. “We didn’t leave out any functiona- 
lity with the X terminals and felt like we 
would be putting a more easily maintained 
box on the desk anyway.” 

The X terminal purchase — initially 
1,200 systems and ultimately climbing to 
2,100 — cost about $4 million. The re- 
mainder will go to servers, software, ca- 
bling, training and the like. 

The X terminals were rolled out during 
an aggressive timetable starting in July 
1991. The 3270 terminals were replaced 
while groups of employees attended a 
four-hour training session. When the em- 
ployees returned, the new systems were 
up and running on their desks. 

As with any project, there were a few 
minor surprises, Archuleta says. Planners 
quickly discovered that users needed ac- 
cess to 10 concurrent sessions, not six as 
was originally planned. But overall, instal- 
lation proceeded smoothly. 


Waiting time halved 

With the new system in place, the average 
time to handle a call has dropped from five 
minutes to between two and three min- 
utes, the company says. Instead of log- 
ging on and off, workers can open up to 10 
sessions concurrently and toggle back and 
forth to assemble a complete answer. 

Officials hope the plan will benefit US 
West and its customers alike. “With all 
the competition, if we don’t make our cus- 
tomers feel very special, they’ll go else- 
where,”’ Archuleta says. 

Besides customer goodwill, US West 
anticipates a concrete return on its $25 
million investment. Officials are anticipat- 
ing a 2% to 6% increase in SBS revenue. 

“No single person or project can take 
all the credit for that, but we know the 
new customer service system has had an 
impact,” Archuleta says. 

Archuleta adds that the overhaul has 
also proved itself with employees. ‘‘With- 
in a week, you couldn’t take the X termi- 
nals away from the service reps,” he says. 

In the long term, US West expects the 
Unix systems to provide a foundation for 
other new programs. Two weeks ago, 
DEC announced completion of a $12 mil- 
lion sale of reduced instruction set compu- 
ting/Unix-based servers and other prod- 
ucts and services to the US West unit. 

“One of the advantages was that by 
moving to the open architecture, we can 
buy from different vendors and leverage 
that for a little better price,” Archuleta 
says. @ 
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Symmetrix. 
When We Increased 

The Capacity- 
While Retaining Our 
Small Footprint And 


Industry Leading 


Performance--We 
Got A Very Gracious 
Response Krom Our 


ompetitors. 





Bs more than a year, EMC’s Symmetrix Integrated 
Cached Disk Array (ICDA™) has lead the industry in 


virtually every significant disk category: first in 


performance; first in capacity per square foot; first 


in environmentals and cost of ownership; and first 


in data availability. While our competitors have 


Theyre 


talked about developing a solution like Symmetrix, 
EMC has delivered it. And now we are introducing 
the expanded capacity and functionality of the 
Symmetrix Series. 
Expanded Capacity In The Same 
5.0 Square Foot Package. 

The Symmetrix 48XX Series is a powerful new 
storage platform that provides up to 40 GB of disk 
capacity, 3 GB of cache, disk mirroring, hardware 
redundancy, and a full-system battery back-up, all in 
a 5.5 sq. ft. package. The platform allows for field 


upgrades, which over time can bring it to 60 GB 


and beyond, that’s more than double our original 
configuration. And it ensures that the Symmetrix 
Series will offer continued improvements in 
economy, data availability. .. and flat-out speed. 
A Footprint That Can Fly. 

Symmetrix now may be configured with up to 32 
volumes of 5.25” disk drives, each with a device level 
buffer for faster transfers and 100% write caching. To 
eliminate rotational delays, Symmetrix incorporates 
up to 3 GBof cache—more than 40 times the cache of 


conventional cached DASD. This, combined with 


EMC’s proprietary caching algorithms, have 
produced performance gains well in excess of 40% 
for Symmetrix users, whether they run a 4381 or 


multiple ES 9000 systems. 


Symmetrix 4832 
40 GB 


IBM 3990-3 
45.3 GB 





More Data Available More Of The Time. Which is precisely why 

Since its inception the Symmetrix Series has offered | Symmetrix is the only 

a breadth of features that increase data availability | mainframe disk subsys- 

substantially. These include full system battery tem that comes with a 
full two-year warranty. 

Symmetrix Beats The Others Coming, 
Going and Growing. 

Symmetrix is easy to install, faster in operation 
and runs at a lower cost of ownership than any 


disk solution available. More important, Sym- 


metrix isn’t just a promise or an idea on a 


e Way. 


back-up, proactive on-board diagnostics, Auto-Call | drawing board. It’s here today, delivering proven 


service to EMC’s Remote Support Center, and a __ performance, savings, reliability—-and now, a new 


disk mirroring option within the series that’s second to none. Many 


subsystem itself. All this without the customers are already enjoying 


need for host intervention. And now, : the benefits of the Symmetrix 


the 48XX Series brings you the added 


Series. If you would like referen- 
capability of Dynamic Sparing, to ces or product literature, please 
further ensure that your data is Be A call EMC at 1-800-222-EMC2 ext. 
available when you need it. Every | ‘ | ie L183C (in MA call 508-435-1000, 
aspect of Symmetrix was designed in Canada call 1-800-543-4782). 


and built to ensure that the high reli- 


EMC 
ability you purchase will stay that way. 





CUSTOMER SERVICE 
EXECUTIVE REPORT 


Meet or beat buyer hopes, expert says 


Deloitte & Touche executive says technology must focus more on customers and their needs 


John Shaw, vice chairman of service sec- 
tor strategy at Deloitte & Touche and au- 
thor of The Service Focus (Dow-Jones Ir- 
win, 1990), discussed the role of 
information systems in customer service 
with Computerworld writer Derek 
Slater. 


Companies and_ technology 
groups are talking a lot about 
customer service these days. Why? 


A Service touches the customer even 
more than the product does — re- 
gardless of what the product is. 

Even if you have a marginal industrial 
product or even a service product that’s 
difficult to differentiate, like a bank ac- 
count, how you deliver the product, how 
you help the custor.er and deal with inqui- 
ries is the place where the business is dif- 
ferentiated. 

So “‘service business” is the single 
most important application of technology 
in the company. 


TECHNOLOGY ROUNDUP 


Could you give me an example of 
that? 


If you call the 800 number for Federal 

Express, you don’t have to sit at a 
Touch-Tone phone hitting a bunch of but- 
tons, which in effect would be doing the 
work for them. You tell them your ZIP 
code and the town you’re in, and they-gen- 
erally know who you are. 

They’ve taken on the responsibility of 
knowing who you are as opposed to you en- 
tering some code into a Touch-Tone 
phone. That’s an important distinction. It 
creates an enormous amount of efficiency 
and good feelings on the part of the cus- 
tomer because they know somebody out 
there knows them. 


What can companies do to better 
use information technology to 
improve customer service? 


There are three necessary success 
factors. First, IS groups need to be 


EDI, imaging exploding 





BY PAULA JACOBS 


Fierce competition for dwindling consum- 
er spending has boosted interest in com- 
puter products and technologies designed 
to improve customer service. 

Digital radio networks, automated call 
distributors and expert systems in partic- 
ular are drawing high interest, according 
to Jeff Kaplan, director of Ledgeway/Da- 
taquest, which recently published a ser- 
vices trends study. 

Also popular are electronic data inter- 
change (EDI), electronic imaging, inven- 
tory management and handheld and lap- 
top computers, he adds. 

Firms that want to improve customer 
service through technology can spend as 
little as $1,000 for inventory manage- 
ment software or upwards of $500,000 
for a sophisticated expert system, for ex- 
ample. 

However, users and consultants note 
that technology often accounts for only a 
fraction of the overall implementation 
cost. Generally, a big-time commitment is 
needed. Planning for an imaging system, 
for example, can take several months; ex- 
pert or knowledge-based systems can re- 
quire a year or more. 

Management consultant Bob Ziebig at 
Nolan, Norton & Co. advises clients to fol- 
low some basic but important advice: Be- 
fore choosing technologies, he says, firms 
should first evaluate the entire business 
processes used to provide customer ser- 
vice. Only then are they prepared to look 
at all the variables, rethink the roles and 
select the right products. 

Customer service technologies vary 
widely, depending on industry and cus- 
tomer needs. Following is a rundown of 
some major product areas: 


> Tracking systems 

Customer service software tools let firms 
track problems, the dispatch process and 
revenue; monitor inventory; and schedule 


80 


equipment maintenance and installation. 

At Sears Business Center, a tracking 
system tracks the flow of computer parts 
and products received by the company’s 
53 computer service areas across the 
country. The software tracks and con- 
trols field engineering dispatching nation- 
wide. Also in use are dispatch and call- 
handling systems and inventory manage- 
ment systems that let users automatically 
track service activities. 

Canon U.S.A., Inc., which provides 
technical support for the company’s print- 
er division, uses inventory management 
software from Brock Control Systems, 
Inc. for customer service. Canon has im- 
plemented the Brock Activity Manager 
System, a series of software modules used 
in such areas as database 
marketing, telemarketing, 
inside sales account man- 
agement and customer 
service and _ support. 
Canon has customized and 
integrated the software 
for its AST Research, Inc. 
386 Unix system. The 
package is priced at ap- 
proximately $2,800 per 
user, per module. 

“The first time a customer calls, we 
enter in the demographic information, 
product and problem to form a customer 
profile. We also assign an identification 
number,” says Lee Farrell, product sup- 
port manager at Canon. 

For example, the software gives 
Canon statistics on how long people wait 
for a response. Farrell says that informa- 
tion has helped the firm decrease the wait 
queue and boost the number of calls that 
can be processed in a given period. 


> Remote service 

Limited until 1990 to large private net- 
work users, digital radio communications 
is becoming much more widespread. Ad- 
vanced Radio Data Information Services, 


TA ae 
Coca 


John Shaw: ‘Service touches the cus- 
tomer even more than the product does’ 


the low-cost producer of ‘low-cost trans- 
actions’’: telecommunications, data stor- 
age and that sort of thing. There’s very lit- 
tle value created, so there’s no sense 
spending a lot of money on it. You’ve got to 
do these things very efficiently. 


or Ardis, is now commercially available in 
more than 8,000 locations nationwide. 
According to a 1991 study by Datapro Re- 
search Group in Delran, N.J., Ardis is 
available in 97% of the nation’s metropoli- 
tan areas. The 40,000 or so Ardis users 
across the U.S. include field service per- 
sonnel from NCR Corp., Pitney Bowes, 
Inc. and Otis Elevator, Inc. 

Ardis uses portable, handheld termi- 
nals to access a network and can be used 
both inside and outside a building. Field 
technicians can use the portable Ardis 
terminals at customer sites or in their ve- 
hicles to obtain dispatch, diagnostic and 
service call information. The portable ter- 
minal can also be used as a stand-alone ra- 
dio frequency modem to connect personal 
computers and data terminals to an Ardis 
network. 

Based on a technology developed joint- 
ly by IBM and Motorola, Inc., Ardis pro- 
vides nationwide, radio-based transmis- 
sion service using point-to- 
point, terminal-to-host and 
host-to-terminal data 
transmission. It is avail- 
able from Ardis Co. in Lin- 
colnshire, Ill. Ardis prices 
range from $100 to $150 
per month, per user/ 
terminal. 


> Electronic data 
interchange 
To improve customer service during or- 
der entry and shipping, EDI has become a 
near necessity in health care, pharmaceu- 
ticals, wholesale drugs, grocery, automo- 
tive and other industries. 

Davis & Geck, a division of pharmaceu- 
ticals manufacturer American Cyanamid 
Co., relies on EDI for its purchase orders 
and invoices to improve efficiency with 
trading partners, says Larry Smenyak, di- 
rector of customer service and distributor 
relations. 

The medical supply distributor re- 
placed its existing order system with EDI 
a year ago and plans to explore EDI use 
for rebates and possibly for additional 
transaction sets. The company receives 
about 72% of customer purchase orders 
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Second is having good applications sys- 
tems, like the accounts payable system, 
the payroll system and the logistics sys- 
tem. 

It has to work, and it has to work well, 
but it’s the so-called “‘necessary but not 
sufficient basis of competition.” You have 
to have it, or you’ re not in business. 

Third is innovation strategy. That’s 
where the service delivery is actually con- 
nected to the customer. Through some in- 
novative strategy, the value is delivered to 
the customer on the customer’s terms. 
You create value for the customers by 
meeting or exceeding their expectations 
with a new strategy in areas that are im- 
portant to them. 


What are the biggest mistakes 

companies make when trying to 
leverage technology for customer 
service? 


They look at what they want to do, 
what their own capabilities are and 
how they want to do it, as opposed to 
standing in the shoes of their customer and 
looking in. 
The notion is to figure out what’s really 
important to you and me as the custom- 
ers. @ 


through EDI. With EDI, “we can service 
more customers directly, achieve at least 
a 50% reduction in keypunching and re- 
duce head count,”” Smenyak says. 

According to Smenyak, the actual cost 
($22,000 for transaction and mapping 
software from EDI Solutions, Inc.) is not 
as large as the time commitment the EDI 
task force invests. “But the end result 
was worth it, as our customers are very 
pleased,” he says. 


> Expert systems, artificial 
intelligence 

Automating customer service is another 
way companies are tackling the customer 
service issue. Expert-based or knowl- 
edge-based systems employing artificial 
intelligence let nonexperts apply knowl- 
edge and expertise to problems — in 
some cases, replacing human interaction. 

Kevin McCabe, assistant vice presi- 
dent of the Federal Reserve Bank in Bos- 
ton, says the bank has moved to the Pega- 
trace expert system from Pegasystems, 
Inc. to help resolve and process check in- 
vestigations. With the system, it has been 
able to greatly reduce its backlog, 
McCabe says. 

He says the bank was also able to de- 
crease its service staff from 49 to 31, 
thanks in part to the efficiency of the soft- 
ware. Other specific cost benefits are dif- 
ficult to measure because customer ser- 
vice was the primary goal of the system 
implementation, he adds. 

Service management tools can also be 
combined with expert systems, incorpo- 
rating artificial intelligence to help field 
engineers diagnose and repair problems 
more quickly. With artificial intelligence, 
a field engineer can access an expert data- 
base using a laptop computer. 

After identifying the product requiring 
service, a list of symptoms appears. The 
engineer makes a selection, and the sys- 
tem constructs hypotheses about the 
causes of the malfunction and recommend 
the best remedy. e 


Jacobs is a Framingham, Mass.-based marketing 
consultant and writer who specializes in the imple- 


mentation of new technologies. 
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IN DEPTH 


Is IBM making the grade? 


Big Blue is touting tts five major initiatives. A noted IBM watcher gives 
the company high marks for concept but not follow-through 


BY HOWARD FOSDICK 


BM has been a busy little behemoth. It 
has introduced five major architectural 
initiatives in as many years: Systems 
Application Architecture (SAA), the Re- 
pository Manager, AD/Cycle, System- 
view and the Information Warehouse. 
Because the company’s vision is to have 
information systems shops mold them- 
selves within these frameworks, it’s 
time to grade IBM on how well these ini- 
tiatives have fared. Has IBM delivered for IS 
chiefs? Where has it fallen short, and where 
has it been successful? 

Answers to these questions can help you 
determine whether you should place your 
faith in these approaches, ignore them or 
plot an independent course while tracking 
them. 

The following observations, when put in 
perspective of your organization’s IS needs, 
will hopefully assist you with your systems 
decision-making: 


SAA, introduced in 
1987, was the first 
of IBM’s _ grand 
strategies. It pro- 
poses standards for 
applications _ porta- 
bility, technical skills 
transfer, simpler and 
more uniform user 
access and cross- 
platform develop- 
ment. SAA is made up of four standards: user 
interfaces, programming interfaces, commu- 
nications support and common applications. 
IS reaction to SAA was positive because 
its benefits were evident: easier-to-use sys- 
tems with common interfaces and standards, 
greatly reduced training needs and increased 
software portability. However, skeptics 
wondered how long it would take IBM to im- 
plement SAA across the MVS, VM, OS/400 
and OS/2 lines of computers and operating 
systems. 
Where does SAA stand five years later? 


Fosdick is founder of the Repository-AD/Cycle In- 
ternational Users Group, International DB2 Users 
Group and Microcomputer Managers Association. 
He is also president of Fosdick Consulting, Inc. in 
Villa Park, Ill. 


Software vendors have certainly lined up be- 
hind it. Few sell software to the IS main- 
stream without claiming SAA compatibility. 
SAA has helped standardize both user and 
programmer interfaces in vendor products 
and has promoted cross-platform develop- 
ment. 

Where SAA has been criticized is the 
porting of software across the four SAA plat- 
forms. While IBM has progressed in this en- 
deavor, it has also dropped its commitment 
to make all SAA-strategic products available 
across all platforms, instead opting to make 
each software component run on what it calls 
“the appropriate platform.” The goals of 
code portability and cross-systems compati- 
bility have been superceded by that of coop- 
erative processing. 

Through cooperative processing, IBM 
hopes to create what it calls the “enterprise 
architecture” that ensures its dominance in 
the personal computer-based world of the fu- 
ture in the same manner in which it has domi- 
nated the mainframe-centered world for the 
past 25 years. 

Another disturbing aspect of SAA is its 
constantly evolving user interface. The com- 


pany has already advanced three standards 
— CUA-87, CUA-89 and CUA-91 — as well 
as numerous variants of these standards. 
The good news is that IBM changes the SAA 
user interface to capitalize on new technol- 
ogies such as graphics and icons. The bad 
news is that too many standards make for no 
standard at all. 

GRADE: Pass. SAA is a successful philoso- 
phy, but its lack of commitment to cross-plat- 
form portability and compatibility and shift- 
ing interface standards may cause problems. 


IBM announced its 
Repository Manager 
strategy  simulta- 
neously with AD/Cy- 
cle in September 
1989, a move that 
made sense in light 
of the fact that the 
Repository under- 
lies  organization- 
wide computer-aid- 

ed software engineering (CASE). 
The repository concept is a winner, 
Continued on page 82 


Repository 
Manager 


¢ Deciding whether IBM has delivered for IS 


¢ A mixed report card 





° IS chiefs speak their piece 
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Continued from page 81 

with IS managers saying they are attract- 
ed to its goal of storing all CASE informa- 
tion in a company in one place. IS was 
faced with a fragmented CASE market- 
place, with no clear vendor leaders or 
standards to follow. 

At the time of Repository’s announce- 
ment, many IS sites were using CASE 
tools from IBM’s AD/Cycle business part- 
ners, but they had no way to integrate 
their underlying information models. 
What could be better than a Repository to 
tie those tools together? DB2’s lack of a 
data dictionary heightened this initial en- 
thusiasm. 

Unfortunately, IBM has not been able 
to capitalize on IS’ desperate need for its 
Repository. Repository Manager/MVS 
runs at less than two dozen sites, and a 
half-dozen early users have returned it. 
These user experiences indicate that it’s 
big, it’s sloppy and it runs like a dog on 
L-dopa 


While a few products work directly 
with the Repository, vendors don’t need 
to link their products directly to the Re- 
pository to fit into IBM’s CASE strategy. 
Many vendors will just write batch inter- 
faces for their CASE products or simply 
translate their CASE models into Cross 
System Product’s (CSP) External Source 
Format. 

With the mainframe Repository yet to 
be delivered in working order, IBM’s 
promises of networked or local-area net- 
work versions seem vacuous. As it stands, 
the Repository is in the unfavorable posi- 
tion of representing the old mainframe 
way of doing things during the era of 
downsizing. To make matters worse, the 
repositories for the three other SAA plat- 
forms (VM, OS/400 and OS/2) are still va- 
porware. 

As a final insult, IBM’s own System- 
view and Information Warehouse prod- 
ucts fail to use the Repository’s informa- 
tion model and instead opt for using their 
own. This sabotages the Repository’s 
role as a unifying force within IS. 

About the only good news concerning 


Gail Port 

Vice president, 

systems development 

Citibank 

New York 

We categorize ourselves as an organiza- 
tion that started out interested in IBM’s 
initiatives. lf IBM had been able to deliv- 
er when it made its various announce- 
ments, we still might be interested to- 
day. Up until a few years ago, we were 
strictly a mainframe environment, and 
we do still have a lot of systems on the 
mainframe, but there is no new develop- 
ment going on for strictly mainframe- 
based systems. 

As we’ve moved away from our main- 
frame processing and built more applica- 
tions in a PC LAN environment, IBM 
just hasn’t been a very big player for us. 
SAA has become irrelevant. We’re 
keeping an eye on what IBM is doing, 
but it doesn’t mean very much anymore 
because what we’re looking at now are 
industry standards — open system ini- 
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the Repository is that products from busi- 
ness partners Knowledgeware, Inc., 
Bachman Information Systems and Inter- 
solv, Inc. now work with it. This is a first 
step toward meeting IS’ need for the inte- 
gration of CASE models. 
GRADE: Fail. The Repository is too 
mainframe, too late. 

Incredibly, IS needs it so badly that the 
Repository could still find a wide audience 
of users — if it ever works. 


IBM’s report card 


Through AD/Cycle, IBM stabilized a pre- 
viously chaotic CASE market. From no 
presence at all in the CASE marketplace, 
IBM achieved instant credibility simply 
by selecting three vendors as its AD/Cy- 
cle “‘business partners”: 
e Knowledgeware, for cross-life cycle 
CASE. 
eIntersolv, for front-end (or “upper’’) 
CASE. 
e Bachman Information Systems, for da- 
tabase design and re-engineering. 

A more rational marketplace (includ- 


If this were second grade, some remedial help would be recommended 


Debuted: 
1987 


Grade: 
Pass 


Strategy: 
SAA 


Repository Fail 
Manager 


AD/Cycle 
Systemview 


information 
Warehouse 


Source: Howard Fosdick 


AD/Cycle, intro- 
duced in 1989, is 
(RCN IBM’s CASE 

 etpe RRR ASI strategy. It is 

J based on a coop- 

/ moms | erative process- 

J oes | ing architecture, 
(Se caer eeTe ee with desktop ma- 
Joes | chines running 
front-end CASE 

tools for design 

and analysis and mainframes providing 
central control and back-end services. 
Ironically, IBM has been much more suc- 
cessful in this CASE strategy than in pro- 
ducing the Repository that underlies it. 


AD/Cycle 


IS executives aren’t thrilled 
with IBM’s performance 


work, Unix, C. SAA just doesn’t play 
into that very well. It may show consis- 
tency in IBM’s product line, but even so, 
it’s still more of a promise than some- 
thing that’s been delivered. 

We’ve been involved in AD/Cycle, 
but IBM has missed the boat there as 
well in terms of the target platform — 
it’s too mainframe-based. 


Donnette Bruno 

Data administrator, IRM 

Barnett Bank 

Jacksonville, Fla. 

Also president of Repository- 
AD/Cycle international Users 
Group 

IBM has excelled in architecture ideas, 
but it is missing pieces that are badly 
needed in terms of Repository and AD/ 
Cycle. However, I can’t say that users 
are entirely blameless. Most of the com- 
panies clamoring for these initiatives 
aren’t positioned to use them if they 


Incomplete 
(promising) 


Incomplete 
(not promising) 


Incomplete 
(promising) 


Comment: 


A major influence on IS and 
software vendors. A nice philosophy, 
don’t you think? 


Too mainframe, too late. 


IBM wins by proxy — the business 
partners were already the market 
leaders before AD/Cycle. 


What’s in a name? Is this anything 
beyond a collection of existing 
products? 


Off to a great start — addresses real 
IS problems. Recognizes 
heterogeneity, too! 


CW Chart: Marie Haines 


ing viable competitors to IBM) makes it 
possible for IS to have a more orderly evo- 
lution into new technologies. 

In terms of specific AD/Cycle prod- 
ucts, they run the gamut from insignifi- 
cant to successful. On the insignificant 
side, Workstation Interactive Test Tool, 
Software Analysis Test Tool and Deve- 
lopmate have few users and little impact 
on IS. 

Other IBM offerings are question 
marks. Because of their relative short life- 
spans in the commercial world, the follow- 
ing products introduced in September 
1991 must still prove themselves: 

e The AD/Cycle Workstation Platform/2: 


were thrown at them tomorrow. They 
haven’t done the information engineer- 
ing, the modeling, the defining of data 
and their processes to use Repository 
constructively. 

Many companies are unfortunately 
employing CASE tools just to generate 
code without doing the front-end plan- 
ning they need to. They are in no great 
shape to use Repository. They are in 
shape to put in something that will end 
up becoming shelfware in a few years. 

While Systemview is still a lot of talk, 
I think it will have a good impact on po- 
tential users. It’s going to force compa- 
nies to take a catalog of their hardware, 
software, networks and programs. 

The debate remains about when IBM 
will deliver on its promises and how it 
will deliver. While that debate is impor- 
tant for users interested in following 
IBM’s plans, what’s more important is 
that they start some long-term planning 
efforts now. 


Pete Clark 

System programming 
administrator 

Olan Mills, Inc. 

Chattanooga, Tenn. 

We have worn out the presses discuss- 
ing, talking and writing about SAA. If 
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OS/2-based application programming in- 
terfaces for AD/Cycle graphics and li- 
brary and end-user interface services. 

e AD/Cycle Cooperative Development 
Environment/370: a set of products that 
supports the programming phase of AD/ 
Cycle on the workstation. 

e The AD/Cycle Dictionary Services tool: 
a traditional data dictionary tool built on 
top of the Repository Manager/MVS. 

e AD/Cycle Fastref/2: an impact-analysis 
tool for predicting the effects of applica- 
tion changes. 

OS/2, for its part, is surviving. It re- 
mains the desktop operating system for 
AD/Cycle. The fact that numerous CASE 
tools work under OS/2, including those 
from IBM’s AD/Cycle business partners, 
will help OS/2 fight negative press and the 
challenge from Microsoft Corp.’s Win- 
dows. Early reports claim that OS/2 Ver- 
sion 2.0 is “a better DOS than DOS and a 
better Windows than Windows.” 

IBM has succeeded handily with some 
of the underlying AD/Cycle technologies. 
For example, DB2 is the database man- 
agement system of choice for MVS, with 
some 6,000 installations worldwide. 

CSP has overcome its once-poor repu- 
tation with Version 3. IBM has resolved 
problems with CSP library management 
and workstation support that plagued ear- 
lier versions. 

The company now offers a full-func- 
tioned workstation version of this product 
in its new OS/2 CSP. CSP’s use is grow- 
ing: A recent survey of some 335 DB2 us- 
ers showed it as the leading applications 
generator. 

AD/Cycle has progressed during its 
two-year history. IBM’s business part- 
ners have released OS/2 versions of their 
tools, and the user interfaces have been 
upgraded to SAA compliance. 

GRADE: Incomplete but promis- 
ing. IBM did some quick thinking with 
AD/Cycle. It achieved instant credibility 
through business partner alliances. It has 
had solid performances from products 
such as OS/2, DB2 and CSP. 

Continued on page 84 


half of the effort had been put into deli- 
verables as has been put into publicity, 
maybe we would have something today. 
We’ve needed a lot for two or three 
years now. 

IBM has excelled in announcements. 
SAA, for example, is a real nice idea, but 
IBM has been slow to deliver. It hasn’t 
held us back at this point, but it hasn’t 
enabled us to move ahead either. The 
normal way of doing business continues 
to be getting around what we can’t have 
now. 

Keep in mind that while a lot of peo- 
ple are saying they want what IBM is of- 
fering, until people are willing to spend 
their money, I wouldn’t put a whole lot 
of faith in what they say. 

We in IS are in a difficult position be- 
cause management reads something 
about what IBM is doing, thinking ev- 
erything is available. They ask us why 
we aren’t implementing [those initia- 
tives]. Well, we aren’t implementing be- 
cause there is no such thing — it is not 
available, it has not been developed. 

What IBM is doing with its initiatives 
is a topical issue. 

Unfortunately, because much of the 
functionality is not yet available, it’s not 
something that most people have had a 
lot of experience in. 
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New technology can seem alittle intimidating. 


Investments in information technol- justifiable, even healthy. The evidence __lessly link technology to your strate- 


ogy have reached 40% of US. capital is that hardware alone doesn't pay off. _gies, operations and human resources. AANDERSEN 
spending. Yet national productivity Which is why Andersen Consulting This balanced, realistic approach 


has not improved since 1973. offers something even more powerful. is one we can apply for any enter- ONSULTING 
So anxiety over new spending is Away for your organization toseam- _ prise. Without fear. EE ECO. Se 
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Continued from page 82 

This section will 
be short — little 
has happened to 
Systemview be- 
yond announce- 
ments. System- 
view promises to 
manage hetero- 
geneous, enter- 
prisewide _ infor- 
mation systems. 
It manages host, business administration, 
network, storage and database resources. 
Systemview’s end-user dimension en- 
sures SAA user interfaces for these IS 
management products; the application di- 
mension defines guidelines for the prod- 
uct integration; while the data dimension 


Systemview 


proposes standardized systems manage- 
ment data storage. 

The goal is improved product integra- 
tion and increased automation for IS sys- 
tems management software. 

IBM selected Platinum Technology, 
Candle Corp., Bachman Information Sys- 
tems, Goal Systems International, Inc. 
and the Information Retrieval Cos. for its 
Systemview business partners. A ques- 
tion remains: While these vendors offer a 
great group of products, does that make 
them an architecture? 

So far, all that has happened is that 
these companies have upgraded their 
products’ user interfaces to SAA compli- 
ance. Meanwhile, because several ven- 
dors rejected offers to become System- 
view partners, it appears that IBM is 


having difficulty in orchestrating its Sys- 
temview strategy. For their part, indus- 
try analysts expressed dismay that Sys- 
temview uses its own repository rather 
than Repository Manager/MVS. 

IBM’s own Systemview products in- 
clude Netview, IBM Operations Planning 
and Control, Problem Management Pro- 
ductivity Services and Failure Analysis 
and Support Technology Service, among 
others. While individual products may 
turn out to be adequate, the product set as 
a whole is ill-defined and confusing. Sys- 
temview offers no design coherency, 
which is not the way to attract users. 
GRADE: Incomplete. The bottom line 
on Systemview is that it’s too early for a 
bottom line. There’s been more talk than 
actual product delivery. 


IN JAKING OUR SOFTWARE TO 
‘THE NEXT STEP WE FOUND OURSELVES 
GOING CONSIDERABLY FURTHER. 


THE WORLDWIDE SOFTWARE SOLUTION FOR THE AS/400. 


As THE PREMIER PROVIDER Of 


MULTI-NATIONAL COMPANIES ALL OVER NORTH 


NE LEARNED 


ACROSS NATIONAL BOUNDARIES. IN 


OLUTIONS, WE CREATED THE SYSTEMS 


ELP YOU GO 


AS/40C 


BUSINESS SOFTWARE TO 


THE CHALLENGES THESE FiRMS 


BEYOND YOUR 


MENT SOLUTIONS, FEATURING FULL NATIONAL 
SUPPORT, MULTI-CURRENCY AND COMPREHENSIVE 
VAT PROCESSING. AND TO ENSURE YOUR SUCCESS- 
FUL IMPLEMENTATION, WE'VE FORMED THE SOFTWARE 2000 
GLOBAL SUPPORT SYSTEM, THUS CREATING A SEAMLESS 


SERVICES NETWORK WORLDWIDE So WHETHER YOL 
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ak 
Se 


information 
Warehouse 
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Vv 
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Like the Reposi- 
tory, the Infor- 
mation Ware- 
house identifies a 
critical need with- 
in IS. It aids in re- 


enero: trieval of infor- 

J mation, regard- 

v less of platform or 

location. But un- 

like the Reposi- 

tory, the Information Warehouse (in an 
early form) works today. 

Introduced last September, the Infor- 
mation Warehouse facilitates decision- 
support systems. The Information Ware- 
house distinguishes between ‘‘operation- 
al databases,” which support critical 
applications and reflect the state of the 
business in real time, and “informational 
databases,”” which contain data workers 
can use for interactive decision support. 

For its part, IBM will provide the long- 
awaited remote unit of work capability to 
its four relational SAA database manage- 
ment systems by March 1992. The re- 
mote unit of work feature transparently 
routes SQL transactions to the proper lo- 
cation within a database network. IBM 
supports data propagation to the Informa- 
tion Warehouse by Data Extract Facility, 
the Data Propagator and a new feature 
called RRDF Log Apply, which updates a 
“shadow copy” of selected DB2 tables at 
aremote site. 

Finally, IBM has long had many deci- 
sion-support products it now promotes as 
tools for the Information Warehouse. 

The centerpiece of the Information 
Warehouse announcement is the Enter- 
prise Data Access/SQL family of products 
from Information Builders, Inc. The In- 
formation Builders products permit data 
access from more than 45 DBMSs and file 
structures, residing on more than 35 dif- 
ferent platforms and using a dozen com- 
mon communications protocols. SQL is 
the universal data retrieval language that 
programmers employ through an applica- 
tion programming interface. They don’t 
need knowledge of underlying communi- 
cations protocols. Extender interfaces 
link existing products to the Information 
Builders data access network. 

IBM has promised more to come. The 
company recognizes that the setup, ad- 
ministration and coordination of data 
copying between the operational and in- 
formational databases challenges the 
typical IS shop. 

Therefore, it is working on a business 
information directory to handle the map- 
ping between the databases as well as a 
process manager to automate the copy 
processes. While IS expertise, personnel 
and administration will still be necessary, 
IBM is allocating its resources to address 
the right problems. 

GRADE: Incomplete but promis- 
ing. The Information Warehouse con- 
cept shows that IBM understands hetero- 
geneity. It looks good so far, with IBM 
delivering value and addressing IS’ data 


Se ees . access problem through its partnership 


SS BORDERS AS 


DO BUSINESS AROUND THE CORNER OR AROUND THI 


) FINANCIAL, HUMAN RESOURCES 


with Information Builders. 


WORLD, CALL SOFTWARE 2000 AT (508) 778-2000. BECAUSE 
The final judgment on the bulk of IBM’s 
major initiatives is still out. Because of 
this uncertainty, even IBM diehards will 
( have to make sure they are balancing 
——— what their IS shops need now with what 

THE AS/400 BUSINESS SOLUTION. IBM can deliver. 

Besides, should there be a need in your 
shop that IBM has not yet addressed with 
one of its strategies, all you have to do is 
wait until next September. 


ND PROCESS MANAGE TOGETHER, THERE IS NO LIMIT TO HOW FAR WE CAN GO 
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Bush trip yields high-tech silver lining 


NATIONAL 


BRIEFS 


Going for the gold 


> Among those attempting 
records at the winter Olympics 
in Albertville, France, is An- 
dersen Consulting. The An- 
dersen-engineered Info 92 is a 
1,700-machine personal com- 
puter network that will let us- 
ers (including spectators) share 
weather forecasts, transporta- 
tion scheduling and, of course, 
information about the athletes 
and the events. The network will 
span 700 square miles of moun- 
tain area — a project that Benoit 
de Chassey, information sys- 
tems chief for the French orga- 
nizing committee, likened to 
running a major airport. The 
automation of all components 

— operational management, 
scoring and a data bank for jour- 
nalists — is a first, according to 
Andersen. 


Coming out of the dark 


> Less than a year after filing 
under Chapter 11, word pro- 
cessing pioneer NBI, Inc. last 
week announced its imminent 
emergence from bankruptcy 

— fueled by a reorganization 
plan that won approval from ap- 
proximately 95% of the credi- 
tors whose demands once sent 
the firm scurrying for court pro- 
tection. Under the plan, NBI 
creditors will swap some $50 
million of debt for common 
stock. Their show of confidence, 
an NBI spokeswoman said, can 
be credited to the company’s re- 
cent aggressive moves into the 
Microsoft Corp. Windows word 
processing market. 


ANALYSIS 


BY GARY H. ANTHES 
CW STAFF 


President Bush may have made 
modest gains in Tokyo for Amer- 
ican automobile companies, but 
the US. computer industry 
scored a major success there, 
winning pledges that could boost 
U.S. sales to Japan by several bil- 
lion dollars per year. 

The Japanese government 
said it will take a number of steps 
to open its $12 billion-plus public 
sector market to purchases of 
foreign computers, software and 
services, which now come al- 
most exclusively from Japanese 
vendors. Industry sources hailed 
the agreement, saying it is more 
likely to bear fruit than some Jap- 
anese pledges because the gov- 
ernment can change its own buy- 


COURT 


REPORT 


w Towa State University recent- 
ly gave failing grades in fair com- 
petition to two Japanese fax ma- 
chine manufacturers. According 
to complaints filed in Des 
Moines, Iowa, on Dec. 31, NEC 
Corp. and Murata Manufactur- 
ing Co. infringed on the universi- 
ty’s 1973 patent for a key pro- 
cess used in high-speed fax 
machines. The patent actually 
expired in December 1990, but 
the school is suing for back royal- 
ties on NEC and Murata sales be- 
tween May 1985 and the expira- 


Continued on page 88 | tion date — a sum it says will 


ing behavior far more 
easily than it can influence 
the purchases of private 
Japanese companies. 

“Our agreement on 
government computer 
procurement will open up 
additional opportunities 
for U.S. companies,” Bush 
said during a Tokyo press 
conference. 

Kenneth Kay, execu- 
tive director of the Com- 
puter Systems Policy Proj- 
ect (CSPP), said the 
agreement came as no sur- 
prise, but the speed with 
which it was reached was 
astonishing. Negotiations 
began last month. 

Kay said U.S. computer 
buyers will also win. ‘“Us- 
ers have a vested interest in the 
overall health of the U.S. com- 
puter industry. Users want com- 


translate into millions of dollars. 
The legal route is not a new one 
for Iowa State: The university 
has reportedly reached settle- 
ment agreements 

with several oth- 

er vendors over 

the patent at is- 

sue, including an- 

other fax player: 

Canon, Inc. 


w As the Roaring 
’80s recede into 
history, a new cli- 
mate of disclo- 
sure and vigilance may well be 
turning up the heat under com- 
panies’ accounting and reporting 
habits — but the new account- 
ability isn’t singeing Data Gener- 


Foreign noncorrespondence 
The public sector computer market in Japan is significantly 
less open to foreign vendors than is its U.S. counterpart 


Leal 


Non-U.S. computer manufacturer 


Source: Computer Systems Policy Project 


puter companies to succeed in 
opening closed markets,” he 
said. 


al Corp. Earlier this month, fed- 
eral district Judge Rya Zobel 
dismissed a class action suit 
brought against the systems 
vendor and sever- 
al of its officers 
and directors for 
allegedly making 
misleading state- 
ments about the 
firm’s _ financial 
performance and 
prospects. 

The stock- 
holders’ com- 
plaint, Zobei said, 

failed to provide a factual basis 
for its “hypothetical tale of de- 
ception.” 


w Users confused or concerned 


share in U.S. 
PC market 


42.2% 


CW Chart: Janell Genovese 


According to a CSPP study, 
non-Japanese mainframe ven- 
Continued on page 88 


about being caught in the legal 
crossfire as Irvine, Calif.-based 
Toshiba America Electric Com- 
ponents, Inc. and Lowell, Mass.- 
based Wang Laboratories, Inc. 
battle over single-in-line memo- 
ry module (SIMM) rights recent- 
ly got some comfort from the 
federal court. 

An earlier stage of the ongo- 
ing case resulted in the court’s 
issuing a permanent injunction 
barring Toshiba from selling any 
of its so-called X9 SIMMs in the 
U.S. after Oct. 8, 1991. Wang 
subsequently sent letters to us- 
ers warning that they might be 
seen as “in active concert with” 
Toshiba — and in violation of the 
injunction — through their own- 
ership of X9 SIMMs. 


oy 14861713801 716891316 


By the end of this week 
Computerworld readers will have spent 
over $4.6 Billion on 
Information Technology — representing nearly half of 
all spending in the last seven days. 
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COMPUTER INDUSTRY 


Q4: Surprises in scant supply 


Observers say it’s time to look past quarterly numbers for bellwethers 


ANALYSIS 


BY NELL MARGOLIS 
and KIM S. NASH 


CW STAFF 


It’s a disaster. It’s a dilemma. 
Depending on where you stand 
and what you choose to see, ana- 
lysts noted earlier this month, 
the computer industry’s fourth 
quarter of 1991 can be safely 
characterized as almost anything 
— except a surprise. 

“Fundamentally, the fourth 
quarter was a poor one for com- 
puter firms,”’ said Peter Labe, an 
analyst at New York-based Labe 
& Co. “I think it’s safe to assume 
that has already telegraphed to 
everyone who can read.” 

Trends once seen as distort- 
ing computer firms’ earnings and 
profits — the domestic reces- 
sion, financial unrest spreading 
worldwide, the impact of curren- 
cy translations in a suddenly 
globalized industry and, of 
course, the rapidly changing 
breadth and depth of user de- 
mand — are being accepted, al- 
beit reluctantly, as shaping bot- 
tom lines. 

One result, several analysts 
said, is that quarterly results — 
a measure already under fire by 
critics who see U.S. industry as 
handicapped by _ short-term 
thinking in a worldwide market- 
place where long-term strategy 
rules — may be at an all-time 
high of irrelevance. 


NATIONAL 


BRIEFS 


Where the chips fall . . . 


> According to a preliminary 
report by Dataquest, Inc., a mar- 
ket research firm in San Jose, 
Calif., Intel Corp. passed Mo- 
torola, Inc. last year to be- 
come the largest U.S. semicon- 
ductor maker and fourth 

largest in the world, behind NEC 
Corp., Toshiba Corp. and Hita- 
chi Ltd. Intel’s average growth 
in the past five years has been 
32.6%. 


... and where they no 
longer do 


> LSI Logic Corp. earlier 
this month became the first 
founding member to withdraw 
from Austin, Texas-based semi- 
conductor research consortium 
Sematech. Disagreements 
over Sematech’s agenda and 
the failure of that agenda to 
dovetail with LSI’s own strate- 
gies reportedly drove the Milpi- 
tas, Calif.-based firm to sever 
its ties with the consortium it 
helped spearhead in 1987. 
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Analysts pointed to a host of 
traditional industry bellwether 
firms as good candidates for 
overlooking in the fourth calen- 
dar quarter: Digital Equipment 
Corp., Lotus Development 
Corp., Borland International, 
Inc. and Computer Associates 
International, Inc., for instance, 
are widely expected to report 
fourth quarters ranging from 
disappointing to underwhelm- 
ing. But they are also viewed as 
good bets for product-fueled 
booms as 1992 unfolds. 

On the other hand, analysts 
qualified comments on Sun Mi- 
crosystems, Inc.’s_ estimated 
fourth-quarter strength with 
concerns over how the worksta- 
tion leader’s bottom line will hold 
up in the coming year, which 
promises unprecedented compe- 
tition from IBM, Hewlett-Pack- 
ard Co. and DEC. Said Alex. 
Brown & Sons, Inc. analyst Jo- 
seph Payne, “This is the quarter 
of ‘who knows?’ ” 

LARGE SYSTEMS: “The 
industry’s bleeding,” Payne said, 
and few voices from Wall Street 
disagreed. 

The $3 billion charge IBM 
said it would take against fourth- 
quarter earnings will leave the 
company with a significant quar- 
terly loss — and, according to 
analysts — in all likelihood with 
its first annual revenue drop in 
close to five decades. Estimates 
of exactly how much red ink will 
spill at Big Blue vary widely, 


billion Japanese commercial 
market for mainframes but only 
6.2% of the $3 billion public 
mainframe market, made up of 
national and local government, 
schools and hospitals. The na- 
tional government buys only 
0.4% of its mainframes from for- 
eign suppliers, according to the 
CSPP study. 

In contrast, foreign main- 
frames account for 19.6% of 
U.S. government installations, 
the CSPP found. 

William Krist, vice president 
for international trade at the 
American Electronics Associa- 
tion, cited the 41% share of the 
Japanese commercial mainframe 
market won by non-Japanese 
firms as “proof positive of the 
high quality and acceptability of 
our products in the Japanese 
marketplace.” 

A trade official at a large U.S. 
computer firm who asked not to 
be named added, ‘“We’re getting 
$4 out of $10 in the toughest 
market in the world. This is not a 
matter of selling right-hand 
drive cars. We’ve proven we can 


from the $30 million range to 
near $1 billion. However, ana- 
lysts also widely expect IBM to 
post operating profits in the $1.5 
billion range for the quarter 
closed Dec. 31. 

DEC, too — still amid expen- 
sive business restructurings and 
product-line transitions — took 
a widely predicted fourth-quar- 
ter beating. 

Unisys Corp.’s draconian 
cust-cutting is likely to deliver 
the firm back into the black after 
two years of loss quarters; how- 
ever, Payne said, the profit — 
anticipated around $24 million 
— will be earned on revenue 
down an estimated 15% year 
over year. A relatively flat quar- 
ter is expected from HP, which is 
anticipated to report marginal 
sales and profit increases next 
month and could be the high 
end’s high point, several analysts 


said. 

PCS AND WORKSTA- 
TIONS: Bruised by breakneck 
competition and drained by the 
unexpectedly long recession, the 
once-triumphant personal com- 
puter market will shine in the 
fourth quarter, but only in com- 
parison with the battered high 
end, analysts said. 

Better-than-expected sales of 
Compaq Computer Corp.’s com- 
petitively priced new boxes 
caused several analysts to raise 
their estimates on the belea- 
guered market leader, but Wall 
Street siill foresees a steep year- 


Bush trip yields silver lining 


CONTINUED FROM PAGE 85 
dors have won 41% of the $16 


compete on an equal basis if giv- 
enachance.” 

To give the U.S. that chance, 
Japan said it will do the following: 
e Ensure that foreign and do- 
mestic suppliers get equal access 
to prebid information. 

e Formulate technical specifica- 
tions in a neutral, nondiscrimina- 


HE AGREE- 

MENT IS intend- 

ed to wipe out 
the persistent effects 
of a “‘buy Japanese” 
government policy. 


tory manner and allow equal ac- 
cess by foreign companies to 
specification-setting study 
groups. 

e Reduce the use of sole-source 
contracts. 

e Award contracts on the basis of 
performance as well as price and 
improve the ‘‘transparency”’ of 
contract-award criteria. 
e Promote multivendor open 
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over-year fourth-quarter decline 
in both revenue and profit. 

Apple Computer, Inc. should 
report a revenue increase of 
some 7% to about $1.8 billion, 
said Hambrecht & Quist, Inc. an- 
alyst Bruce Lupatkin; however, 
he added, he anticipates Apple’s 
profit to be off 20%. Sun Micro- 
systems, Inc. could be one of the 
sector’s brighter spots, several 
analysts said; the workstation 
player is expected to post net in- 
come up some 15% to approxi- 
mately $45 million on revenue 
increased 16% to $870 million. 

Another source of smiles 
should be fault-tolerant comput- 
er maker Stratus Computer, 
Inc., Montgomery Securities an- 
alyst John B. Jones Jr. said. Un- 
like rival Tandem Computers, 
Inc., still hobbled by restructur- 
ing costs, Stratus is expected to 
report profit up 23% to $16 mil- 
lion on revenue increased 8% to 
$128 million. 

SOFTWARE: Anticipated 
hardware sales have not kicked 
in in time to boost hardware ven- 
dors’ fourth-quarter results, Lu- 
patkin noted. Nevertheless, they 
were a major factor behind a rel- 
atively upbeat quarter in the 
software sector. 

Microsoft Corp. and Syman- 
tec Corp. both are expected to 
reap the bottom-line benefits of 
strategic acquisitions as well as 
warmly received products, the 
former surging 35% to approxi- 
mately $615 million, and the lat- 
ter spurting ahead an estimated 
57% to $54 million. Informix 
Corp. and The Ask Cos. should 
be looking good in the fourth 
quarter, said Martin Simpson & 
Co. analyst Charlotte Walker. 


systems environments. 
e Establish an impartial bid pro- 
test system. 

The agreement is to apply to 
all purchases exceeding approxi- 
mately $140,000 in value. The 
effective date for hardware and 
software products will be April 
1, and for services including soft- 
ware development, Oct. 1. 

The terms of the agreement 
are intended to wipe out the per- 
sistent effects of a “buy Japa- 
nese” government policy imple- 
mented in the early 1960s and 
officially removed in 1978. Ac- 
cording to U.S. industry sources, 
structural barriers remain, in- 
cluding sole-source contracts to 
domestic vendors, lack of open 
systems standards, an ineffec- 
tive bid protest system and par- 
ticipation by Japanese vendors in 
preparing bid specifications. 

If non-Japanese vendors were 
to capture the same percentage 
of the Japanese public market 
now as they have of the commer- 
cial market, that would boost 
their hardware sales by a little 
more than $2 billion. Moreover, 
industry sources said that every 
dollar of increased hardware 
sales could generate equal or 
greater revenue in software and 
services. 


INTERNATIONAL 


BRIEFS 


Merger minus 


> Denmark’s ICL Data A/S, 
a merger effort between Nokia 
Data and RC International 
(RCD), will lay off approximately 
150 of its 650 employees, with 
the ax falling particularly on 
those who came to the firm 
from RCI, according to a recent 
announcement in the Danish 
business press. After two profit- 
able years, RCI experienced 
heavy losses in 1991, largely be- 
cause of a 50% falloff in exports 
and a substantial drop in the 
company’s telecommunications 
business. Export figures 
dropped to $2.5 million — $4.2 
million below plan. 


Union dues 


> Unions at Italian computer 
manufacturer Ing. C. Olivetti 
SpA are poised to petition the 
Italian government for aid in the 
wake of Olivetti’s recent an- 
nouncement of impending lay- 
offs, according to a report in the 
European business press. The 
unions, which were due to meet 
with company officials earlier 
this month, said they requested 
a meeting with government rep- 
resentatives to discuss the situ- 
ation. Olivetti has said it will 
have to cut its domestic work 
force by 2,500 jobs this year, 
over and above the 3,000 shed 
in 1991. 


Still on the line 


» Despite recent market lib- 
eralization, state-owned Spanish 
telecommunications operator 
Telefonica de Espana SA in- 
tends to retain between 70% 
and 75% of the domestic tele- 
phone services market, accord- 
ing to a report in the French 
newspaper Les Echos earlier 
this month. In the six months 
that the niche has been open to 
competition, Telefonica has 
managed to keep its grasp on 
87% of the business. Nor, appar- 
ently, does it intend to lay down 
its receiver: According to the re- 
port, the state arm has allocat- 
ed $28 million to advertising in 
the newly contested niche this 
year. 


Fruit of their labor 


» Cooperative efforts be- 
tween Mitsubishi Electric 
Corp. in Japan and Germany- 
based Daimler-Benz AG are 
beginning to bear fruit. Earlier 
this month, the firms announced 
a preliminary agreement under 
which a Daimler group company, 
AEG AG, will manufacture in- 
tegrated circuits for Mitsubishi 
to use in televisions. AEG is ex- 
pected to sign a formal second- 
source agreement later this 
month; production is slated to 
start in April. 
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Room for the future. Intro 


Sure, the Intel486™ SX delivers work- Intel has developed an upgrade processor, 
Station power at a 386 price today. due in 1992, that will plug into many 486 SX sys- 
But let’s say you need more power tems. With this simple addition, you'll double 
down the road. No problem. Room will be waiting. CPU performance. The net effect: an overall 
Thanks to new built-in CPU upgradability. system performance boost of up to 70 percent— 


Intel486, i486, 486 the SX logo and the Intel Inside logo are trademarks of the Intel Corporation. ©1991 Intel Corporation. 





ucing buult-in upgradabulity. 
across all applications. Plus, you'll get on-chip And check into the computer with room for the 
math capabilities. future today. a 
So consult your dealer to see which 486 SX i ntel 
systems are upgradable. Or call 1-800-722-7772 F 
for a free, informative video. The Computer Inside. 
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Presidential politics create 
jobs, but work is seasonal 


BY JULIA KING 
SPECIAL TOCW 


roviding information 

systems support for po- 

litical races is tradition- 

ally a boom/bust busi- 

ness, although there 
has been some increase of late in 
the number of permanent posi- 
tions at some organizations. 

IS professionals hired by com- 
puter service bureaus that spe- 
cialize in maintaining voter data- 
bases can expect to put in a lot of 
overtime and bring home hefty 
paychecks in 1992. Many of 
these same IS professionals can 
also expect to be out of a job nine 
months from now, when the pres- 
idential primary elections, na- 
tional November balloting and 
campaign frenzy that precedes 
them are over. 

In previous election years, 
which tend to fall during even- 
numbered years, demand for 
skilled programmers, analysts 
and computer operators with ex- 
perience in this niche market has 
been known te double, only to fall 
back in off years. 


Hiring merry-go-round 

“We lay off one-half of our pro- 
gramming staff at the beginning 
of odd years, then we hire them 
back on even years,”’ says Frank 
Tobe, a former systems consul- 
tant who is now president of Be- 
low, Tobe and Associates, a Mari- 
na del Ray, Calif.-based 
computer services bureau that 


was contracted to produce cus- 
tomized campaign materials 
such as letters and canvassing 
lists for such clients as former 
California Gov. Jerry Brown and 
the state Democratic parties in 
Maryland, West Virginia and 
New Hampshire. 

“This is why we tell program- 
mers from the very start that we 
can offer them a lot of mon- 
ey this year but not a lot of 
permanence,” he says. 

IS hiring follows a sim- 
ilar pattern at American 
Data Manage- 
ment, another 
computer ser- 
vices bureau in 
Mountain View, 
Calif., that, given the 
number of new cam- 
paigns launched in an election 
year, does six times more busi- 
ness in those years than in non- 
election years, according to com- 
pany President Doug Winslow. 

This feast or famine employ- 
ment isn’t for everyone — nor 
are the hours. In the six weeks 
preceding the November elec- 
tion, Tobe says, it is not unusual 
for IS workers at his firm to put in 
12-hour days, six days a week. 

The workers best suited for 
these seasonal posts are those 
with technical talent, indepen- 
dent ways and a passion for poli- 
tics, employers say. ‘These jobs 
are on the fringe of politics and 
therefore have the same degree 
of drama and timing,” Tobe says. 
“The people we tend to attract 
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are itinerant programmers with 
political interests.” 

While the majority of jobs are 
of short duration, it is possible to 
build an IS career in the political 
arena. At least three politics-ori- 
ented service bureaus — Elec- 
tion Computer Services in New 
York, Voter Contact Services in 
Honolulu and Santa Clara, Calif., 
and Conotabs Networks 

in Houston — hire IS 
staffers on a perma- 
nent basis, even 
though the com- 
panies do most of 
their business in 
election years. 
“Our business de- 
cision has been to 
carry people, even 
though we make most of our 
money during a few months of the 
year,” says Mike Hannahan, vice 
president of marketing at Voter 
Contact Services. “‘The reason is 
that for a programmer to become 
useful to us, it takes about a year 
to train them.” 

Permanent job opportunities 
for programmers are also in- 
creasingly becoming available at 
companies that develop and sell 
software directly to campaigns. 

At Aristotle Industries, Inc. in 
Washington, D.C., for example, 
company President John Phillips 
says he expects to fill between 
six and 12 new positions for per- 
manent, full-time personal com- 
puter programmers during the 
first two quarters of this year. 

In addition to selling PC soft- 


Be A Part Of The 
information 


ware programs that track cam- 
paign contributions and constitu- 
ent inquiries, Aristotle Indus- 
tries compiles and publishes 
compact disc/read-only memory- 
based lists of registered voters 
and works as a contractor, in- 
stalling systems and training us- 
ers at various state legisiatures. 
In both 1990 and 1991, the 
company doubled its sales and 
expects to do so again this year, 
anticipating 1992 revenue of $3 
million, according to Phillips. 
Such growth, Phillips says, 
shows that “electioneering is 
pretty much a year-round busi- 
ness now. People need IS to get 
elected as well as stay elected.” 


Political savvy wanted 
The service firms that work di- 
rectly for political campaigns di- 
vide along party lines. Employees 
are not required to declare politi- 
cal allegiance, however, although 
they are required to sign both 
noncompetitive and confidential- 
ity agreements. 

Of the half-dozen companies 


interviewed, virtually all said 
they prefer to hire candidates 
with political experience, wheth- 
er it be as volunteers or paid 
campaign workers or as empioy- 
ees of another service bureau 
that does political work. 

“Because the whole election 
business takes place in a very 
tight time schedule, there is a 
certain amount of political savvy 
one needs to have,” says Margo 
Marabon, president of Election 
Computer Services, which is now 
recruiting computer operators to 
work through November. 

For example, Marabon says, a 
programmer at her company may 
be required to assemble a data- 
base of names representing regis- 
tered voters between certain 
ages who live in the same house- 
hold but are members of different 
political parties. “The person we 
hire to do this has to understand 
the numbers and why they are 
important,”’ she says. 


King is a free-lance technology writer 
based in Ridley Park, Pa. 


Supporting the supporters 


espite the fact that this is a presidential election 

year, neither the two major parties’ national organi- 

zations nor their campaign committees plan to in- 

crease their IS staffs significantly. One reason is that 

given the availability of new PC-based campaign-re- 
lated software, more state and local campaigns are relying on 
volunteers to help with their IS work. 

Given this trend, “‘there is a possibility that we may need to 
hire people to provide end-user support so that campaigns can 
use information more efficiently,’ says KC Hullings, MIS direc- 
ter for the Democratic National Committee. The bottom line, 
however, is that the committee’s five-member IS staff remains 
“pretty constant” in both election and nonelection years, Hull- 


ings says. 
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Programmers & Analysts 


PS/2 - OS/2 - PM - Windows - EASEL 


N 
i WY . . - 
al ions Engineering Elite. 
Eagles International's Advanced Technol!- 
ogy Group is a recognized world leader in 
Information Engineering. 
Phenomenal growth has created oppor- 
tunities for highly qualified: 


Information Engineers 
IEF Case Tool 
ISP, BAA 
BSD, Technical Design 
Construction, implementation 
IEW Case Tool 


Write, phone, or fax Eagles International, 
where the rewards for performance are 
substantial 


EAGLES ¥& 


EAGLES INTERNATIONAL 
15851 Dallas Parkway, Ste. 501 Dallas, TX 75248 
Phone:(214) 450-5900  Fax:(214) 450-5901 
Toll-free: (800) 800-6785 


One of IBM’s leading Business Partner’s and a nation- 
ally ——— software developer, is in need of quali- 
fied professionals to support several “leading edge” 
development projects. Applicants must have proven ex- 
perience with application software development under 
either DOS Windows using Toolbook or OS/2 PM. 
References will be required. 


Systems Analyst 


to analyze requirements for computerized systems, design solu- 
tions to meet these requirements, and to program, implement and 
maintain these solutions and also to lead a small team in computer- 
ization projects. 


What does PDA have to offer? 
© Relocation allowance 
© Competitive salaries 
© Excellent working environment 
© Flexible work hours 
© Profit sharing program 
© 401k retirement plan 
© Top notch medical/health program 
© Vacations, holidays & sick leave 
© Education reimbursement program 
® Stability - 17 years in business 
© 109+ employees 


The successful applicant must have a university degree in comput- 
ing or related field plus a minimum of 6 years relevant experience, 
including specific experience in development of major computer 
systems using modern development tools. Experience with mod- 
ern relational development management systems (such as SQL 
Server or Ingres) and the related development tools. Knowledge of 
OS/2 and UNIX, and of modern software development methods. What does Kansas City have to offer? 

© Very affordable housing 

© Excellent educational systems 


© According to Fortune Magazine (11/04/91), 
one of the 4 best cities in which to live and work. 


Tax free emoluments of approx. US$ 50,000 p.a. Additional al- 
lowances for dependants. Initial contract for three years. Six 
weeks annual leave. Travel and removal expenses paid. Applicants 
should send their curriculum vitae quoting Vacancy Notice No. 
91/072 to the Division of Personnel, International Atomic Energy 
Agency, P.O. Box 100, Wagramerstrasse 5, A-1400 Vienna, Aus- 
tria, before 19 March 1992. 


For a confidential interview, please send a resume, in- 
cluding earnings requirements or range to: 


PDA, Incorporated, 11600 College Boulevard 
Overland Park, KS 66210, Attn: Recruiting Officer 
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Subscribing to Computerworld makes perfect cents. 


Yes, | want to receive my own copy of Computerworld each week. | accept your offer tamnaacat 37" Spe 
only 76¢ an issue. 
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“U.S. Oniy. Canada $58.97, Central/South America $130, Europe $195, all other countries $295. 
Foreign orders must be prepaid in U.S. dollars. 


Piease complete the information beiow to qualify for this “special rate. 
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MANAGING YOUR CAREER 
Blair Jensen 


How to figure out what 
others expect of you 


You’ve got your career goals down: 
You’ve quickly risen from program- 
mer analyst to senior analyst to proj- 
ect manager, and you have a serious 


shot at information systems manager. 


You’ve taken all the right technical and business 
courses and had all the right hands-on training. 


You’re on your way, right? 
Well, maybe not. 

There is a whole constella- 
tion of needs and expectations 
that can impact an IS career — 
those of top management, busi- 
ness unit clients, IS managers 
and team leaders. Identifying, 
sorting and prioritizing all of 
these expectations can be diffi- 
cult, especially because not all 
of those professionals you inter- 
act with will be very good at ar- 
ticulating their expectations or 
connecting them to your job. 

There are, however, a num- 
ber of information sources you 
can tap and actions you can take 
that will help you to better un- 
derstand what is expected of 
you and how you can excel: 
> The company’s mission 
statement. Mission statements 
provide a broad view of what 
the organization is trying to ac- 
complish. 

One thing mission state- 
ments have in common is that 
they identify a company’s major 
focus. You need to look at your- 
self in the big picture to see 


ADVANCED PH.D. RESEARCH 
SCIENTIST - VEHICLE 
ELECTRONICS 


what you do and can do to meet 
the firm’s objectives. 

Also, by finding out what 
other departments are responsi- 
ble for, you get a broader pic- 
ture of how other people’s jobs 
contribute to fulfilling the com- 
pany’s mission and how other 
jobs impact yours. 

As an IS professional, you 
need to familiarize yourself with 
each person for whom you 
work, from immediate supervi- 
sors to upper management, to 
understand the hurdles your su- 
periors face. With this new per- 
spective, you will be able to ap- 
preciate each individual’s role 
in the organization. 
> The business plan. Most 
department heads will have a 
copy of the section of the com- 
pany’s business plan that per- 
tains to their departments. 

Quite often a business plan 
outlines what each department 
must do to accomplish corpo- 
rate goals and provides a means 
of measuring success. By know- 
ing what a particular depart- 
ment’s business goals are, you 


COMPUTER CAREERS 


can tailor all your development 
and support activities to them. 
You won’t be doing your work in 
a vacuum. 

For instance, your market- 
ing department’s business plan 
may indicate that it wants to in- 
crease the number of sales in or- 
der to fit in with corporate 
goals. Its salesmen, who know 
the business best, have a few in- 
novative projects and ideas to 
meet those goals. What better 
way for you to shine than by initi- 
ating the development of sys- 
tems that put those ideas into 
practice? 
> The grapevine. Don’t dis- 
count the rumor mill. Ninety 
percent of what you hear 
through the grapevine is true. 
Informal communication with 
employees at all levels will pre- 
pare you for changes in your 
business and your employer’s 
needs. 

For example, if you’re work- 
ing with an end user, you may 
get a feel for his frustrations 
and problems, which could actu- 
ally mirror feelings of users in 
general. This close contact can 
often provide an early warning, 
helping you anticipate changes 
to the organization. 

The company will eventually 
have to respond to the pressures 
if a policy doesn’t work. While 
the response can sometimes 
take weeks or months, your fa- 
miliarity with the situation gives 
you the lead time to see what’s 
going to happen in the company. 
Therefore, you won’t be resis- 
tant to change when it does take 
place. You'll be valued as you 
offer ideas for how technology 
can support the changes to 
come. 
> Long-term and ad hoc 
committees. Committee meet- 
ings will give you a first-hand 
look at the long- and short-term 
problems that face your em- 
ployer. 


UNIVERSITY OF 
ST. THOMAS 


Meetings give you an oppor- 
tunity to get involved in solving 
issues that oftentimes don’t fall 
within your regular job responsi- 
bilities; they also provide you 
with a chance to interact with 
managers on a more informal 


ty will make you a good employ- 
ee. Understanding your em- 
ployer’s specialty will make you 
an excellent employee. 

> Talk to the company’s 
customers. While it is unlikely 
that you will come in contact 


S AN IS PROFESSIONAL, you need to 

familiarize yourself with each person for 

whom you work, from immediate super- 
visors to upper management. 


level and to see managers in ac- 
tion — how they perceive dif- 
ferent issues, what kinds of is- 
sues they take seriously and 
how they approach and solve 
problems. 

Not only is this a benefit to 
you in that you can learn from 
the people you work with on 
the committees, but it also helps 
you to gain visibility. Others 
can see how you solve problems 
outside of the IS environment. 
> Information on competi- 
tor goings-on. You can become 
a valuable resource by under- 
standing your employer’s busi- 
ness and that of competitors. 

Keeping tabs on successful 
competitor strategies — or un- 
successful ones — through 
trade conferences or periodicals 
can help you put your IS work 
into perspective. If the rest of 
your industry is big into elec- 
tronic data interchange and your 
company isn’t, you may want to 
look into it. 

Also, it may be a good idea to 
follow stocks of companies in 
your industry group. Stock fluc- 
tuations are usually a good indi- 
cator of upcoming change. In 
this way, you can prepare a host 
of options for implementing 
change in your company. You 
won’t be caught unaware. 

Understanding your special- 


with your company’s customers 
on a daily basis, you might come 
in casual contact with a customer 
in a social setting or at a confer- 
ence or seminar. Take the op- 
portunity to find out whether 
your company is satisfying the 
customer’s needs. Use this 
knowledge to make sure you and 
your IS group are doing all you 
can to be responsive to the cus- 
tomer. That means you’re also 
being responsive to your em- 
ployer. 

While this may seem like a 
heavy research burden, time 
spent investigating the goals 
and requirements of those for 
whom and with whom you work 
will be well spent. If you under- 
stand your bosses, your peers 
and your clients well enough to 
fulfill all of their needs, there is 
an excellent chance that the 
company will satisfy yours. 


Jensen is an IS manager at the Utah 
State Developmental Center in Ameri- 
can Fork, Utah. 


IS managers and corpo- 
rate hiring managers: If 
you have a career issue 
you'd like to write about, 
please fax your idea to 
Kelly Dwyer, (508) 875- 
8931. 





TANDEM 


Well established Pittsburgh consult- 
ing firm has recently been awarded 


. The Municipal Court of Seattle needs a Principal Systems 
Analyst to maintain and enhance a state-of-the-art court 
system that is one of the largest INFORMIX OnLine/4GL 
applications in the world. Starting salary is $3,948 per 
month plus an excellent benefits package. The position 
requires a related BA and 5 years of professional program- 
mer/analyst experience developing business applications 
in INFORMIX. UNIX development software, Bourne, and C 
are highly desireable. Send your resume by 1/31/92 to 


two major projects. PBC wil! pro- 
vide staff supplementation on a 
Tandem systems development 
project. If you possess at least 2 
yrs. exp. working with: 


TANDEM, SCOBOL, 
PATHWAY, SQL AND 
ENSCRIBE 
AND HAVE THE 
PERSONAL 
AMBITION TO EXCEL, 
PLEASE CONTACT: 


POSITION AVAILABLE 


Faculty Position 
Quantitative Methods and Computer Science (QMCS) 


The Quantitative Methods and Computer Science Department 
of the University of St. Thomas invites applications for a full- 
time, tenure-track position to begin September 1992. The 
successful candidate will be able to teach the core under- 

raduate computer science courses in Software Design and 
undamentals of Computer Science. In addition, the candi- 
date should be able to teach in at least one other area of in- 
terest, such as data and file structures, information manage- 
ment, telecommunication, systems analysis and design, data 
base design, or artificial intelligence. A Ph.D. in Computer Sci- 
ence or a closely-related field or a Masters degree with sub- 
stantial progress toward the Ph.D. is required. The QMCS 
Department offers an applications-oriented program and in- 
dustrial experience is desirable. Candidates should have a 
commitment to teaching excellence and should be willing to 
contribute to the overall mission of the University. St. Thomas 
is a coeducational, Catholic, liberal arts university with sev- 
eral graduate programs, including the Master in Software 
Design and Development Program (MSDD). Send a letter of 
application, curriculum vitae, and three letters of recommen- 
dation to Mark Werness, Chair, QMCS Department, Mail 
#4182, University of St. Thomas, 2115 Summit Avenue, St. 
Paul, MN 55105. All materials must be received by March 1, 
1992. The University of St. Thomas is an equal opportunity/ 
affirmative action employer. 


Frank Emerson 
City of Seattle Personnel 
Suite 1246, Dexter Horton Bidg 
Seattle, WA 98104-1793 


FLORIDA OPPORTUNITIES 


TANDEM, SCOBOL, COBOL, EFT C++ 
TANDEM, QA ANALYST NATURAL II 
TANDEM, DBA X.25, LU6.2 
AS/400, RPG I CISA AUDITOR 
ORACLE, SQL INFORMIX, 4GL 
RACF 18&19 ASSEMBLER, CICS 
MSA HR & FIN PRESENTATION MGR 
IMS DB/DC HP 3000, MPE, COBOL 
X-WINDOWS CICS, COBOL Ii, DB2 
UNIX, C INGRESS 6.3, ABF, VMS 
M&D CICS, COBOL II, TRUCKING 
RAMIS II MIS DIR, AEROSPACE, HP 3000 


COMPUTER BUSINESS ASSOCIATES, INC. 
a ORLANDO: 


eR yee eT eee 
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Pittsburgh Business 


Consultants, Inc. 
411 7th Avenue, Suite 1401A 
Pittsburgh, PA 15219 
Phone (412)39:1-0714 or 
(800)722-9820 
Fax:(412)391-0478 


Equal Opp 
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BOULTHWES!T: HIGH TECH 
CAREER FAIR 


Sponsored by COMPUTERWORLD 


Neournwesr PT RU a 


Suppor THEREST _ 


WINDOWS APPLICATION SUPPORT TECHNICIANS Of course you want to 

You will provide technically accurate solutions to customer rk with the hottest DALLAS HOUSTON 
inquiries and problems by phone, letters and electronic ser- wo ottes Jan. 20-21 Feb. 3rd 
vices on Windows and other Windows application products, 

pecan ey “ts Siena? aay technology available. May 4-5 Oct.5th 

We are looking for highly motivated individuals who have That’s why you want July 20-21 

excellent technical problem-solving abilities. Experience in : Sept. 28-29 

providing telephone customer support and familiarity with to join Microsoft, the 
operating environments (MS DOS and Windows) and PC 


architecture are preferred. world’s leading AUSTIN KANSAS CITY 


mae in semmpates stkente or related discipline is computer software April 13-14 Feb. 17-18 


NETWORKING SUPPORT ENGINEERS company. Right now 
You’ll interact with corporate MIS customers and software we are in search of 
vendors in our customer support facility by phone and elec- i 
tronic requests. Find solutions to their systems problems, candidates for our new : 1992 Schedule 
develop and document sample programs, and write systems 2 Pos <8 
programming articles for on-line customers. Dallas Product Support CE 

You should have strong networking and programming . ; 
experience, preferably in C and knowledge of LAN Manager. Facility for eed —_— 
Familiarity with various operating systems concepts and hard- Technicians and ar. 
ware is required. Problem solving and debugging abilities are Oct. TBA 


also critical. ineers. 
A degree in computer science or related discipline is pre- Eng 


: NSE SOUTHWEST AND SOUTHEAST HIGH TECH CAREER FAIRS 

ferred. Response Code: NSE. . cage z 

lillie ieiiinadion hnentienoensiene are qualified EEO/Minority Recruitment Events 
well as an exciting work environment. To apply, send your resume, . , : 
indicating the response code, and salary history to: MICROSOFT For more information or reservations call 
CORPORATION, Attn: PSS Human Resources, Dept. Cheryl Elston or Richard Bell 
0192-CW, 1321 Greenway Drive, Irving, TX 75038, or fax 
to (214) 580-1020. No phone calls, please. We are an equal : . 
oe employer -_ are niin toward a more aa Career Fair Coordinators (214) 462-8807 
ally diverse workplace. P.O. Box 1381, Coppell, Texas 75019 


Microsoft . At under $2,000, these Career Fairs are the most cost effective available. 


THE LEADING TECHNOLOGY CAREER FAIRS 
FOR THE SOUTH! 


SOFTWARE ENGINEERS 
) Sournwest HIGH TECH CAREER a // Cutler/Williams, Inc., a National vendor of software services, has staff positions avail- 


1992 Schedule 


Data Processing...Engineering... Telecommunications 


able for Systems Analysts and Programmer/Analysts with significant experience in 
one or more of the following areas: 
11:30 a.m. -2 p.m. Dallas ies ‘i Sponsored by e DB2/CSP Applications Development 
4 p.m. to 7 p.m. Janua 21,1 OMPUTERWORLD and e IMS DB/DC Applications Development 
OTH DAYS INFOMART the SWHT Cooperative ° CICS/DLi Applications Development 
e IDMS/ADSO Applications Development 


: e CASE Tools (IEW, IEF, APS, Prokit, etc.) 
Special Pre-Fair Events 


e PC Applications Development (C, Windows, CLIPPER) 
What's Hot in Technology Tips For Surviving A Layoff e VAX/RDB/or ORACLE/COBOL 
Monday & Tuesday e 10:30 - 11:30 - Free 


Those selected wil! become part of large-scale applications development efforts - in 
capacities ranging from project/team leader to individual contributor. 





Abbott Laboratories G.E. Consulting Services Corp. 
AEGON Hogan Systems 

AGS Howard Systems Inc. 
American Airlines Interactive Business Systems 
Amherst Information Systems Kelly Technical Support 
AMRIS Travel Services Division McLane Data Systems 
ANTRIM Corporation Microsoft Corporation Corporate Recruiting 

CAP GEMINI AMERICA PacTel Cellular Cutler/Williams, Inc. 
Computer Assistance Power Computing 4000 McEwen South, Suite 200 
Computer Task Group Scott & White ' 

a = : Dallas, Texas 75244 
Culter/Williams SSBA America 214) 960-7053 in Dall 
CYBERTEK Corp. Software Solutions Inc. (214) 960- aces 
Dallas Water Utilities Southwest Airlines (800) 527-4907 (outside TX) 
Datronics Management Inc. Tandy 
Decision Consultants Inc. Texas Instruments 


ElectroCom Automation, Inc. The Systems Group An Equal Opportunity Employer 
Ernst & Young Trinity Consulting 
Fidelity Investments USDATA 
UTLER/WILLIAMS 
Equal Opportunity Employment Fair i V CUTLE Management Services 
if unable to attend, se send your resume to: Career Fair Coordinators, anes 


Cutler/Williams offers an outstanding compensation plan including paid overtime, 
Medical/Dental Insurance, 401K/Profit Sharing, and Tuition Reimbursement Plans. 


Call or send resume to: 





P.O. Box 1458, Dept. CW, Coppell, TX 75019 
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PROGRAMMERS 







AAAAA 


ANALYSTS We want someone who 
AAAAA 


SOFTWARE ENGINEERS would rather join leaders 
| than follow them. 























Antrim Corporation designs, develops, and markets 
laboratory and financial information systems 
for medical laboratories. 

























Management Consultants 


Antrim is growing...positions are now available for programmers, analysts, Information Systems and Technology 















































os As one of the world’s leading integrated professional services firms, 
and software engineers who want to be a part of our team designing, P Ernst & Young has over 80 years experience in providing causality 
developing, and supporting medical laboratory and financial information solutions to major companies. As our Southwest Information 
systems on Digital and IBM platforms with DOS, UNIX, AIX, VMS, ee = a ae ee — - — we ae have 
. new challenges for IS professionals at all levels, offering the oppor 
SM, and MS operating systems. tunity to expand your skills and enrich your career potential 
= = We seek highly professional candidates with superior communication 
If you have a bachelors degree, or equivalent, and at least two years of skills, and preferably previous consulting experience. Qualified 
experience in customer service or installation of software systems, you may degreed candidates will have experience in one or more of the fol 
be the programmer or analyst we are looking for. If you have at least three lowing: 
years of experience in system development, preferrably ina MUMPS Aepmenians Languages Database 
environment, you may be the software engineer we need. Knowledge of Finance/Accounting COBOL cics 
laboratory information systems and QC products is highly desirable. meee — — 





Retail/ Distribution 


Other experience should include CASE tools (IEW, IEF, ADW) and 
methodologies, full life-cycle systems development, cooperative 


Antrim offers competitive compensation, career growth, challenge and 
diversity, stability, and comprehensive benefits. 




















processing, LAN experience, and IBM Mainframe, PC, and AS’ 400 
Visit our booth at the environments. 

> : Positions available in Atlanta, Charlotte, Dallas, Houston and 
Southwest High Tech Career Fair ® Tampa. As a leader, we offer you challenging projects, important 
Dallas, Texas professional relationships and strong career potential. For considera 
January 20-21, 1992 


tion, please send your resume with salary history to: Lynn Starrett, 
ERNST & YOUNG, 2001 Ross Ave., Suite 2800, Dallas, TX 75201 


ANTRIM™ 

































or CORPORATION We are an equal opportunity employer 
kate etient tempor I] F Y 
Ms. Tobye urgin PLANO, TX 75074 = RNST & YOUNG 


FAX: 214/516-3460 





Antrim is an equal opportunity employer. 







Instruments is looking for experienced software professionals to 
work in our Information Technology Group located in Plano. Most posi- 
tions require a BSCS or equivalent and a minimum of 5+ years’ experience. 

Business Analyst/IEF Developer 
Participate in all phases including construction and implementation. Expe- 
rience with IEF methodology and toolset, DB2, TSO, JCL. 


Sr. Systems Programmer Analyst 

Develop and support systems for Information Services Management Systems. 

Applications developed using COBOL, ALC, DL/1, DB2. 
Information Security Analyst 

Assist with administration of strategic Tl EDP information security system. 
Assist with end-user security problem resolution, security investigations and 
response to security related audit findings. 

Telecommunications Engineer 
Prefer degree in Telecommunications, EE with appropriate course work and 


LEADING EDGE SKILLS ... 
YOUR BEST JOB SECURITY. 


DATRONICS made a commitment 16 years ago to 
long-term relationships with employees and clients 
alike. Our dedication to encourage top performers to 
advance technically has resulted in a loyal staff of over 
400 highly skilled professionals. 


We are about to undertake many interesting new proj- 
ects and need P/A’s with the following skills: 


experience acceptable. 7+ years’ experience in network design and/or engineer- , COBOL/ CICS 3 ADABAS/ NATURAL 
ing. Experience in emerging technologies such as Frame Relay, SMDS, Sonet FDDI, - ACP /T PF - IMS DB/ DC 
Lan to Lan connectivity and interoperability. - DB2 /TELON - IEF 

Business Information Specialist 


Masters in Library or Information Science; ALA accredited; on line data search 
experience and OCLC experience. 


Business Services Contracts Administration Manager 


Draft, negotiate, administer a wide scope of business agreements in support 
of computer system leasing, evaluation and purchase. JD degree and 5 or more 
years’ experience in related business field. 


Please send your resume to: Anita Hawiszczak/Texas Instruments/P.O. Box 
869305, MS 8431/Dept. SWHT/Plano, Texas 75086. Or, FAX your resume to her 


Texas WW 
INSTRUMENTS 


(Minimum 2 years industry experience a must.) 


We offer you “hands-on” experience with the newest, 
most marketable skills and full-time employment includ- 
ing excellent benefits, paid overtime and relocation 
where necessary. | 


Call 9AM-5PM (214)931-8200 or (800)545-2283, or | 
send resume to: DATRONICS, INC., 17304 Preston 

Rd., Suite 590, Dallas, TX 75252. Equal Opportunity 

Employer M/F. 


Rr eMetaual eee 
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SOUTHWEST HIGH age 


“”\ CONSULTANT 
DREAM... 


Independence, Variety, Challenge 


f that’s what you've been contemplating for your new career change, consider 
Computer Assistance. We are a leading national information technology 
systems development and delivery company with over 650 employees in 15 cities. 
Our assignments go full spectrum and allow you to utilize your expert skills on 
projects while developing new ones. As a division of Coopers & Lybrand, our 
company is positioned to offer added capabilities to our clients and career 
advancement to our employees. 


We often need professionals with the following skills: 


@ IMS DB/DC, TELON @ UNIX, C, RELATIONAL 
@ NATURAL/ADABAS DATABASE 

@ AS400, RPG Ili @ DATACOM, CICS 

m@ ORACLE @ AS400, Banking 


Join a top consulting firm where we offer local assignments, excellent salaries/ 
benefits, and a monthly incentive bonus. For more + send call or send your 
resume to: Computer Assistance, 2711 LBJ Frwy., Suite 312, Dallas, TX 
75234, (214) 243-1256, FAX (214) 243-6956. 


Computer Assistance 


A division of Coopers & Lybrand 


AT THE SYSTEMS GROUP 
OUR PEOPLE ARE *1 


The Systems Group, Inc., an employee-oriented Professional Services 
firm, values the efforts of our people and encourages their professional 
development with projects that are on the leading edge of technology. We 
offer three competitive pay plans, company paid employee insurance 
benefits (Medical/Dental/Life/LTD) and a 401K plan! 

Opportunities are available in Texas, Florida and Virginia for Information 
Systems Professionals experienced in one or more of the following areas: 
COBOL/CICS ORACLE 

FOCUS GUPTA/SQL 

DB2/IMS ADABAS/NATURAL 

DATACOM TANDEM 

IEF AS/400 


IEF/CENTRAL ENCYCLOPEDIA ADMINISTRATOR 
OIL & GAS PACKAGES (ARTESIA, PREMAS, JD EDWARDS, ICOR, etc.) 


THE SYSTEMS GROUP, INC. 
3030 LBJ FREEWAY, LB2, *1460 
DALLAS, TEXAS 75234 
214-243-1020 

FAX 214-243-3660 
1-800-969-4744 


EQE/M/F/V/H 


BANKING APPLICATIONS 


Hogan Systems, Inc., a leading supplier of applications and software prod- 
ucts to financial institutions, has immediate openings for experienced Pro- 
grammer/Analysts and Business Analysts. 


INTEGRATED BANKING APPLICATIONS 
Positions available in consulting, development and support of Hogan IBA ap- 


plications: 
UMB- Umbrella (base “ena 
ODS- Online Delivery System 
CIS- Customer Information System 
IDS- Integrated Deposits System 
ILP- Integrated Loans Processing 
CAMS- Consumer and Merchant Servicing 
EAS- Earnings Analysis System 
RPM.- Relationships and Profitability Manager 
PAS- Platform Automation System 
PCS- Preferred Client Services 


REQUIREMENTS 


Requirements for Programmer/Analyst positions include 2+ years experience 
developing financial applications, using Hogan technology, with COBOL or 
ALC experience. Additional skills include CICS, IMS, VSAM, DLI and DB2. 
Analysis, design and debugging skills are also required. 


terete for Business Analyst positions include 2+ years experience in 
banking operations working with the major Hogan banking applications. Re- 
sponsibilities include working with end users an Programmer/Analysts, defin- 
ing functional requirements, conversion interaction and the ability to commu- 
nicate at multiple levels. 


All positions require domestic and/or international travel, some may include 
relocation. 


Previous experience with Hogan applications required. 


Hogan offers excellent benefits and competitive salary. Send your resume to: 
Human Resources, Hogan Systems, Inc., 5080 Spectrum Drive, Dal- 
las, TX 75248 or FAX (214) 386-0315. Equal Opportunity Employer. 


Principals Qnly. 
SNHogan 


SYSTEMS 


LEARLY McLANE 


McLane is a progressive, high-growth multi-national specialized distribution company with 
an expanding Centralized MIS Division. Due to an ever expanding growth in our company, 
we haverewarding and challenging career opportunities for Information Systems professionals, 
Business Systems Analyst and Communications Specialist. Our environment is: 


MVS/XA CICS 

IBM 3090 TSO/ISPF 
VTAM CASE 

DB2 RACF MILLENIUM 
COBOL VIA SOFT 
DATA EXPERT PROFS 


® Our compensation is competitive and includes a full range of 
benefits. Meet with our hiring managers at the Southwest High 

Tech Career Fair, or send your resume in confidence to: Employ- 
ment Manager, McLane Data Systems, P.O. Box 6115, Temple, 
TX 76503-6115. Equal Opportunity Employer M/F/H/V. 


McLANE COMPANY, INC. 
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Great discoveries.. 


SYSTEMS DOLE THE RIGHT 


PROFESSIONALS cooperation of 
: FRAME OF 






¢ “C’ WINDOWS ¢ UNIX, Informix, Ingres, ‘ ' S 
aie aaa tama ha ra AUR M OS 

Ethernet, Token Ring) e DB2/SQL, TELON, Oracle —Alexander Graham Bell MIND 
© AIX/UNIX ¢ FOCUS (MVS) a 
* RS6000 ¢ CICS, COBOL = 


® Programmers - LAN Mgr, © DB2 es ‘ 
PM or Comm. Mgr. ¢ AS400 & IBM mainframe, It was Alexander Graham Bell’s work with deaf students and his expe- 
¢ OS/2, LANS PL/1, IMS DB/DC, CICS rience with acoustics that led to his invention of the telephone in 





1872. Bell had the right idea. Be an innovator. Be an individual, yet 
belong to a unique fraternity of professionals who dare to make a dif- 
ference. 


CTG is one of the nation’s leading professional services 
consulting firms with over 65 locations throughout the U.S. 
and the U.K. We work primarily with Fortune 500 companies 
Offering expertise in documentation and training, systems 
analysis, design, programming, implementations conver- 
sions and project management. Opportunities available in 
Dallas/Ft. Worth and Austin, TX, as well as other locations 
nationwide. 


That’s the spirit that drives the Consultants at Software Solutions. 
You, too, will enhance your career and reap the benefits of being in the 
company of excellence if you have experience in the following: 


DB2 JEFF PREMAS 


SSI staff members are selected carefully. Even the best programmers 
are technically challenged with new environments, tools, meth- 
odologies and industries. Make this equal opportunity your reality and 
receive a salary and benefits package to match your efforts. 


Our salaries and benefits are among the best in the busi- 
ness, including relocation assistance. Send your resume or 
call our 24-hour message center at (214) 404-5541 today! 


Dallas Austin 
Heidi Walsh Tom Dailey 


Computer Task Group 
1505 LBJ Freeway, Suite 150 
Box CW-0192 © Dallas, TX 75234 


On a continuing basis, CTG also has opportunities for professionals 

in the following specialties: Communications Experts ¢ Information 
Engineering Specialists ¢ Technical Writers and Editors ¢ LAN Developers 
© Project Managers ¢ Manufacturing Applications Consultants 








Stop by our booth at the Southwest High Tech Career Fair or contact: 
Software Solutions, Inc., 5080 Spectrum Dr., Suite 116 W., Dallas, TX 
75248. Phone 214/701-2333 or Fax 214/991-2040. 


Equal Opportunity 
Employer M/F/V/H 











Si 
Where The Best Are Challenged zs ‘ei eel 


Ine. 


















Data Processing...Engineering...Telecommunications 


We Bring Good 


Things to Life SOUTHWeEsT HIGH TECH CAREER TL 








The Company GE Consulting Services Corporation, a member 11:30 a.m. - 2 p.m. Dallas Sponsored by 
of the General Electric corporate family, is a 4p.m. to7 p.m. — 20-21, 1992 COMPUTERWORLD and 
récognized leader in software, as a developer of TH DAYS INFOMART the SWHT Cooperative 


technology and as a provider of solutions to 
complex information systems problems. 






Benefits Asa GE Consulting Services employee, you will 


have extraordinary opportunities for personal 
advancement including technical and manage- 
ment career paths, competitive salary, tuition 
reimbursement, comprehensive life/health/vision/ 
dental insurance, as well as investment and profit 
sharing plans. 
















Special Pre-Fair Events 








What’s Hot in Technology Tips For Surviving A Layoff } 
Monday & Tuesday e 10:30 - 11:30 - Free 

















































Abbott Laboratories G.E. Consulting Services Corp. 
pe ae AEGON Hogan Systems 
Qualifications Opportunities exist within our Dallas region AGS Howard ystems Inc. 
eae eG Gentes American Airlines Interactive Business Systems 
and Doce Base eatepees. ‘ m Amherst Information Systems Kelly Technical Support 
Candidates should have experience in any of the AMRIS Travel Services Division eee — 
following areas: : ANTRIM Corporation icrosoft Corporation 
* DB2 * TELON * UNIXIC CAP GEMINI AMERICA PacTel Cellular 
cceee  Sawmows Spreaee Commeee Meuanae ce en 
° ° MS-DC computer Task Group ite 
crocus SPLIT INFORMIX Culter/Williams SSBA America 
ae * DATACOM CYBERTEK Corp. Software Solutions Inc. 
Dallas Water Utilities Southwest Airlines 
5 Datronics Management Inc. Tandy 
Stason. Decision Consultants Inc. Texas Instruments 
Bawsel, GE Consulting Services, 15303 N. Dallas ElectroCom Automation, Inc. The Systems Group 
Pkwy., Suite 1060, LB51, Dallas, TX 75248; or FAX Ernst & Young Trini Consulting | 
— Fidelity Investments USDATA 


@ 


_ GE Consulting Services 


Equa! Opportunity Employer 


Equal Opportunity Employment Fair 


if unable to attend, se send your resume to: Career Fair Coordinators, 
P.O. Box 1458, Dept. CW, Coppell, TX 75019 
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COMPUTER CAREERS MID-WEST 


DB2 APPLICATION ANALYST/ 
PROGRAMMER - $45K & UP 


An exceptional opportunity is now available for a 
Programmer/Analyst with a minimum of five years' 
experience in the design and implementation of 
DB2 applications. Responsibilities will include 
database design, establishment of installation stan- 
dards, implementation of design, and loading 
database. Opportunity for travel (U.S. and foreign) 
after one year in Chicago office. 


Worldwide Chain Store Systems is the world's 
leading provider of data processing services aimed 
at optimizing retai/wholesale warehouse buying, 
billing and inventory control functions. We are an 


IBM equity partner. 


The successful candidate will receive an excellent 
compensation and benefits package including 
major medical & dental plans, life insurance, 
401K, & profit sharing plan. For consideration, 
please send resume and salary history to: WCSS, 


INC., Attn: Mr. 
Knepper, 111 E. Wacker 
Drive, Suite 1620, Chi- 


John 


MAX. 
rPZ/INNY 


cago, It 60601. Principals SREGERE 
Only. Non-smoking of- 
fice. An equal opportu- 


nity employer. 


a, 
PROGRAMMER/ANALYSTS 


TELON, DB2/CSP 
CICS/DL1, IDMS 


PAC BASE, IMS 


EXCELLENT ee 
OUTSTANDING PROFIT SHARING 
Computer Management Sciences, Inc. 


FLORIDA 


ATLANTA 
8663 Baypine Rd. 2839 Paces 


HARTFORD 
111 Charter 


Jacksonville, FL Ferry Rd./Ste.120 Oak Ave. 


32256 Atlanta, GA 


(800)552-CMSI 30339 


Hartford, CT 
06106 


(800)466-CMSI (203)722-1729 
Computer Management Sciences, Inc. 


PROGRAMMER/ ANALYST 
ORLANDO, FLORIDA 


n 


Technologies, a Contracting firm in 


American Computer 

Orlando, FL has numerous permanent and contracting as- 
signments available. ACT seeks professionals with a mini- 
mum of two years experience in one of the following areas. 


© Natural Adabes 

@ IMS DB/DC DB2 

© UNIX C Ti 

© CADRE GU! TCP/IP 


We offer very competitive salaries and excellent benefits plus the oppor- 
tunity to live and work in one of the most desirable affordable 
growth areas in the country. Please mail or FAX your resume in confi- 


ACT 
Attn: Donna Shealy 
1950 Lee Road, Ste. 107, Winter Park, Florida 32789 


dence to: 


TEL 800-ACT-7185 


UNIX 


Are you interested in 
developing UNIX based 
applications? Do you 
want to work in an envi- 
ronment that rewards 
creativity and achieve- 
ment? This could be the 
opportunity you have 
been looking for. Ideal 
candidates offer UNIX 
development _experi- 
ence utilizing any of the 
following: C, C++, OR- 
ACLE, or SYBASE. Posi- 
tions are based in the 
Chicago area. Salary to 
$60K. Resume to: 


DSS, Inc. 

3800 N. Wilke # 485 
Arlington Heights, Il 60004 
Fox: 708-259-3480 


CONTROL SYSTEMS EN- 
GINEER - Design and devel- 
opment of real time applica- 
tion systems software and 
hardware for automotive 
power train controls. Evalu- 
ate and implement 
to existing control systems 
and support development 
programs. Req'd: Masters in 
Electrical Engineering, 3 yrs 
exp in position offered or 3 
yrs exp as Software Engi- 
neer. 40 hrs/wk; oo — 
p.m.; $35,000/ 
sume to T310 Woods Woodward 
Ave., Rm. 415, Detroit, MI 
48202, Ref. No. 94991. Em- 
ployer pd. ad. 


FAX (407) 740-6023 


Management Consultant. 40 hrs/ 
wk. 8:30-5:00pm. $27,700.00/yr 
Con and 


analysis o 
Audit the financial statements. 5. 


Design and develop Expert a. 
tems to assist in management de- 
Requires 


Recruit qualified computer 
and communications pro- 
fessionals with the IDG 
Communications Computer 
Careers Network of five 
leading computer newspa- 
pers. 


Call 
Lisa McGrath 


at: 
(800) 343-6474 
in MA, 
508/879-0700 


for more details. 


“Our recent recruitment 


advertisement in 
Computerworld 


generated an 


exceptionally high 


percentage of 


qualified 
responses...” 


GE Consulting Services is a 
leading provider of software 
solutions for complex infor- 
mation systems problems. 
Specializing in technology 
migration, new applications, 
software, and user support, 
the company services large 
Fortune 500 companies, as 
well as supports internal 
G.E. activities. With such di- 
versity, explains Rick Baw- 
sel, their hiring typically en- 
compasses two or three 
technical arenas. 


“Our business tends to focus 
on certain niches - on-line 
relational databases, CASE 
tools, and, with our newly 
launched PC solution cen- 
ters, advanced PC develop- 
ment projects... When it 
comes to recruitment adver- 
tising, we need a vehicle 
that reaches qualified pro- 
fessionals with... back- 
grounds in the CASE, data- 
base, and Unix arenas. To 
recruit high-level profession- 
als with these specialized 
skill sets, Computerworld is 
our most viable advertising 
vehicle. With its industry- 
wide focus, | know people in 
Unix shops will see our ad as 
easily as people in IBM 
shops. 


“Our recent recruitment ad- 
vertisement in Comput- 
erworld generated an ex- 
ceptionally high percentage 
of qualified responses - 
more than double that of a 
local newspaper advertise- 
ment. And, since we con- 
sistently receive qualified re- 
sumes five and six weeks af- 
ter each advertisement runs, 
we know Computerworld has 


1 800 343-6474 % 


IN MA 508 879-0700 


- Rick Bawsel 


— Manager and 
a. Recruiting Coordinator 
GE Consulting Services 


a long shelf life for genera- 
ting responses. When | need 
to recruit strong talent in a 
cross section of leading- 
edge technologies, Comput- 
erworld is by far the best 
answer. 


‘*Computerworld offers a 
wide range of benefits that 
is unique in the industry. 
...We get the option of ad- 
vertising regionally...its time 
responsiveness as a news- 
weekly means | don’t have 
to wait a month for our ad- 
vertisement to start work- 
ing... Computerworld’s bonus 
distribution took our adver- 
tisement to attendees at 
CASE WORLD in Los Ange- 
les. 


**...Our type of quality talent 
is difficult to find and typi- 
cally not available in the lo- 
cal marketplace. Simply put, 
we advertise in Comput- 
erworld to attract leading- 
edge technical talent across 
the board." 


Computerworld. It's where 
serious employers - like Rick 
Bawsel - reach qualified 
candidates with key com- 
puter skills. Every week. 
Whether you use computers, 
make computers, or sell 
computer products and ser- 
vices, Computerworld can 
help you recruit the experi- 
enced professionals your 
business demands. For all 
the facts, call John Corrigan, 
Vice President/Classified Ad- 
vertising, at 800/343-6474 
(in MA, 508/879-0700). 


Where qualified candidates look. Every week. 


> 
A 
= 


*) 
TT 


aM 


en KS 
aa» 


COMPUTERWORLD JANUARY 20, 1992 















BROADWAY & SEYMOUR 


WHERE TECHNOLOGY AND INNOVATION Meet 


Join Broadway & Seymour, Inc., and you'll find yourself in 
the midst of one of the most innovative and dynamic 
echnical consulting firms in the industry today. We have 
been meeting business challenges with state-of-the-art so- 
lutions that have led us to be named one of Business 
Week's "25 Fastest Growing Hi-Tech Firms In The 

Nation". Take initiative on a diverse array of projects 

at Broadway & Seymour. Opportunities exist in our 
Rochester, MN facility for Software Engineers and 
Systems Programmers. 


SOFTWARE ENGINEERS and 
SYSTEMS PROGRAMMERS 


pe :° If you possess strong communication skills, 
Sip both written and oral, have proven analytical and 
ys” problem solving abilities and a technical set 
that includes experience in PASCAL, C, PL/1 
ASSEMBLER or other systems related program- 
ming languages - we would like to talk to you. 
System level tool — and a college de- 
gree are also desired. 











aie 
is 






























We will offer you an excellent compensa- 
tion, including comprehensive benefits, bo- 
nus/incentive plans, tuition reimbursement and a 
generous relocation allowance. To find out more 
about these opportunities, please send your resume in 
confidence to: 











i Brady 
Ade © SeVMOUur 


1517 16th Street SW, Suite 115 
Rochester, MN 55902 © ATTN: Susan Hettinger 
FAX: (507)286-9598 
OR 
Call Susan Hettinger at (612)633-3800, ext. 655 or 
Scott Youngman at (507)286-9596. 


An Equal Opportunity Employer 





IS PROFESSIONALS 


velopment of automation software Manufacturing (CIM) and 
seeks computer analyst to do ca- Opportunities abound in the Resource Planning 
pacity planning, Southeast ‘or talented, experi- (MRP-il) _on muitiple 
. , and performance analy enced (3 year minimum) Pro- fietuese Kr te pitted che 
sis, in-house and on-site for ammers, Senior PA's and industry. Consult with and 
a ee ee "s. Join our talented staff study the existing CIM software 
Netware Network opology: and work in state-of-the-art en- packages of client to evaluate 
Provide phone and beeper vironments on challenging their needs. Customize, integrate 
caalaien, Camino Unease projects. and expand 


en anes ie pes MS i Election 

, Syr. 5 or M.S. 

and clones, 3yr. exper. with DOS 

1 > required. 2 yrs., 6 months 


b 
Fil 


Windows, 1 yr. exper. with PC 

Utities, 6mo. exper’ with Novelle Sarena 

oon Temi Te ae. Ge ee ome 
Communication Sokware. 1 . OX- Sa 

as loan officer in bank or alterna- Seema tapes none 
ee ee nee clude software development 
at WBA banking school. All the printed circuit board i 
ary is $26,000.00 annually for 40 ence or knowledge 

hour work week, Monday through demic courses in software 



























Course each in the following: 1) 

PROGRAMMER/ANALYSTS ¢ Septal signats and oon and 

& SYSTEMS PROGRAMMERS 3 artificial intelligence. Graduate 
level research must include re- 

FOR CAROLINAS search in the development of intel- 
AND SOUTHEAST frame environment. Experience 

N may have been obtained before or 
umerous opportunities eee 47 brs/ 

t fi oe i wk.; , 8 am. - 6 p.m.; over- 
exist for on-line and oe meee 29210 time as needed: $865.40/wk., ex- 
base applications P/A’s as bey ttt empt from overtime pay. Must 
well as systems programmers Fax 803-779-1955 — os . 
and DBA's. Fee Paid. Please resume to: ILLINOIS DE 


call or send resume to 


Keith Reichle, CPC 





60605. Attention: M. Wit 
Systems Search, Inc. tr EP # oon NO 
203 Heritage Park required. En Employer Paid Ad. 
Lake Wylie, SC 29710 
803/831-2129 PROGRAMMER/ 
(Loca! to Charlotte, NC) ANALYST POSITIONS 
SYSTEMS 
PROGRAMMERS 


With at least 3 years experience in 


*IMSDB/DC,DL1 “CICS 


$40,000 to $60,000 Ss. in 
wox | “NATURAL * ADABASE 
*PLI COBOL 


We provide Fortune 500 companies 









with consulting and programming pleted 4 years of college 

services. We have immediate plus 4 years direct experience in fe * 
positions available for P/A in | the job offered or 4 years exper | * DB2/SQL TANDEM 
Kentucky, Ohio, Indiana, and | ence in a related asa VM/MVS RPGII/Ill 


*VAX/VMS * IDMS/ADS/O 


Tennessee. We are the DB2 
Specialist! *FOCUS *CLANGUAGE 


Hi 





tion must be a. 
TELON = APS A ee 0k S/36 Please Send Resume to: 
Must have proof of y 
DB2 = IMS # CICS to wot permanent in te US Management 
Send resume or call: Copies of resume 6 
Computer Progress United | 208 Department of Employment Third Street, 
12730 Townepark Way South, Chicago, 60605. Attn Louisville, KY 
Louisville, KY 40243 Jack Schafter. Ref#V-IL-4610-J 40208 
(502) 245-6533 NO CALLS. An Employer paid ad 502-634-1387 
JANUARY 20, 1992 
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Minimum requirements include: 


i San Antonio. 
; One of The Many Things 
You'll Find Right Wit 
USAA. 


When you make the move to USAA in charming San Antonio, Texas, you’ Il find easy commuting, big-city amenities 
and one of the lowest living costs in the country. It's a comfortable lifestyle that’s great for families, and it’s only 
one of the many things you'll find right with USAA. You'll also discover our peopie-first attitude, our commitment 
to breakthrough technologies and our 68-year dedication to quality of service. USAA is successful because we’ ve 
always made people and advanced technology our highest priorities. Our people-first orientation means superb work 
and recreation environments, open communication and team support. It means a four-day week, a vigorous career 
development and innovative benefits 


Join a project which is developing the long range systems for a Corporate-wide authoring, storage and distribution 
environment for USAA’s authors and publishers. 


APPLICATIONS PROGRAMMERS 


Minimum requirements include 2 years data processing experience in the following environments: 


* COBOL Il * IMS/MVS 
Experience should include working knowledge of programming, testing, conversion and implementation phases of 
a large system. Exposure with on-line and batch application experience using IMS preferred. Experience with 
development methodology and the use of DB2 helpful. 


PROGRAMMER ANALYSTS 


* ALC * DB2 


* 3-5 years programming experience in an IBM mainframe environment as follows: 


- IBM 3090 - MVS/XA or ESA 


¢ Experience using IBM mainframe file access methods 


- TSO - ISPF 





* Proven systems analysis skills to include structured methodology, writing specification, design, analysis and user 


interface 


* Proven understanding of SNA Control and Flow, Problem Determination, transmission protocols, Ethernet and 


Token Ring networks 


* Experience in design and integration of personal and professional publishing systems and IBM mainframe 


composition language preferable 


DB2 SYSTEMS PROGRAMMER 


* Requires 2-3 years DB2 systems programming experience 
* DB2 maintenance using SMPE 
* DB2 problem determination skills and MVS debugging 


* Working knowledge of DB2 utilities, backup, recovery and attachments 


* Experience in DB2 performance and tuning 


IMS DATA BASE ADMINISTRATOR 


* 3 years experience with IBM mainframe IMS applications 


* Previous experience in the physical implementation of IMS data base models 


* Experience in performance and tuning of IMS data bases 
* Knowledge of DBRC and backup/recovery of IMS data bases 
* Knowledge of DB2 data base administration 


Interested and qualified applicants are encouraged to send a resume to 


USAA 


USAA Building 
San Antonio, Texas 78288-0055 


S¥ 
USAA 


Attn: Employment & Placement/SD/TLL/CW120 


An Equal Opportunity Employer, M/F 





Computer Training Coordinator 
Exciting opportunity for dynamic individual to plan, develop 
and conduct mainframe and microcomputer software courses 
for City of Milwaukee eaten 
dinator will also conduct 

ional literature and coordinate in-house user groups. 

is position is part of an internal service 

revenues generated from training programs and requires a 

customer oriented focus. Salary range $31,255 to $43,760. 

Requires BA in business, computer science, communication or 
teiated field and two years of experience in 

conducting training programs tor microcomputer s 


ro) 


| Rl. 

\eeaiCity eeaite Sees Set aa 

eof mployer. Women, Minorities and 
_———_E, 


DB2 EXPERT: 


Goal Systems seeks individual with extensive DB2 expertise, 
preferably with DBA and systems background, to assist Ac- 
count Managers in selling the GoalPlex for DB2 products 
from the Seattle development center. Must have excellent 
communication and problem determination skills. Excellent 
compensation package tied to sales success. Travel 25% to 
75%. Fax resume to (206) 623-9338 or send to Sales 
Manger, Goal Systems, 83 King Street, Suite 700, Seat- 


tle, WA, 98104. 





COMPUTERWORLD 


Systems 


Benson, Douglas & Associates, Inc., a 
leader in the systems integration industry, offers 
leading-edge expertise in areas including Business 
Solution Services, Project Integration Services & 
Technical Contract Services. This “total solution” 
approach affords challenging, iong-term career op- 
portunities for our professional staff. Experience 
currently required: 


IBM DB2/CSP, HOGAN, CICS, IMS, 
IDMS, SAS, ADABAS/NATURAL, 
FOCUS, TELON, CASE TOOLS, 
INQUIRE, IDEAL/DATACOM 
Fortran, NETWORKING, COBOL, 
Sys/Admin, ULTRIX, All 4GLs, 
C, CASE TOOLS 

RDBs ORACLE, SYBASE, INFORMIX, 
INGRES, UNIFACE, PARADOX, 
Data Modeling 

HP All Platforms 

Unix/C All Platforms 

Sequent C+ +/UNIX & PICK 


BD&A’s outstanding benefits package includes 
Medical, Dental, 401k, and Health Club or Day 
Care reimbursement. To join our dynamic team on 
projects nationwide send resumes immediately to: 

(Refer to ad CW011392) 


113 Edinburgh S. Suite #104 
Cary, NC 27511. 
FAX (919) 467-7688 
(919) 467-3357 or (800) 525-2927 
‘An Equal Opportunity Employer 
































COMPUTER CAREERS 


e e 
goa. Catch the Action 
AS =—iin Colorado! 


a 
StorageTek, ideally located between Boulder and Denver, 
Colorado, is a world leader in the design and manufacture of 
high-performance, large-scale, computer peripherais. We recent- 
ly announced the development of six new tape products, includ- 
ing three new robotic tape libraries in both the high and low ends 
of the tape library market. These new generation products will 
secure our future for years to come, creating excellent opportuni- 
ties for experienced software engineering professionals who are 
seeking greater challenges, more stability, and a refreshing 
change in lifestyle. 


Engineering Managers 


You will be responsible for a department which debugs and 
repairs currently released code, and participate in specification, 
analysis, design, code and test of host software products. 
Requires a BS/MS or equivalent with 19+ years experience man- 
aging software teams with MVS, VM and UNIX operating sys- 
tems. 


Software Engineers 


You will participate in the architecture design and develop- 
ment of on-line DASD-related software. Requires a BS/MS 
degree or equivalent with 8+ years experience with MVS, VM 
internals with some networking background preferred. 


You will be involved in the architecture design and develop- 
ment of library-related host software for the StorageTek 4400 
family of products. Requires a BS degree or equivalent with 
5+ years experience, a working knowledge of IBM Assembler 
(BAL) and familiarity with MVS/VM internals, UNIX and other 
operating systems. 


Participate in the design, development and execution of soft- 
ware test programs and procedures; and apply knowledge of 
MVS/VM systems to test StorageTek’s software products. 
Requires a BS degree or equivalent with 5+ years experience 
with MVS, VM, UNIX, Relational DBMS, LU 6.2, C, structured 
test and development methodologies, and test automation. 


StorageTek offers a competitive salary and comprehensive ben- 
efits package, including relocation assistance. Please send your 
resume to: Storage Technology Corporation, Department 
CW238/DBQ, 2270 S. 88th St., Louisville, Colorado 80028- 
3159 or FAX to (303) 673-5629. We are an equal opportunity 
employer. No agencies please. 
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The Information Storage 
and Retrieval Company. 


Data Sanaa 
Only highly technical minds 
will appreciate this ad. 


As a Senior Technical Training Analyst for Federal 
Express, you will provide technical training support in the 
analysis, development, delivery and evaluation of 
courseware for data processing professionals of the 
Information and Telecommunications Division in 
Memphis, TN. 


Senior Technical 
Training Analyst 


To qualify for this position, you must have a 
Bachelor's degree/equivalent; 6 years experience in 
software development which includes 2 years technical 
training experience in the analysis, development and 
delivery of software technical training for data processing 
professionals; knowledge of a wide variety of data 
processing training resources; the ability to perform as a 
“Technical Lead” on major training development projects; 
and strong human relations and communications skills. 
Experience in IMS COBOL, DB2 and/or C preferred. 

We offer an excellent salary commensurate with 
experience and a comprehensive benefits package. To 
apply for this career opportunity, please send your 
resume, to: Federal Express Corporation, ITD 
Training, 3865 Airways, Module F, Memphis, TN 
38116-8510. 
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SYSTEM 
SOFTWARE 
PRODUCTS 


CICS _DB2. VTAM NCP 


NEW OPENINGS tor PRODUCT 
nya see ss Mamas 
and QUALITY ASSURANCE 


VNU 8 Va Nai Ps) 


ROBERT SHIELDS 
ay N31 017 WES) 


P.O. BOX 890723 
HOUSTON, TX 77289-0723 


713-488-7961 
FAX 713-486-1496 


AS/400 


Your National 
Recruiting 
Specialist 


Susan Theard 
ROMAC & ASSOCIATES 


Suite 2523 Poydras Cntr 
650 Poydras Street 
New Orleans, LA 70130 


Tel: (504) 522-6611 
Fax: (504) 524-5701 


SYBASE 


C++,C 
ORACLE/SQL 
FOCUS 
CASE TOOLS 
Hi Salaries for F.T. 


Or Consultants in the 
NYC Metropolitan area 


Cambridge 
1328 Broadway #556 
NY, NY 10001 
212-279-5631 
FAX 212-967-2931 


COMPUTERWORLD 


Ledger 

counts Payable module suit- 
able for operational use in a 
multinational = environment. 
Keep current on US and in- 
ternational accounting poli- 


day. Base ; ,000. 
Applicants must have legal 
authority to 

work in the United States. 
SEND RESUMES TO: Job 
Order #5550228, 875 Union 
St. NE, Salem, OR 97311. An 
Equal Opportunity Employer. 


PROGRAMMER ANALYST 
(CONSULTANT) - With minimal 


ANALYST/PROGRAMMER 
sis, design & 
automated & accounting 

ina 


t of 
software 
DPS/8 


environment running — under 
GCOS8, utilizing DMIV/TP data- 
. Require Bache- 


eneageies 
bla 


fae) RUMP BRS 
SHOULD CONSULT 


YE Assoc 


90 West St. Suite Naat] 


PAPC SPL 
FAX (212) 406-1768 


OS2/PM/C (Dallas)...DB2/DBA... 
FED TAXANALYST...UCCEL/DDA.... 
IEW/ADWAEF... SAS... TAM... 


Rohn Rogers Computer Svcs 
1212 6th Ave.. 9th Fi 

NYC 10036 Fax: 212 302 4363 
212 921 1319 / 800 338 5995 


NT ace 


AS/400 oF S/3B Prog/Anal’s... 30-38K 
1BM PC-"C” Prog/Anal's. 30-36K 
TANDEM Prog/Anal's 

HOGAN Prog/Anal's, S/A’s 

DB2 Prog/Anal's. 

CICS Prog/Anal’s. 

IMS DB/DC Prog/Anal’s 

TELON Prog/Anal's 

HP 3000 Prog/Anal's. 

ADABAS/NAT Prog/Anal’s 

DB2 Systems Prog’s. 

North Carolrna's largest employment 
agency, in business since 1975, 300 af 
fates. Opportunities in the Southeast 
and nationwide. Fee paid 
CORPORATE PERSONNEL 
3705-320 Latrobe Drive, Box 221739 
Charlotte, NC 28222 (704) 366-1800 

Attn: Rick Young, C.P.C. 


eS 


COBOL, PATHWAY, TAL, 
SCOBOL,C, SQL,X.25 
STRATUS 
PL1,COBOL,C,ON/2 
De tak) 

DSM, ISM, MSM, GTM, 
TRUST+VISION —_ M-SQL 


Fulltime/Consulting Positions 
available in the US/ABROAD 


asa 


800-582-JOBS 
TEL (212)967-2910 
FAX (212)967-4205 
124 W. 30th St. Suite #302 
New York, N.Y.10001 


WHAT RECESSION? 


Our clients are using this time to 
hire the best available talent. If you 
hove experience, we need to talk! 
Positions nationwide 
HARDWARE: IBM, DEC, 
TANDEM, HP, PCs 
APPLICATIONS: Cobol, RPG, C, 
CICS, DB2, M&D, MSA, Telon, CIM, 
CASE, Sybase, Ingres, Oracle 


SYSTEMS: Perf & oe: CICS, 
e 


Networking, Database, 
Capacity planning. 


Please call, fax, or send resume to: 


Personnel ment, Inc. 
16 Public Square, Suite A, 
Shelbyville, IN 46176 
(317) 392-5671 
(317) 392-5670 FAX 


curity, 


i Had ae Pere 


in MA., 
508-879-0700, 
ask for 
John Corrigan, 
Vice President 
Classified 
Advertising. 


Weekly. 
Regional. 
National. 


And it Works! 


JANUARY 20, 1992 
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, IL § , 
Ref# V-iL-4681-1. NO CALLS. 
AN EMPLOYER PAID AD. 


JANUARY 13, 1992 































UNIVERSITY OF 
WISCONSIN-MADISON 


The Madison Academic Computing Center (MACC) 
has the following Academic Staff vacancies. MACC’s 
mission is to provide support for instructional, re- 
search, and outreach computing-related activities 
on campus. 


All positions require: bachelor’s d , preferab 
in com er scien ce or a related field; excellent rp 
and en communications skills and fluency in En- 
glish; good organizational skills and ability to work 
independently. 


ASSOCIATE INFORMATION PROCESSING CON- 
SULTANT: Full-time in the Social Sciences Facility 
microcomputing laboratories (SSML). Provide 
tems and operations administration and consulting 
support for SSML. Duties: Operation and mainte- 
nance of all lab hardware and software including 
Novell Netware and IBM PC LAN networks, trouble- 
shooting and maintenance of all lab hardware and 
software. Requires: 2 years on with MS 
DOS and 1 year experience with Apple Macinto 
systems, including systems and application software 
installation and maintenance: 1 year experience with 
IBM PC hardware, en, with Novell Netware, 
experience with V; ‘MS, Unix or statistical pack- 
5 desirable. Salary range is $25,000 and 


SYSTEMS PROGRAMMER - VMS/Unix SYSTEM SUP- 
PORT: Full-time; responsible for maintaining VMS 
operating system on a cluster of VAXes that share 19 
disks of on-line storage, 9 tape drives, and three 
HSC’s; provide VMS and Ultrix support to other 
VAXes on campus via the LAN and tne Unix System 
support for NeXT and IBM workstations. Duties: In- 
stall and maintain VMS systems; maintain, or de- 

local system utilities; consult in the analysis of 
hardware and software problems. Requires: Stron 
Operating System background, preferably VAX/VM 
with some Unix literacy; strong programming back- 
= in either Fortran, C, or Pascal. Salary range is 

26,000 - $36,000. 


For full consideration, submit ~ letter of applica- 
tion and resume by , 1992 to: University 
of Wisconsin-Madison; MACC Personnel Office; in- 


clude specific name of position applying for, 1210 
W. Dayton St; Madison, wi S706 Nee Rpplication 
materials may be faxed to 608-262-4679, or submit- 
ted aepenney to: personnel @macc.wisc.edu. Be- 
cause of the WI Open Records Law, the following 
information may not be kept confidential; names, 
addresses, occupation/title of applicants. 


An Equal Opportunity/Affirmative Action Employer 


OCDE 






INTERNATIONAL ORGANISATION 
IN PARIS, FRANCE 





OECD 






is looking for an 


ANALYST-PROGRAMMER 
who has: 
< A university degree in computer science or equivalent 
4 Several years’ experience in administrative applications; 
experience with GIP SIGA/PAIE software would be an 


advantage 

< Good knowledge of COBOL, and IBM VSE/SP and CICS 
environments 

< Very good knowledge of one of the two official lang 
(English and French), and good working knowledge of the 
other. 


Annual salary will be from 262,512 French francs. Allowances 
will be paid in accordance with family situation. 


This position is open to both men and women and will be filled 
by a national of an OECD Member country. Detailed curricu- 
lum vitaes marked “‘Analyst-Programmer’ should be sent, be- 
fore 7th February 1992 to: 


Human Resource Management Division 
Organisation for Economic Co-operation 


and Develo; t 
2, rue-Andre-Pascal © 75775 PARIS CEDEX 16 @ France 
Fax: (33.1) 45 24 79 11 


Acknowledgements will only be sent to short listed candidates 
under serious consideration. 








Assignment Alaska! 


The University of Alaska Computer Network supports an 8,000 
mile communications network linking 13 campuses 
with 5 computer systems. We have an opening for a 


DATA BASE SPECIALIST 


<< BSCS or equivalent conte in related area 

4 Experience in IBM MVS/XA environment running 

IDMS DB, 10.2, IDMS Performance Monitor, 
ADS/O, DMS/OS with VAM, and in-depth knowledge of 
COBOL programmin; 


soenance ha progemming anda tems 


3 years e: 
analysis capacity with at least 2 years ina DBMS 
environment similar to ours at U of Alaska. 


The ideal candidate chosen will be invoived in all aspects of 
Se aaaieesadeindaae 
ning, structurai ning and implementation of data base 
strategies. candidates should send resume and three 
professional references to: 

University of Alaska Network 

Bunnell Buliding WW, 303 Tanana Drive 

Fairbanks, AK 99775-5180 
Attention: Vi Mullen 

Applications must be received or post- 
January 31, 1992. EEO/AA. Persons hi 
provisions of the Federal Immigration 
and are expected to possess a valid social security number. 
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TSC is a dymamic, grow- 
ing force in systems con- 
sulting and integration. 
We provide cutting-edge 
technology solutions to 
mission-critical corporate 
needs. 


is th 


Our mission is to be the 
biggest, best and most 
profitable technology 
solutions company. 













The key to our 
success 


quality 
of our 

systems 

professionals. 






We believe the way to be 
the best is to hire the best, 
give them real responsibit+ 
ity and reward them for 
performance. TSC is a 
meritocracy, not a bureau- 
cracy. 


If you possess that unique 
combination of technical ex- 
perience, business acumen 
and interpersonal skills, we 
invite you to discover TSC. 





proven technical expertise in: 


Extensive travel will be involved. 


401{k) retirement plan, performan 
option program. 


Chicago Headquarters: Recruiting 





wil) SCT 


PROGRAMMER 
ANALYSTS 


Systems & Computer Technology 
(SCT) provides computing manage- 
ment services & applications soft- 
ware to clients in local government 
and higher education. Oppor- 
tunities are currently available 

for Programmer Analysts with 
experience utilizing the following: 


ORACLE 


(Malvern, PA) 


AS400/ 
Local Government 
(Tooele, UT) 


DB2 


(Charleston, SC) 


We offer an excellent salary and 
benefits package. Relocation 
assistance is available. For 
consideration, please send resume 
& salary requirements to our 
corporate headquarters, Attn: John 
Edwards, SCT, 4 Country View Rd., 
Malvern, PA 19355. 


For further information on career 
opportunities with SCT, call our 
JOB LINE at 1 (800) 722-2344. An 
equal opportunity employer. 





COMPUTERWORLD 


We currently seek experienced professionals with 2+ years 


Providing Technology Solutions to Business 
* UNIX is a trademark of AT&T. 


¢ COBOL Il, DB2 and CICS - Utility background a plus 
or 
°@ UNIX*, C with exposure to Financial Services 


Our merit-based compensation and benefits package is de- 
signed to reward outstanding contribution, and includes a 


ce bonuses and a stock 


Mail or fax your resume with salary requirements to our 


Manager, TSC, 205 N. 


Michigan Ave. , Suite 1500, Chicago IL 60601. FAX (312)813- 
2299. Equal Opportunity Employer M/F/H/V 


Systems Engineer 


Executes software development life cycle for 
computer systems which includes designing, 
maintaining, coding, testing, validating and doc- 
umenting software programs which provide 
too!s to facilitate decision support systems that 
solve business-related problems. Performs 
work which involves analyzing current systems 
and new user requirements to determine needed 
functionality; design the integrated algorithms, 
quantitative models, utilities and functions 
necessary to support the requirements; code 
and test programs which implement the design; 
integrate the developed software with current 
and third party software products and port the 
integration work to computer workstations. 
Provides technical support regarding concepts 
of mathematical modeling and optimization 
algorithms to team members in providing the 
software solutions for the decision support 
system tools. 

Education required: Master of Science in 
Operations Research or Mathematics. Academic 
course work must include 3 credit hours in: 
Programming Languages, Data Structures, 
Algorithms and Complexity. 

The minimum working hours are 40 hours 
per week, with a starting salary of $35,160 per 
year. This ad is employer paid. 

Please send resume in confidence to: 
Michigan Employment Security Commission, 
7310 Woodward Avenue, Room 415, Detroit, 
Michigan 48202. Reference No. 109591. 


An Equal Opportunity Employer M/F/V/H 
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Director, DBMS Software 


Development 
(Research Triangle) 


Data General's AViiON® is a leading open systems platform, providing fully 
symmetric multiprocessing UNIX® covering the range from the desktop to 
high-end four-way multiprocessing server systems with leading-edge RAID 
disk array technology. AViiON systems sales are rapidly growing, with rev- 
enue exceeding $200 million in 1991. The AViiON strategy is focused on pro- 
viding the best servers in the business, and database quality and 
performance is a critical component of our strategy. 


Recruit 
the best! 


Place your ad in regional or 
national editions of Computer- 
world’s Computer Careers sec- 
tion. For more information, call 
Lisa McGrath at 800-343-6474 
(in MA, 508-879-0700). 


Reporting to the Division V.P. of Data General's RTP, North Carolina engineer- 
ing lab, the Director of DBMS Software Development will lead our effort to 
develop high performing database products on Data General's AViiON prod- 
uct line. 


This individual will manage a DBMS software development function, which 
includes design, development, performance engineering, porting, tuning, 
benchmarking, qualification, and support of SQL based relational database 
products. Providing the proper technical leadership requires a strong back- 
ground in relational database internals (especially access methods), tuning, 
locking, and buffering algorithms. O/S and file system internals knowledge is 
also helpful, including memory management, scheduling, and process man- 
agement. 


Responsibilities also include leading the technical efforts to provide high 
performing implementations of industry-standard database products and 
spearheading the liaison with database vendors to ensure successful prod- 
uct and technology partnerships. The candidate will be responsible for initi- 
ating and leading joint development projects that result in differentiated 
products leading to improved sales with enhanced performance and fea- 
tures. 


If you are currently a Senior Software Manager or Director, and have 12- 
15 years’ broad based software development experience, with emphasis 
in Database or Operating Systems development, please forward a resume 
or call for further information. Richard L. Maunder, HR Staffing, 

Data General 
Corporation, MS/C233, 
4400 Computer Drive, 
Westboro, MA 01580. 
FAX:(508) 898-4686. 
Phone: (508) 870-7515. 


UNIX is a registered trademark 
of UNIX Systems Laboratories, Inc. 


DataGeneral 


Investing in people 
to make equal opportunity 
a reality. 
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Computerworld/Corptech Career Index 


DIVIDING THE WEST — Factory automation employment flourishes in the Northwest while it wilts in the Southwest 


© Copyright 1992, 
Corporate Technology 


CITY 
Proj. Mgrs. & Sr. Analysts 


With nine offices servicing Indus- 
try and Government throughout 
the West, PRODATA/PRO- 
STAR is one of the nation’s fast- 
est growing MIS Consulting and 
Technical Sevice firms. Our Salt 
Lake office seeks experienced DP 
personnel with: 


©@ ADABAS/NATURAL or DB2 
© IE/CASE - pref. IEF or ADW 
© PACBASE (Seattle) 


Candidate will be team-oriented, 
have a sense of urgency, a bot- 
tom-line appreciation, and 
“hands on” experience. 


We provide fulltime, salaried em- 
ployment with an excellent bene- 
fits package, incl. 401K. Pls send 
resume to, or call: PRO-STAR, 
5282 S. 320 W., #D-100, Salt 
Lake City, UT 84107 (801) 
266-6138 


inécrmation Services, Inc., 


Woburn, Mass. 


immediate 
Data Processing 
with the following skills: 
© OS/2, C, Presentation 


o IMSS | ras 


base DBA 
© C/Unix/Sybase - PA's 
© C/Unix/X-View - PA's 


© Unitech - PA's 

© MAC/OS - Team Leader 

For more information cali or fax 
resume to VCS, 1-800-926- 
0361/FAX 703-222-1830, or 


COMPUTERWORLD 


is 


Weekly. Regional. National. 


And it works. 


An IDG Communications Publication 


JANUARY 20, 1992 





Times are changing, so we've built a better 
recruitment conference. The first annual 
Corporate Technical Recruiters Conference. 
Where America’s most innovative 
recruitment professionals from the nation’s 


leading corporations can give you today’s 
. m CONFERENCE 
solutions. 


OR een 
TECHNICAL 
RECRUITERS 


You'll have three days of intensive sessions 
focused exclusively on attracting the right 


technical talent. What are the skills of the 
future? How can you innovatively manage 
the technical recruiting process? What are 
the best ways to utilize resources? 

If you need solutions, catch this conference. 
April 5-8, 1992, at the INFOMART in Dallas. 

To register, or for more information, 
contact John Corrigan at 800-343-6474 (in 
Mass., 508-879-0700); or send in the coupon. 


1 Yes, I'll take the bait. Send me complete information on the Corporate Technical Recruiters Conference. 
RE EE TF 


Aa Cle See Zip 


hc in siceaicacseibatinenen 
Telephone__ FAX 


Send completed coupon to John Corrigan, COMPUTERWORLD, 375 Cochituate Road, Framingham, MA 01701-9171. 


CwW12092 





PRODUCT SHOWCASE 


LOCK OUT UNAUTHORIZED USE 
The FILE-LOK data security product fits most 
. Prevents unauthorized copying and dis- 
and easily with a new 
li for free PC Security 
Goueer of over 70 ar Se oeiaete: 


(Qualtec }; -800-628-4413 


Fax: 1-510-490-8471 
47767 Warm Springs Biv: 
Fremont, CA 94539 


td 
PC. Administrator 


HARDWARE/SOFTWARE INVENTORY 


TROUBLE LOG 


The Low-Cost Solution to 
improved End-User Support 


The Inventory software manages 


Full reporting 
included. A network version and source code are available. 


ConsuilNet 
Computing In inc. 1-41 6-441-0363 


51 cee i Fax: 1-416-449-1985 


PREFERRED 4 COLOR MATERIALS: Soclor nag 
atives, right reading emulsion side down. 
able aiso (in order of preference 


Disaster Recovery doesn't 
have to be complex 
or expensive! 


NEW Disaster Recovery Ps a ae ral 


Products and Services wy to anyaer set i tinh 182 
CSA’s easy-to-use disaster recovery planning meth- Directory, chances are you won't find it elsewhere. The 1292 Direc- 
ods and tools are for every type of computer environ- tory features 7, and services from 2,100 vendors. 
ment. Our business continuation services are so We've got it ail. More software. More hardware and 


books and headhunters than avail- 
and inexpensive, you can’t afford not to in- ‘anywhere else. to order call: 
cde them in your contingency ple. Send for your — a 


CSA, Inc. | 1-203-674-1855 2 UniForum. —_ 1-800-255-5620 
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“@ Makes UNIX easy for the end user 
® Automated UNIX Commands 

@ Menu Builder 
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Antitheft devices for PCs take 
bite into crime but not budgets 





BY ALAN RADDING 
SPECIAL TO CW 


f a thief is really deter- 

mined to get his hands on 

your personal computer, 

there may not be anything 

that you can do to stop him. 
With enough time, cables can be 
cut, adhesives unstuck and bolts 
pried off in a variety of ways. 
Nevertheless, most thieves pre- 
fer to avoid that kind of effort if 
they can, which is why products 
to deter easy lifting of desktop 
and portable computers are re- 
garded as smart purchases by 
many corporations. 

Union Carbide Corp. in Dan- 
bury, Conn., knows only too well 
what happens when PCs are left 
unprotected. Before implement- 
ing the simple anchoring device 
called the Kablit, the company 
lost as much as $100,000 worth 
of PCs, says A. E. Jividen, man- 
ager of security operations. 

However, since the product’s 
implementation five years ago, Ji- 
viden reports that not a single 
piece of equipment has walked 
away. 

Most of the leading products 
use similiar tactics for deter- 
rence. ‘Basically, they bolt or ca- 
ble the computer to the desk and 
secure it with a lock,” explains 
Tim Garon, new products editor 
at the Framingham, Mass.-based 
newsletter, ‘Information Securi- 
ty Product News.” 

Anchoring systems run cables 
that are locked to immovable ob- 
jects through eyelets attached to 


the outer case of a PC. Products 
for IBM and IBM-compatible ma- 
chines usually use screws or ad- 
hesives. Apple Computer, Inc.’s 
Macintoshes and some of the new 
notebook computers have re- 
movable panels in the back outer 
case, called security slots, into 
which a screw with a cable eyelet 
is inserted. 

The Kablit security system 
from Secure-It, Inc. in East 
Longmeadow, 
Mass., is just one 
of a number of 
antitheft devices 
available for PCs 
and Macintoshes. 
Other popular de- 
vices include the 
following: the An- 
chor Pad from 
Ventura,  Calif.- 
based Anchor Pad 
International, Inc. secures the 
computer with a locking pad and 
adhesive to the desk; the HD 
2000 from Fremont, Calif.-based 
Qualtec Data Products, Inc. bolts 
the locking pad to the desk; and 
the Apple Security System from 
San Mateo, Calif.-based Ken- 
sington Microwave Ltd. is a ca- 
bling system for the Macintosh. 

A product offering a different 
twist is the PC Screamer from 
Vantage Point Technologies in 
San Marcos, Calif. Like a car 
alarm, a battery-powered alarm 
inside the CPU goes off at 100db 
when the computer is moved. 

Note Lock by Corporate Man- 
agement Group, Inc., based in 
Austin, Texas, is a locking clamp 
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that prevents a laptop from being 
opened. The clamp attaches to 
the outside of the case and re- 
quires a key. Without it, the lap- 
top must be pried open, ultimate- 
ly destroying the keyboard. An 
optional cable is available to keep 
the laptop from actually being 
stolen. 

Antitheft devices are general- 
ly inexpensive, ranging from $30 
for a bare-bones cabling system 

with a thin, 
shorter cable 
from Qualtec to 
almost $200 for 
Qualtec’s HD 
2000 or the An- 
chor Pad, which is 
the only device that 
comes with a guar- 
antee to reimburse 
the buyer for up to 
$5,000 for a stolen 
computer secured by it. 

Cost, however, is not a big is- 
sue with users. “You don’t have 
to lose too many $5,000 comput- 
ers before you figure you can buy 
a lot of security devices,”’ says Ji- 
viden, who says he buys 500 
Kablit systems at a time. 

Purchasers are particularly 
concerned with issues such as 
whether a device will damage or 
permanently alter the desk or 
computer, inhibit necessary 
movement of a computer or hin- 
der technicians trying to get into 
the machine to perform service. 

Although every vendor strives 
to address ease-of-use concerns 
of antitheft devices, there are de- 
grees of difference. For example, 


to move a computer secured by 
cabling, the user only needs to 
unlock the cable, while moving an 
Anchor Pad requires more effort. 
That product must be installed 
by manufacturer-trained person- 
nel, and the pad can only be re- 
moved through the application of 
heat. 


Weighing the trade-off 

In many cases, a buyer must 
weigh the trade-off between con- 
venience and degree of deter- 
rence. 

Vendors concede there is no 
fail-safe method to protect a PC, 
and none make absolute claims 
that their products will prevent 
theft entirely. The goal is to 
make removal hard enough to 
discourage a thief who wants to 
move quickly. 

Even Anchor Pad, which guar- 
antees its performance, is not 
fail-safe when at the mercy of a 
torch or crowbar. 

“‘We’ve gotten quite a few re- 
imbursement checks from them 
over the years,” says William 
Lundquist, senior field opera- 
tions manager and director of se- 
curity at the Northbrook, IIl.- 
based Allstate Personal Property 
and Casualty Co., a division of 
Allstate Insurance Co. 

Union Carbide, on the other 
hand, liked the ease of installa- 
tion of a cabling system, which is 
about a 15-minute effort. The 
company chose Kablit because 
each system comes with a lock 
with a unique master cylinder 
makeup. 

While standard pin locks can 
be picked easily, higher end sys- 
tems use locks that are harder to 
dismantle because of a special in- 
ternal design. 


Radding is a free-lance writer based in 
Newton, Mass. 
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access to the data or the in- 
side of the computer. In 
turn, vendors have re- 
sponded with a variety of 


a floppy disk rive lock for 
the IBM Personal Sys- 
tem/2 and Caseclosed, a 
locking enclosure for cable 
connections. 
e Secure-It: DLK-270, a 
series of floppy disk drive 
locks for the PS/2. 
eQualtec Data Prod- 
cts: Unilock locks the 
CPU chassis and cover for 
PCs and Macintoshes in 
order to prevent someone 
from opening the ma- 
chines to take internal 
boards. 
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Watch IBM and Microsoft 
make history at the 
Windows & OS/2 Conference. 


Microsoft Windows/NT Strategy Briefing 


12:30-1:30pm, 
Tuesday, January 28 


Paul Maritz, VP, Advanced Operating Systems, 
Microsoft Corp. 


Microsoft is moving forward with one graphical user interface and one API: 
Windows. As new technologies facilitate new functions and features, 
Microsoft plans to extend Windows in compatible fashion to support these 
new capabilities, while carrying forward the familiar Windows interface and 
thousands of Windows applications. Paul Maritz will reveal many of the 
significant enhancements planned for Windows in 1992, including true 32-bit 
implementations of Windows and a 32-bit API. Maritz will reveal Microsoft's 
strategy behind extensions supporting pen-based and multimedia applications, 
and will detail the services and features that will enable Windows to act as a 


IBM OS/2 Strategy Briefing 


12:00-1:15pm, 

Thursday, January 30 

«Lee Reiswig, Assistant General Manager, 
Programming Personal Systems, IBM Corp. and 
vJoe Guglielmi, General Manager, Marketing 


& Business Development, Personal Systems, 
IBM Corp. 


IBM’s integrating platform for DOS, Windows, and OS/2 applications won't 
ship until March of 1992. But Lee Reiswig (known to his staff as “Blue 
Ninja’) will lead a guided tour through IBM’s most controversial systems 
product, including the Workplace Shell, 

OS/2’s new object-based user interface. 

Joe Guglielmi will brief you on IBM 

strategic directions. Come see the ‘new’ 

IBM. Q&A afterwards if time permits. 

Moderated by: 


server platform. 


The Window Letter 


about the future of graphical environments for PC 


et attond th 
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Microsoft Windows/NT Strategy 


nd the IBM OS/2’Strategy Briefing at the Windows+& 0S/2 


e information you can get from just these two sessions could 


Tuesday, January 28 
8:30-10:00 am 

James Burke 
Award-Winning Scientific 
Documentary Film Producer, PBS 


1+1=3 

Information surge is the most powerful trigger of innovation 
and change in human history. How does it operate and how 
will it structure life in the 21st century? 


The Practical Reality 
Immediately following and incorporating Mr. Burke's remarks, 
Tim Bajarin will moderate a panel discussing the impact of 
multimedia computing on today’s information and technology. 
The panel will be comprised of leading users and industry 
experts who are implementing existing technologies. Also, the 
panel will explain how multimedia computing will be brought 
to the mainstream of society as technology evolves. 

Moderator: 

Tim Bajarin, Executive Director, Creative Strategies 

Panelists: 

Howard Elias, Vice President, Tandy Computers, 

Richard Landry,Publishing Director, MPC World, 

Bob Mercurio, Director, Advanced Technology, 

American Express 


Sponsored by: Presented by: 


WEEK soupame 


s a registered trademark of IBM Corporation 


Co-sponsored by: 
Windows Magazine 
WPMA 
ACKnowledge, 
TheWindow Letter 


Technol 
echnology 
Briefing 
Wednesday, January 29 
12:30 — 1:30 pm 
Philippe Kahn 


President and CEO, 
Borland International 


Designing software that's easy to use, versatile, and powerful 
is just one part of the challenge for this decade. Corporate 
platforms are beginning to require reusable structures and 
data interoperability. At the same time, Windows developers 
are demanding a new breed of tools with which to create 
applications easily and seamlessly. At this briefing, Borland 
International's President, resident jazz buff, and programmer 
extraordinaire Phiiippe Kahn, will brief you on his company’s 
strategic technology direction — object-orientation. Kahn will 
also detail soon-to-be released Borland products. Moreover, in 
light of Borland’s recent acquisition of dBase mogul Ashton- 
Tate, Kahn will share his personal insights on evaluating 
database standards and choosing operating system platforms. 


Windows<&OS/2 
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Sam Whitmore, Editor-in-Chief, PC Week 
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Thursday, January 30 
8:30 — 9:30 am 

J. Paul Grayson 
CEO, Micrografx 
Corporation 


The software market is becoming increasingly top heavy. The 
top ten developers account for over 70% of total software 
sales. How can small, medium, and large software companies 
compete against Microsoft, Borland, and Lotus? The rules of 
the game have changed. To survive you have got to specialize, 
to create a niche and hold on to it tenaciously. What strategies 
can you employ to win in the 90s? Can anybody beat 
Microsoft? And if so, how? 


Come witness history in 
the making. Call now for 
registration information. 


PHONE 1-510-601-5000 
FAX 1-510-601-5075 


Produced by: CM Ventures, Inc. 
5720 Hollis Street, 
Emeryville, CA 94608 
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INDUSTRY 
ALMANAC 


RECOMMENDATION CHANGES 


UPGRADED FROM UNDERPERFORM TO 
HOLD: Seagate Technology, Inc. (Shearson 
Lehman Brothers, Inc.). Improving demand for 
disk drives means good things for Seagate stock; 
however, investors should keep in mind the very 
erratic earnings performance the company has 
shown in recent years. In addition, Seagate faces 
potential shareholder lawsuits and a dispute over 
back taxes: The Internal Revenue Service con- 
tends that Seagate owes $113 million. Demand for 
3%-in. drives is growing, and the company could 
turn in better-than-anticipated earnings. 


UPGRADED FROM HOLD TO OUTPERFORM: 
Quantum Corp. (Shearson). Like Seagate, 
Quantum should benefit from the short supply/high 
demand dynamic hitting the disk drive market 
right now. Additionally, Apple Computer, Inc., 
Quantum’s largest customer, is upping its orders 
for the hardware now. Strong new product offer- 
ings will contribute to sales and profits in calendar 
1992. The company also has no debt. 


DOWNGRADED FROM BUY TO NEUTRAL: 
Cadence Design Systems, Inc. (Alex. Brown & 
Sons, Inc.). The merger with Valid Logic Systems, 
Inc. is the most critical investment variable driving 
Cadence’s share valuation. This year’s earnings 
are at risk of erosion because of the deal, though 
the longer term benefits of the merger are signifi- 
cant. For now, Cadence stock is about as high as it 
is going to go. 


1992’s TOP PICKS 


Needham & Co. 
The Ask Cos. should start to show earnings mo- 
mentum via a combination of improved fundamen- 
tals — the Ingres Products Division is adding to 
the bottom line sooner than expected — and favor- 
able comparisons with the past several weak quar- 
ters. Ask is one of the leading providers of manu- 
facturing resource planning software for midrange 
machines. A new product cycle should begin this 
year and is expected to include the unveiling of Ad- 
vance, a workstation-based package. 

Management has significantly whittled down 
the bank debt Ask took on to buy out Ingres Corp., 
which should allow the company to erase that defi- 
cit by fiscal year 1993. Meanwhile, Ingres Prod- 
ucts Division is starting a big product cycle with 
the Microsoft Corp. Windows versions of the In- 
gres fourth-generation language and relational da- 
tabase management system. These two products 
should be out in all major foreign language versions 
and on all major hardware platforms early this 
year. 


Bytex Corp. is a big supplier of electronic matrix 
switches, which provide fault-tolerant connections 
between wide-area networking equipment and 
corporate hosts by automatically changing a com- 
munications path in the event of a front-end pro- 
cessor failure. 

A new product, the Maestro Intelligent Switch- 
ing Hub, allows users to centrally wire, manage 
and control the physical layer of Token Ring and 
Ethernet local-area networks. Competition for 
Maestro from IBM, Cabletron Systems, Inc. and 
Synoptics Communications, Inc. is limited, partly 
because of Maestro’s as yet unchallenged ability to 
let users reconfigure their networks on a port-by- 
port basis. Bytex has a strong balance sheet with 
$18.7 million in cash and no debt. 

KIM S. NASH 
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THIS WEEK’S HIGHLIGHTS 


e Huge quarterly losses posted by IBM and Digital 
Equipment Corp. sent shares of the two big-iron makers 
reeling. At press time, IBM had gained 5% points for the 
week to close midday Friday at 96%, while DEC sank 3% 
points to 53%. 

e Among gainers, shares of Knowledgeware, Inc. jumped 
3 points to 19% after the company preannounced posi- 
tive second-quarter financials. Elsewhere, Cray Re- 
search, Inc. soared 5% points to 48 after signing a deal 
that will let DEC resell Cray supercomputers. 

e Intel Corp., which reported strong sales and profits for 
the most recent quarter, rocketed 71 points to 61 last 
week. Rival Advanced Micro Devices, Inc. stumbled 1% 
points to 17%. 

e Sun Microsystems, Inc. skipped ahead 4% points to 33 
after rival Hewlett-Packard Co. signed a $400 million re- 
seller deal with Prime Computer, Inc. last week. HP ad- 
vanced 2% to 62%. 


Computerworld Friday Stock Ticker , 


CLOSING PRICES FRIDAY, JANUARY 17, 1992 


Me a 51 CEN at) TOP PERCENT LOSERS 


Tandon Corp. 59.13 Microcom inc. -9.76 
Maxtor Corp. 39.62 Compression Labs Inc. 8.27 
Data Switch Corp. 35.45 Tektronix Inc. 7.73 
Micrografx 35.21 Goal Systems Int’! 5.77 
Software Publishing Corp. 34.38  GTECorp. -4.80 
TOP DOLLAR GAINERS TOP DOLLAR LOSERS 
Storage Technology 10.00  Borlandint’! -3.50 
Intel Corp. 9.75 Nynex Corp. 3.25 
Motorola Inc 8.88 | Compression Labs inc. -2.75 
Micrografx 6.25 General Motors E (EDS) -2.75 
Cray Research Inc. 6.13 Digital Equipment Corp. -2.50 


Jan.17 WkNet WkPct 
Close Change Change 


Communications.and Network Services Up 3.67% 


Exch 52-Week Range 


OTC 12.88 5.88 3COM Corp. 12.88 2.13 19.77 
NYS 69.75 55.75 American info Techs Corp. 63.88 050 -0.78 
NYS 41.38 30.25 AT&T 40.75 025 -0.61 
OTC 4.13 0.88 Artei Communication Corp. 2.88 0.25 9.52 
NYS 54.13 43.00 Bell Atlantic " 45.75 1.00 -2.14 
NYS 5488 45.38 BellsouthCorp. 50.00 050 -0.99 
NYS 58.75 30.25 Cabletron Systems 58.75 3.50 6.33 
OTC 35.25 11.00 Compression Labs Inc. 30.50 275 -827 
oTc 5.13 150 DataSwitchCorp. 263 0.69 35.45 
NYS 22.38 12.38 — DigitalComm. Assoc. 22.00 2.25 11.39 
OTC 25.25 14.00 Senco. 20.25 -0.25 -1.22 
OTC 12.38 5.00 Fil ix Int'l inc. 8.88 063 7.58 
oTc 75 8.00 FileNet Corp. 27.75 075 -2.63 
oTc 3.75 1.13 Gandalf T ies Inc. 263 0.13 5.00 
NYS 3.88 213  GeneralDatacomm inds. 350 025 7.69 
NYS 35.00 27.63 GTECorp. 32.25 -163 -4.80 
NYS 63.00 48.50 ITT Corp. 59.25 3.00 5.33 
OTC 35.00 19.38 | MCICommmunications Corp. 32.75 075 -2.24 
OTC 1450 3.50 Microcominc. 9.25 -100 -9.76 
NYS 18.00 4.00 Network Equipment Tech 1 163 9.92 
OTC 19.50 6.75 Network General 19.50 3.63 22.83 
OTC 18.88 10.50 Network Systems Corp. 17.38 0.13 -0.71 
NYS 47.75 26.25 Northern Telecom Ltd. 47.75 1.75 3.80 
OTC 65.00 1863  Novellinc. 61.25 -1.00 -1.61 
NYS 82.38 67.00 NynexCorp. 76.63 -325 -4.07 
NYS 46.75 38.50 Pacific Telesis 41.50 1.25 -2.92 
OTC 11.63 5.63 Penril Data Comm. Ntwks. 1.25 16.13 
OTC 50.75 12.50 PictureTel Corp. 47.00 0.50 1.08 
NYS 18.63 11.63 Scientific Atianta Inc. 17.63 0.25 1.44 
NYS 66.00 49.00 Southwestern BeliCorp 61.75 -138 -2.18 
NYS 31.50 21.25 United Te 25.00 063 -2.44 
NYS 40.75 33.75 US West inc. 36.88 0.75 -1.99 
Computer Systems Up 7.35% 
OTC 20.75 6.75 Advanced Logic Research 9.25 0.00 0.00 
ASE 18.13 11.63 Amdahi Corp. 18.13 150 9.02 
OTC 73.25 40.25 Apple Computer inc. 64.75 250 4.02 
oTc 9.13 2.75  ArchiveCorp. 5.50 0.75 15.79 
OTC 32.75 14.50 AST Research inc. 22.63 2.38 11.73 
NYS 4.75 Bolt, Beranek & Newman 5.88 0.00 0.00 
NYS 2163 10.13 Commodore int’! 17.00 088 543 
NYS 74.25 22.13 Compaq Computer Corp. 33.75 2.13 6.72 
OTC 2.63 0.50 Computer Automation Inc. 1.44 0.00 0.00 
NYS 13.75 7.50 Control Data Corp. 10.63 0.88 897 
NYS 19.75 8.88 Convex Computer 14.63 088 6.36 
NYS 52.25 31.50 CrayResearch inc. 48.88 6.13 14.33 
NYS 22.50 4.00 Data Generai Corp. 17.75 1.00 5.97 
NYS 4.38 1.00 Da int Corp. 2.50 0.00 0.00 
o Ge fe mereek, 83 28 $3 
NY i Y igital Equipment Corp. i 2: 4. 
NYS 30.13 19.75 Harris Corp. 30.13 1.75 6.17 
NYS 62.00 34.75 Hewlett Packard Co. 62.00 3.50 5.98 
NYS 139.75 83.50 IBM 96.75 5.88 6.46 
oT¢c 12.00 6.50 information int’! 7.25 0.00 0.00 
NYS 145.75 105.00 Matsushita Electronics 110.50 025 0.23 
OTC 20: 7.88 | MIPSComputer Systems 12.38 1.75 16.47 
OTC 29.50 10.75 Pyramid Technology 15.00 1.00 7.14 
OTC 19.75 7.50 Sequent Computer Sys. 16.63 2.25 15.65 
NYS 52.25 24.25 — SiliconGraphics 52.25 425 8.85 
NYS 51.50 22.00 Stratus Computer Inc. 49.75 0.75 153 
OTC 3863 20.75 Sun Microsystems Inc. 34.13 3.25 10.53 
NYS 17.63 9.50 TandemComputers inc. 1288 013 098 
oTc 4.75 1.25 TandonCorp. 2.19 0.81 59.13 
NYS 3650 23.38 Ti Corp. 26.63 -125 -4.48 
OTC 32.00 9.75 Teradata 32.00 0.13 0.39 
NYS 6.13 1.13 Ultimate Corp. 2.38 0.00 0.00 
NYS 7.00 2.13 Unisys Corp. 5.50 0.75 15.79 
ASE 5.75 2.00 Wang Labs Inc. (b) 3.13 0.25 8.70 
Software & DP Services 18) oh] 
OTC 6850 33.75 Adobe Systems inc. 63.88 3.00 493 
OTC 12.25 3.50 i 9.63 050 5.48 
OTC 59.88 28.75 Aldus Corp. 34.50 1.00 299 
OTC 2850 16.25 Ameiican Mgmt. Systems 23.50 -1.00 -4.08 
oTc 1750 9.00 i are Inc. 16.88 0.00 0.00 
NYS 4.63 1.88 Anacomp Inc. 463 0.63 15.63 
OTC 1825 12.00 Analysts Int'l 16.00 050 3.23 
COMPUTERWORLD 


Jan.17 WkNet WkPct 
Exch 52-Week Range Close Change 
OTC 17.25 4.63 ASK Computer Sys. 17.25 263 17.95 
NYS 46.38 27.50 AutoDataProcessing 46.13 100 222 
OTC 62.25 29.50 Autodesk Inc. 39.50 450 12.86 
OTC 39.25 20.75 BGS Systems Inc. 39.25 150 3.97 
OTC 75.50 33.00 BMC Software inc. 75.50 3.88 5.41 
OTC 16.25 8.75 Boole & Babbage Inc 16.25 250 18.18 
OTC 86.75 37.25 Borland Int’! 75.25 -350 -444 
OTC 20.88 7.50 Inc. 12.25 1.38 12.64 
NYS 12.88 7.25 Computer Associates 12.50 088 7.53 
oTc 17.75 7.75 Computer Horizons 1150 025 -2.13 
NYS 80.88 47.75 Computer Sciences 80.63 163 2.06 
NYS 11.25 7.00 Computer Task Group 9.00 025 286 
OTC 2275 12.00 Comshare Inc. 19.00 250 15.15 
OTC 16.50 6.00 Corporate Software 14.75 075 5.36 
NYS 66.13 39.25 General Motors E (EDS) 60.38 -275 436 
OTC 18.75 9.25 Goal Systems int’! 12.25 075 -5.77 
oTCc 7.00 2.25 Hogan Systems Inc 6.50 1.13 20.93 
OTC 33.00 10.50 information Resources 33.00 3.00 10.00 
OTC 23.38 2.63 Informix Corp 23.38 5.63 31.69 
oTc 3.63 1.06 Intellicorp Inc 1.50 0.06 4.31 
OTC 31.50 14.50 Intergraph 21.50 125 6.17 
OTC 10.50 3.13 Interleaf inc 10.38 038 3.75 
oTc 18.75 7.00 intersolv 18.75 125 7.14 
OTC 43.25 10.50 Knowledgeware Inc. 19.75 275 16.18 
OTC 45.00 20.25 LegentCorp. 41.00 150 3.80 
OTC 40.75 14.75 Lotus 31.75 3.63 12.89 
OTC 19.00 11.50 Mentor Graphics 17.25 100 615 
OTC 32.00 9.75 Micrografx 24.00 6.25 35.21 
OTC 129.00 56.50 Microsoft Corp. 126.50 1.25 1.00 
OTC 18.13 5.50 Oracle eee 18.00 0.25 1.41 
OTC 10.00 3.56 Phoenix Technologies 8.38 0.88 11.67 
OTC 25.25 9.00 Platinum Technology 23.25 -100 -4.12 
NYS 72.75 42.25 Policy Mi Sys. 69.38 063 091 
NYS 37.38 16.13 Reynolds & Reynolds 35.63 -113 -3.06 
OTC 15.50 6.75 Ross Systems 15.50 163 11.71 
OTC 30.75 18.00 30.75 5.00 19.42 
OTC 2413 1463 Shared Medical Systems 22.25 038 1.71 
OTC 35.25 12.50 Software Publishing Corp 2150 550 34.38 
NYS 24.88 7.50 Sterling Software 22.50 075 3.45 
OTC 21.00 10.25 Sungard Data Sys. 19.25 0.00 0.00 
OTC 50.00 1638 SymantecCorp. 50.00 250 5.26 
NYS 15.50 4.63 System Center Inc. 1288 013 096 
OTC 26.00 8.34 System Software Assoc 26.00 1.75 7.22 

Semiconductors 18) ok Bib 

NYS 20.50 5.38 Advanced Micro Devices 18.75 -050 -260 
NYS 12.50 7.00 A Devices Inc 10.38 063 641 
OTC 13.50 7.00 Chips & Technologies 10.25 0.13 -1.20 
OTC 6250 38.50 intel Corp 62.50 9.75 18.48 
NYS 1250 6.25  LSiLogicCorp 963 038 4.05 
NYS 1913 10.63 Micron Technology 17.25 1.13 698 
NYS 79.88 46.88 Motorola Inc. 79.88 8.88 12.50 
NYS 8.50 3.88 National Semiconductor 8.50 0.75 968 
NYS 4763 26.00 Texas Instruments 35.25 263 8.05 
OTC 12.25 5.88 VLSI Technology 9.13 0.13 1.39 
OTC 16.75 4.50 Weitek 6.38 050 8351 
ASE 6.75 2.00 Western Digital Corp. 4.00 0.88 28.00 


Peripherals & Subsystems By oh: Ath 


oTc 2.75 1.00 Apertus Technologies 1.25 0.00 0.00 
OTC 19.50 7.75 Banctec inc. 18.75 0.25 135 
OTC 40.50 7.88 Cambex Corp. 40.00 438 12.28 
ASE 11.75 650 Cognitronics Corp 16.13 050 5.19 
NYS 29.75 12.50 Conner Peripherals 20.63 3.00 17.02 
ASE 21.75 8.25 Dataram Corp. 21.75 113 5.45 
NYS 14.13 4.88 EMC 14.13 150 11.88 
NYS 49.75 38.63 Eastman Kodak Co. 48.88 0.75 1.56 
oTc) 11.25 4.75 Emulex Corp. 6.50 0.63 10.64 
OTC 2400 14.75 Evans & Sutherland 20.00 0.25 1.27 
OTC 10.00 4.00 Corp. 10.00 063 6.67 
OTC 28.25 14.50 IPL Systems Inc. 23.00 1.00 455 
orc 9.25 1.63 Maxtor i 925 263 39.62 
OTC 18.00 5.50 Micropolis 11.25 038 3.45 
NYS 96.13 79.75 3M Corp 98.13 3.25 3.43 
oTc 10.75 3.50 Printronix inc 4.25 0.50 13.33 
NYS 26.75 11.25 QMS Inc. 14.25 0.75 5.56 
OTC 18.25 8.88 Quantum 15.25 1.75 12.96 
NYS 10.63 5.00 Recognition Equipment 10.63 050 494 
oTc 11.50 5.38 Rexon Inc. 10.13 1.88 22.73 
OTC 19.88 7.13 Seagate Technology 13.63 2.75 25.29 
NYS 61.50 21.88 Storage Technology 6150 10.00 1942 
NYS 30. 16.00 Tektronix inc 2088 -1.75 -7.73 
OTC 0.53 0.16 Televideo Systems 0.31 0.03 11.39 
NYS 7088 41.38 Xerox Corp. 70.88 275 404 
Leasing Companies 0) oe hb 
OTC 16.25 8.25 Amplicon Inc. 14.25 0.00 0.00 
NYS 28.38 18.13 Comdisco Inc. 22.88 038 1.67 
OTC 16.25 10.25 LDi Corporation 15.50 075 5.08 


Copyright Nordby international, Inc., Boulder, Colo. 


This information is obtained from sources believed to be reliable but cannot be guaran- 
teed to be completely accurate. This information is subject to change without notice. 
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a similar decline in price in one 
year. 

As relentless industry compe- 
tition drags 386 personal com- 
puter prices painfully close to the 
margin’s edge and into the com- 
modity market, the 486 has 
started a downward slide as well. 
Computer Intelligence/Infocorp, 
a La Jolla, Calif.-based research 
firm, tracked a 14.6% decrease 
from August to No- 
vember 1991 in the 
median configured 
price for 486DX ma- 
chines. ClI/Infocorp 
attributed the slide 
to direct marketers, 
such as Compuadd 
Corp., Dell Comput- 
er Corp. and Ad- 
vanced Logic Re- 
search, Inc., that 
were able to skim 
the market earlier in 
the chip life cycle. 

Where users have 
in many cases given only lip ser- 
vice to the 386 standard — buy- 
ing these on an as-needed basis 
while using 286s and even 8088s 
for the bulk of their PC needs — 
the 486 may benefit by having 
firms effectively bypass the 386. 

Still, market research firm In- 
ternational Data Corp. projects a 
healthy demand for the 386, par- 
ticularly the 386SX, which will 
remain the cost-cutter’s graphi- 
cal user interface (GUI) platform 
for the next several years. The 





company expects 386SX ship- 
ments, slated at 2.9 million for 
1992, to outsell the expected 2.5 
million units shipped for the 
486DX. 

Those already using the 486 
are doing so for specific power 
needs, such as computer-aided 
design and manufacturing and 
other intensive computing envi- 
ronments. But with GUIs be- 


coming more prevalent, 486- 
based systems have become 
more attractive because they 
can run basic software faster. 
Meanwhile, companies less 
prone to hanging 10 on the 
bleeding edge find themselves 
examining the 386 platform with 
renewed interest, particularly in 
light of the 386 price-cutting go- 
ing on among PC vendors. Timo- 
thy Keating, Intel’s product mar- 
keting manager for the 386 and 
486 microprocessors, predicted 


on’t look now, but Intel’s 486 follow-on, the P5, will 
hit the market late this summer. 

Sources close to Intel do not expect to see the 
chip announced until as late as September, at which 
time a 50-MHz version of it is likely. At that point, 


Intel will expand the 586 product line a la the 486 family. 

Observers said they agree with Intel’s claim that the P5’s 
speed and built-in high availability will make systems based on 
it true competitors to mainframes and high-end minicomput- 
ers. Still, they expect the chip to end its anticipated three-year 
life cycle as a high-volume processor aimed at the desktop. 

In the early part of its life, the P5 will probably draw reac- 
tions like the one from Michael Purcell, a staff software engi- 
neer at Baxter Healthcare Corp. in McGaw Park, Ill. “{It] holds 
nothing for me, as far as I can tell. To run decentralized transac- 


tion processing, I don’t need another chip from Intel,” 


he said. 


The P5 will resemble the 486, with on-board cache and in- 
ternal 64- and 128-bit data transfer paths. It have System Man- 
agement Mode, Intel’s power management strategy, as well as 
partitionable cache and a so-called superscalar design. 

The superscalar part of the chip means it will be able to pro- 
cess two commands at a time (the 486 can handle one command 
per cycle; the 386, one per two cycles). Intel said this will make 
it up to twice as fast as the 486 for integer operations. For float- 
ing-point operations, most sources think the P5 will run five to 
seven times as fast as the 486. Intel refused comment. 

While many sources said they think the P5 will effectively 
operate as a multiprocessing processor, Michael Slater, editor 
of the ‘“Microprocessor Report’’ in Sebastapol, Calif., said this 
is a “gross simplification’’ of the superscalar architecture. 


Robert Neubecker 
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1486: A new deal for desktops 


that users will see 386-based 
machines falling below $1,000 
on a widespread basis this year. 

“‘We’re standardized on the 
386, just like everybody else,” 
said Glenn Sandusky, chief infor- 
mation officer at Miller Mason & 
Dickenson, a benefits consulting 
firm owned by Aon Corp. While 
Sandusky said his firm is begin- 
ning to examine the 486 and 
owns a couple of 50- 
MHz 486s, he does 
not expect to make 
the 486 a standard in 
1992. 

Meanwhile, ever- 
cheaper 486s high- 
light the natural de- 
cline of the 286 as a 
business staple. 
There is almost 
unanimous  agree- 
ment that the 286 is 
nearing the end of its 
life cycle, although 
laptop sales and 
rock-bottom budget buyers will 
keep units shipped this year at 
around 3.2 million, according to 
figures from Workgroup Tech- 
nologies, Inc. in Hampton, N.H. 
(see story below). 

Despite these sales esti- 
mates, many major corporations 
have already begun the 486 mi- 
gration. 

“Prices are coming down, not 
only with first-tier PC vendors 
but with the clones as well. What 
our managers are faced with 


BY CAROL HILDEBRAND 
CW STAFF 


Although Intel Corp. 80286- 
based platforms have long been 
crossed off corporate purchasing 
lists and analysts’ long-range 
market forecasts, small busi- 
nesses and laptop sales will keep 
the venerable chip out of the 
dustbin for another year or so. 

In fact, despite 
Intel’s autumn 1989 
“no 286” campaign 
— which the compa- 
ny now insists was 
aimed at explaining 
product differences 
rather than killing 
the 286 — 286 per- 
sonal computers are 
selling at a healthy 
clip. 

According to International 
Data Corp. (IDC), a Framing- 
ham, Mass.-based research com- 
pany, although units shipped an- 
nually are falling at a rate of 50% 
or more, 286 systems sold more 
heavily in 1990 than did 386SX- 
based boxes, and 1991 saw bal- 
anced sales of the 286 and the 
386DX. 

Intel’s director of marketing, 
Dennis Zartar, said his company 
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Natural selection 


While the 386 will remain dominant, for 1992, price cuts are putting 


a kick in 486 sales 
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here is a capital constraint, so 
they’re looking at clones, which 
will be 486s, and reduced num- 
bers of first-tier products,” said 
Ben L. Berry, manager of com- 
puter services at Hughes Air- 
craft Co. in Los Angeles. 

If prices drop significantly on 
486-based models, “I would 
push real hard to buy 486s,” 
agreed Joseph Trickey, PC coor- 
dinator at Stratton-Cheeseman 
Management Co. in East Lan- 
sing, Mich. “‘I like the flexibility 
of the 486 platform,” he added, 
referring to its ability to handle 
more tasks due to its built-in 
floating-point capabilities. 

Although price incentives 
have provided one plank in the 
486 standardization rationale, 


views the 286 as almost out of 
the loop. Although the company 
has not stopped production, he 
said, it is being de-emphasized. 
“It’s hard to find 286s even at 
the mass merchants,” he said. 
Although the 286 has ceased 
to play a factor in new desktop 
sales to the Fortune 1,000 since 
early 1991, analysts said, it has 
gotten a second wind from the 
home, small _ busi- 
ness and portable 
markets, whose us- 
ers can pick one up 
for about $800. 

“The 386 is now 
the entry-level ma- 
chine of choice [for 
businesses]. Still, a 
lot of folks out there 
are turning around 

and buying a 286,” said Jeffery 
Davidson, controller at Phillips 
Properties, Inc., a Mcallen, Tex- 
as-based petroleum distributor. 
Davidson, who runs The San- 
ta Cruz Operation’s Xenix-based 
system from a 486-based server, 
said he has invested in a number 
of 286s rather than dumb termi- 
nals as a result of PC price cuts. 
“If you’re just going to have a 
minimum wage clerk doing data 
entry work, he doesn’t need to 
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many information systems man- 
agers are opting for the higher 
powered boxes as they plan for 
software upgrades that will use 
the chip’s speed and 32-bit mul- 
titasking capabilities. 

Berry said Hughes is also 
looking to standardize on 486- 
based machines for future soft- 
ware needs, such as the booming 
graphical interface market and a 
32-bit operating system. 

The longevity issue is tanta- 
lizing to Anthony Best, a data 
processing procurement analyst 
at the Bureau of Data Processing 
in the state of Mississippi. He 
said the bureau has bought 550 
486s because the state needs to 
make hardware last twice as long 
as corporate users do. 


Make room for son of 486 There’slifeintheold286chipyet 


P5 chip expected to arrive by late summer 


multitask, or do fancy stuff.” 

Machines based on the 286 
continue to show short-term 
strength in the laptop field as 
well. Not only is the 286 cheap- 
er, but it does not require as 
much energy as the 386 to run. 

Richard Zwetchkenbaum, a 
senior PC analyst at IDC, said 
that in the notebook market, 
286 systems are “‘being sold at 
fire-sale prices, but there’s still a 
revenue opportunity out there.” 
He pointed to reports that Zeos 
International Ltd. withdrew its 
286 laptop from the market, 
only to reintroduce it later on. 

At the Fortune 500 level, 
however, the 286 seems to be 
headed for a glass case in the 
computer museum when it 
comes to new purchases. 

“Our company standard is 
386 and above, so we would not 
buy 286s,” said Ben L. Berry, 
manager of computer services at 
Hughes Aircraft Co. “The 386s 
aren’t that much more money, 
why go with a 286?” 

Tim Bajarin, an analyst at 
Creative Research Strategies 
International, Inc. in Santa 
Clara, Calif., agreed. ‘The 286 is 
not significant at all’ in the cor- 
porate market, he said. 
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Prime set to resell 
HP workstations 


BY KIM S. NASH 
CW STAFF 


NATICK, Mass. — Prime Com- 
puter, Inc. last week continued 
its exodus from the hardware 
business by signing a $400 mil- 
lion deal to resell Hewlett-Pack- 
ard Co. Unix workstations. 

Prime users said they gener- 
ally approved and that they had 
more confidence in the troubled 
vendor’s financial position as a 
result of the new relationship. 

“Instead of trying to reinvent 
the wheel, Prime will sell an ex- 
isting good wheel. They’re bet- 
ter off,” said Larry Pratt, former 
president of the Mid-Atlantic 
Prime Users Group, which is 
headquartered in St. Louis. 

Existing users, particularly 
those on high-end Prime 50 Se- 
ries boxes, “were wondering 
what would happen to them 
next, and now they know,” said 
Harvey Allison, an analyst at 
Alex. Brown & Sons, Inc. 

The 3%-year contract calls 
for Prime and its Computervi- 
sion subsidiary to resell HP’s 
Precision Architecture (PA) re- 
duced instruction set computing 
(RISC) servers and workstations 
[CW, Jan. 13]. 

Prime will also port its Prime 


Information development envi- 
ronment to HP 9000 Series 800 
servers and move Computervi- 
sion’s CADDS-5 computer-aided 
design software to HP Apollo Se- 
ries 700 workstations. 

With the Information port 
slated to ship next month, users 
of proprietary PrimeOS have a 
clear Unix migration path, ac- 
cording to Neil McMullan, presi- 
dent of Prime’s Computer Sys- 
tems Business Unit. 


No nibbles 

However, some users are not 
biting — at least not now. Pratt 
said the company will stretch its 
existing Prime Model 2755 for 
another year, waiting for Prime 
software to “stabilize” on the 
HP machines. 

However, when the time 
comes, an HP server “‘is definite- 
ly in the cards,” he said. 

McMullan emphasized that 
Prime ‘‘will continue to support 
the 50 Series for as long as any- 
one wants it.” 

Computervision, which al- 
ready resells Sun Microsystems, 
Inc.’s workstation, has signed a 
separate agreement with Digital 
Equipment Corp. to _ port 
CADDS-5 to the Maynard, 
Mass., firm’s RISC machines. 


NEWS 


HP’s Lou Platt, executive 
vice president and head of the 
Computer Systems Group, said 
he is not worried about the com- 
petition. ‘‘We’ll let our perfor- 
mance speak for itself,”’ he said. 

Selling CADDS-5 on three 
different platforms will not con- 
fuse users because most of the 
overlap is at the high end only, 
according to analysts. Sun offi- 
cials were unavailable for com- 
ment, but McMullan said the 
new DEC and HP contracts do 
not mean Prime will drop Sun. 

But analysts said they expect- 
ed Computervision might push 
the HP envelope harder than 
DEC’s or Sun’s, given the $400 
million commitment to HP. 
McMullan rejected that theory: 
“Our customers will choose.”’ 

HP’s PA-RISC stations are 
perceived as the price/perfor- 
mance leader among Unix work- 
station makers, said Pratt, com- 
puter services director at 
Mineral Area College in Flat Riv- 
er, Mo. “CADDS-5 should run 
pretty darn fast on HP.”’ 

Prime is doing what a good 
software vendor should do: get- 
ting its packages on as many 
hardware platforms as it can, ac- 
cording to Bill Sines, director of 
midrange strategies at Technol- 
ogy Investment Strategies 
Corp., a market research firm in 
Framingham, Mass. 

“It’s a good deal,” Sines said. 
HP gets another outlet for its 
hardware, and Prime gets more 
hardware for its software, ac- 
cording to Sines. 





IBM and DEC drenched in red ink 
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recession and greater-than-ex- 
pected economic weakness in 
Europe and Asia would take its 
toll during the fourth quarter and 
leave little room for a substantial 
pickup before the second half of 
1992. 


Sympathy for vendors 
Both IBM and DEC users, many 
of whom are themselves whip- 
sawed between a recession that 
won’t end and competition that 
won’t stop, voiced fellow-feeling 
for vendors caught in the same 
bind. 

Analysts took particular com- 
fort from the fact that both firms 
owe their battered bottom lines 
partly to huge quarterly charges 
taken in connection with mas- 
sive corporate reorganizations 
and product-line turnarounds 
currently under way — in IBM’s 
case, a whopping $3.4 billion. 

“Whatever happens with the 
economy, IBM’s 1992 numbers 
are bound to look good in the 
year-over-year comparison” to 
the depleted 1991 report, Weil 
said. 

Users, looking to the fruits of 
the costly labors, were even 
more upbeat. 

“IBM’s certainly been trying 
to become a more nimble com- 
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petitor. The important thing is 
that they are making the difficult 
decisions, and I applaud that,” 
said Jack Cooper, chief informa- 
tion officer at Joseph E. Seagram 
& Sons, Inc. in New York. 
Numbers for IBM’s bloodied 


”M NOT SURPRISED, 

just relieved. I’m glad to 

bury 1991 — and so, I 
suspect, is [IBM Chairman] 


“T’m not surprised, just relieved. 
I’m glad to bury 1991 — and so, 
I suspect, is [IBM Chairman] 
John Akers.” 

DEC Chairman Kenneth H. 
Olsen could no doubt be counted 
in on that sentiment. In line with 
Wall Street predictions, 
DEC posted a $138.3 
million loss for its fiscal 
second quarter, ended 
Dec. 28 — a sharp con- 
trast to the $111.14 
million profit posted for 
the comparable quarter 


John Akers.” a year ago. Quarterly 
revenue of $3.48 billion 

STEPHENDUBE marked a 4% increase 

SHERWOOD RESEARCH GROUP from last year’s fourth- 


fourth quarter — the quarter 
that has traditionally been a bul- 
wark for the company — came in 
below Wall Street’s most con- 
servative estimates. 

The firm also reported an an- 
nual loss of $2.8 billion, on reve- 
nue down 6.1% to $64.8 billion 
— the first full-year IBM reve- 
nue slide since 1946 and the first 
annual loss ever. 

In other years, analysts said, 
that might have been dismaying; 
given 1991, said Stephen Dube 
at Sherwood Research Group, 


quarter sales figure. 

DEC’s senior vice 
president of operations, John J. 
Smith, said the company will 
take a “conservative posture” 
for an indefinite period of time. 
Continued cost-containment 
measures, he said, will likely in- 
clude new rounds of work force 
cuts. 

While Smith would not quan- 
tify potential layoffs at DEC, ana- 
lysts’ estimates last week 
ranged between 15,000 and 
20,000. 

Senior Writer Sally Cusack 
contributed to this story. 
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NEWS SHORTS 


Microsoft's earnings glow 
Microsoft Corp. reported revenue of $682 million for the sec- 
ond quarter of its fiscal 1992, which ended Dec. 31 — a 48% 
increase over the $461 million earned in the same period a year 
ago. Revenue for the six months ended Dec. 31 were $1.3 bil- 
lion, 52% over the $830 million recorded for the same period in 
fiscal 1991. Net income for the quarter was $175 million, an in- 
crease of 55% over the $133 million for the same period last 
year. Earnings were 90 cents per share for the second quarter 
and $1.65 for the six months, compared with 61 cents and 
$1.08 for the corresponding periods in 1991. 


Apple cops kudos, earnings boost 
Apple Computer, Inc. reported better than expected earnings 
for 1992’s fiscal first quarter. Profits topped $166 miilion, up 
10% compared with $150.5 million for the same quarter last 
year. Strong sales of its Powerbook portable computer report- 
edly helped drive revenue up 11% from $1.68 billion in 1991’s 
first quarter to $1.86 billion. Apple also ranked first in personal 
computer user satisfaction, according to a J. D. Power and As- 
sociates survey of 4,000 sites worldwide. 


ISDN deployment clarified 


Livingston, N.J.-based Bellcore has released a $103 report de- 
tailing the various telephone companies’ deployment plans for 
Integrated Services Digital Network (ISDN) service. The doc- 
ument compiles regional company projections for the area 
codes and telephone exchanges they plan to equip with ISDN 
access lines during the next three years. An estimated 62 mil- 
lion nationwide ISDN-accessible telephone lines are expected 
to be available by the end of 1994. 


New Symmetry processors on way 
Sequent Computer Systems, Inc. is expected to announce a 
new series of Symmetry processors today, along with a new 
four-channel disk-drive controller. Sequent will also announce 
that its machines have been chosen as OSF/1 reference plat- 
forms by the Open Software Foundation (OSF), Sequent 
sources said. The new hardware systems, based on the 50- 
MHz Intel Corp. 1486 chip, will include versions with six, 10 
and 30 processors. Prices will range from $50,000 to $2.5 mil- 
lion. 


Amdahl 6390 delivery set 


Amdahl Corp. said it will deliver a high-capacity version of its 
Amdahl 6390 disk drive sometime in the fourth quarter. The 
firm also confirmed that shipments of the original 6390 — 
which has been delayed for months — had begun in late No- 
vember. Several hundred have been shipped to date. The 6390 
drives store about 30G bytes of data; the high-capacity models 
will store about 45G bytes per 16-platter disk drive. Prices will 
range from $128,700 (7.5G bytes) to $457,950 (45G bytes). 


Transarc’s DCE tool kit to ship 

Transarc Corp. unveiled a Distributed Computing Environ- 
ment (DCE) developer’s kit last week that will ship in March 
for Sun Microsystems, Inc. and IBM RISC System/6000 Unix 
workstations. The kit includes core components for early appli- 
cation development in the OSF’s DCE, an enabling technology 
for developing distributed computing applications to industry 
standards. 


Intergraph updates Clipper 

Intergraph Corp. updated its Clipper line of workstations and 
servers last week with a new reduced instruction set comput- 
ing processor said to deliver three to six times the performance 
of the current line. The Series 2400 desktop and Series 6400 
deskside workstations and servers reportedly offer 33 Spec- 
marks of performance and will be available in March. Prices 
range from $18,500 to more than $100,000, with server 
prices starting at $13,900. 
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Integrated net control tools bow | Bushvisits Cabletron 


BY ELISABETH HORWITT 
CW STAFF 


If this month is any indication, 
1992 will be the year that ven- 
dors provide the applications and 
other tools needed to put multi- 
vendor network management 
within the grasp of nontechnical 
users. 

Steve Bortnyk, head of net- 
work management at Metropoli- 
tan Life Insurance Co., spoke for 
a number of users when he ex- 
pressed a wish to take his favor- 


> Synoptics’ Lattisware: 


Synoptics hubs 
Platforms: Unix, DOS 


Price: $995 to $12,995 


and servers 


Availability: Now 
Price: $1,000 per agent 


and asset management 
Availability, price: N/A 


LANs 


financial management 





> Hewlett-Packard’s Openview Extensible SNMP Agent: 
Systems managed, platforms: HP-UX, Sun Sparcstations 


Applications: Monitoring of health and usage levels of data- 
bases, attached peripherals, CPUs and applications. Threshold 
setting, automatic response to events. 


> Systems Center, Inc.’s Net/ Master: 

Systems managed: IBM SNA, Unix, LANs, routers 
Platform: IBM hosts, others to come 

Applications: Problem, change, configuration, inventory, 


ite network management appli- 
cations and mesh them with the 
multivendor nature of an inte- 
grated network management 
platform. 

Recent and upcoming an- 
nouncements are beginning to 
address growing user frustration 
with the limitations of today’s 
multivendor network manage- 
ment systems. Such systems 
provide utilities for collecting 
and displaying alerts from a vari- 
ety of devices but are weak on 
applications that help nontechni- 


Applications arrive 


Systems managed: SNMP-compatible network devices; 


Applications: Fault management, trouble ticketing, perfor- 
mance monitoring, network administration 
Availability: Second-quarter 1992 





> Peregrine Systems, Inc. client/server PNMS 
Systems managed: Unix, MVS, multivendor networks, 


Platforms: IBM MVS, Unix database servers, Apple Com- 


puter, Inc. Macintosh, DOS clients 
Applications: Problem, change, inventory/configuration and 


Availability: March or April 
Price: N/A 


cal users analyze, correlate and 
respond to the data collected. 

Last week, Synoptics Com- 
munications, Inc. announced 
Lattisware, a series of Simple 
Network Management Protocol 
(SNMP)-based applications de- 
signed to manage both its own 
and other vendors’ local-area 
network connectivity devices. 

“Applications are exactly 
what we're looking for,” said 
Chris Yates, head of telecom- 
munications at UK utility Na- 
tional Power PLC. 

“We want to quickly start 
conditioning our operators to 
work with users and take a more 
overall systems approach to net- 
work management, [instead of 
just] fixing individual compo- 
nents,”’ he added. 

National Power, a Synoptics 
hub user, is evaluating the ven- 
dor’s new Trendware package as 
a way to monitor performance 
across the power utility’s Synop- 
tics hubs and Cisco Systems, Inc. 
routers, Yates said. 

Unfortunately, the initial Lat- 
tisware releases have “‘limited 
scope for users to write in their 
own filters, to produce reports 
covering a lot of network indica- 
tors,” he added. Synoptics said 
future releases will be far more 
tailorable by users. 

This week, Hewlett-Packard 
Co. is expected to announce 
Openview Extensible SNMP 
Agent software, which is said to 
include 60 preprogrammed ‘‘ob- 
jects” that deliver a variety of in- 
formation about HP-UX and Sun 
Microsystems, Inc. SunOS serv- 
ers and workstations. 

“This is the first time I’ve 
seen a real systems management 
approach for SNMP,” said Frank 
Dzubeck, president of consulting 
firm Communications Network 
Architects, Inc. in Washington, 
D.C. However, HP’s system “‘is 


BASF tape exchange gets mixed reviews 


CONTINUED FROM PAGE 1 


BASF is replacing the tapes at its 
own cost and has been notifying 
users through its sales force. He 
also would not commit to a date 
when the suspect or bad car- 
tridges would be completely re- 
placed for all customers. 

“‘We’ve notified everyone we 
can, and the problem is pretty 
much under control. We’re re- 
placing cartridges within cus- 
tomers’ schedules of when they 
need them,” Healion said. To 
help meet demand, he said, 
BASF is obtaining 20% of its to- 
tal capacity from competitors. 
He acknowledged, however, 
that some customers that pur- 
chased their tapes from whole- 
salers or other third parties may 
not have been notified. 

Some BASF customers said 
they are dissatisfied with the 
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pace of cartridge replacement. 

Users of the faulty tapes, con- 
tacted last week, reported no 
loss of data but said operations 
have been disrupted 
because jobs fail or 
abort when data can- 
not be read from the 
tapes until the debris 
is cleaned from the 
drives. Another op- 
erations disruption 
comes, users said, 
when the data from the old tapes 
has to be copied onto new ones. 

BASF is getting mixed re- 
views so far on its response to 
the problem. 

“We first found the problem 
about 18 months ago,” said the 
computer facilities manager of a 
Midwestern insurance company. 
“At first, we thought it was a 


ee \ 


tape drive problem. The drive’s 
manufacturer replaced the read/ 
write heads at its own expense 
several times before we realized 
that it was the BASF 
cartridges. BASF 
came in during late 
1990 and promised 
to replace 47,000 
cartridges. We wait- 
ed four months be- 
fore we got any, and 
we've only gotten 
6,000 new ones so far,” he said. 

BASF reneged on a promise 
to make several large shipments 
of replacement tapes and is in- 
stead shipping 2,000 tapes a 
week, he added. ‘‘At this rate, it 
will take the whole year to fix the 
problem.” 

His shop also has an additional 
30,000 BASF cartridges that 
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not a one-minute manager for 
you or me,”’ Dzubeck said. “You 
have to [understand the] concept 
of an SNMP management infor- 
mation base to run this — it isn’t 
for the inexperienced person 
yet.” 

At next week’s Communica- 
tion Networks Conference and 
Exposition ’92, however, HP is 
expected to showcase some 40 
third-party applications for 
Openview. One new HP partner, 
Isicad, Inc., will unveil a link be- 
tween Openview and its graph- 
ics-based configuration manage- 
ment system, Command. 

HP partner Peregrine Sys- 
tems, Inc. is also expected to un- 
veil an interface between its Per- 
egrine Network Management 
System (PNMS) and HP’s Open- 
view. Peregrine will announce a 
multivendor, client/server ver- 
sion of PNMS and Sonoma, soft- 
ware that allows Openview to 
manage IBM Systems Network 
Architecture networks, a com- 


have not yet exhibited problems 
but which may eventually need 
to be replaced. 

Other customers laud BASF 
for taking care of business 
promptly. “We weren’t having 
any problems, but BASF came in 
and told us that we may have 
some bad tapes and that they 
wanted to replace them free of 
charge,”’ said David Moore, se- 
nior vice president at Mellon 
Bank Corp. in Pittsburgh. BASF 
has swapped about 90% of Mel- 
lon’s 70,000 cartridges. 

“They’ve been very good 
about stepping up to the problem 
and resolving it,’’ Moore said. As 
a preventive measure, he added, 
Mellon has instituted a program 
to wet-clean its tape drives at 
regular intervals. 

John J. Alexander, senior vice 
president at Unum Life Insur- 
ance Company of America, Inc. 
in Portland, Maine, also said he is 
satisfied with how BASF re- 


President 
Bush inspects 
manufacturing 
facilities at lead- 
ing smart-hub 
firm Cabletron 
Systems, Inc. in 
Rochester, N.H., 
during his pre- 
primary tour last 
week. Cabletron 
Chairman Craig 
Benson (right) 
and President S. 
Robert Levine 
took the opportu- 
nity to an- 
nounce plans to 
hire 200 and 
build an engi- 
neering facility 
in Merrimack, 
N.H. 


pany spokesman said. 

Also this week, IBM is ex- 
pected to announce Net- 
view/6000, its long-awaited 
SNMP-based Ethernet LAN 
management workstation, as 
well as its multiprotocol router. 
One source who has seen the 
product said, “It’s a step in the 
right direction’”’ toward provid- 
ing a truly friendly management 
system to users. 

Meanwhile, Cabletron Sys- 
tems, Inc. and Cisco have both 
announced that they will provide 
IBM’s Netview with SNMP 
management capabilities 
through their respective net- 
work management systems. 

Cisco’s interface between its 
Netcentral software and Net- 
view is scheduled to ship in 
March, priced at $3,500. 

Cabletron announced that its 
Spectrum will interface with 
both Netview and System Cen- 
ter’s Net/Master over a “‘built-in 
SNA gateway” priced at $2,995. 


solved the problem. ‘We have 
absolutely no complaints. We’d 
much rather the problem didn’t 
happen, but being that it did, 
they were very customer-fo- 
cused and worked with us to get 
the data off the bad tapes.” 

The worst seems to be over 
for most users. Larry J. Martin, 
vice president of Pound Ridge, 
N.Y.-based Reliability Research, 
Inc., which tracks statistics 
about tape drives, said that for 
the last two months, only a 
handful of new BASF-related in- 
cidents have been reported. 

“All our tests say categorical- 
ly that the debris stays on the 
head and does not go any- 
where,” Healion explained. The 
reason it took so long for the 
problem to become apparent, he 
added, is that the debris’ buildup 
depends on how much the faulty 
tape is used. Despite rumors to 
the contrary, the problem is not 
industrywide, sources said. 
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This Bud’s for Washington 


BY CLINTON WILDER 
CW STAFF 


STUDIO CITY, Calif. — Forget 
Jim Kelly’s golden arm, Thur- 
man Thomas’ elusive moves and 
the ‘‘we-just-missed-last-year”’ 
motivation factor. The Washing- 
ton Redskins will shut down the 
Buffalo Bills and easily win Super 
Bowl XXIV by more than a 
touchdown. 

So predicted Bud Goode, the 
veteran National Football 
League statistics maven who 
crunches game numbers on his 





BUFFALO Bil 
| SuLS poseeesion 
(minutes) 

Miami Dolphins 29.0 

| Pittsburgh Steelers 33.1 
New York Jets 19.4 
Tampa Bay Buccaneers 20.8 
Chicago Bears 25.2 
Kansas City Chiefs 15.9 
Indianapolis Colts 25.2 
Cincinnati Bengals 22.7 
New England Patriots 29.5 
Green Bay Packers 28.4 

| Miami Dolphins 35.4 
New England Patriots 25.9 
New York Jets 24.4 
Los Angeles Raiders 25.5 
Indianapolis Colts 26.2 
Detroit Lions 30.6 

| Season average 26.1 

WIN 





Killing time 
The team that holds on to the ball the longest will 
probably win the Super Bowl. That means 
Washington will win, based on time of possession 
achieved during the regular season 


Intel Corp. 80386-based IBM 
clone with 8M bytes of memory 
and a 387 math coprocessor. 
Goode built a statistics applica- 
tion based on BMDP 386, from 
BMDP. He also uses a data com- 
pression program called Stacker 
by Stack that doubles database 
capacity. 

Despite Buffalo’s impressive 
dominance of the American 
Football Conference (AFC) this 
year, the Bills do not rate well in 
Goode’s book because of their in- 
consistent defense. 

According to Goode, the key 





WASHINGTON skis 
REDSKINS soe | 
(minutes) 
Detroit Lions 36.5 | 
Dallas Cowboys 31.4 
Phoenix Cardinals 33.6 |} 
Cincinnati Bengals 32.2 
Philadelphia Eagles 38.7 
Chicago Bears 27.6 
Cleveland Browns 28.5 
New York Giants 28.8 
Houston Oilers 34.8 
Atlanta Falcons 34.3 
Pittsburgh Steelers 37.8 
Dallas Cowboys 21.4 
Los Angeles Rams 27.9 
Phoenix Cardinals 33.6 | 
New York Giants 28.6 
Philadelphia Eagles 34.6 
Season average 31.9 
LOSS 








Source: Bud Goode Sports Computer 


Patience with CA runs short 


CONTINUED FROM PAGE 1 


with a giant budget increase. 
That doesn’t play well.” 

e Extra license fees imposed by 
CA in the course of a data center 
consolidation have cost one man- 
ufacturing customer of both CA 
and EDS “multiple hundreds of 
thousands of dollars,” said the 


firm’s IS director who asked not 
to be named. 

If the recession rolls back be- 
fore CA backs off, aggrieved us- 
ers — outsourcing vendors and 
otherwise — will be ready to bail 
out, observers said. 

“We told CA they’ve got us, 


to Super Bowl victory is control- 
ling the clock — sustaining long 
drives on offense while consis- 
tently stopping the other team 
on third downs or with turn- 
overs. Statistically, Washing- 
ton’s defense rates far better 
than Buffalo’s — which led 
Goode to predict a nine-point 
Redskin victory Sunday in Min- 
neapolis. (The official point 
spread at press time was Wash- 
ington by seven.) 

“If the Bills’ weak defense 
against the run holds true to 
form, Kelly will never see the 
ball,’”’ Goode said. 

Goode crunches a multitude 
of stats throughout the season 
and publishes a weekly analysis 
in The New York Times of Jets 
and Giants games. On the clock 
control statistic, the Redskins 
ranked fifth in the league by con- 
trolling the ball an average of 
31.9 minutes per game, while 
the Bills ranked dead last with 
only 26.1 minutes of possession 
per game. 

On the defensive side, the dif- 
ference becomes even more 
glaring. Goode’s key defensive 
stat is the number of opponents’ 
rushes and pass completions al- 
lowed per game because those 
are the plays that keep drives 
alive and the clock moving. The 
Skins allowed an average of 40 
such plays by each of their oppo- 
nents, putting them third in the 
league. The Bills allowed 51 — 
dead last again. 

But what about the Bill’s 
overpowering defensive perfor- 
mance in the AFC championship 
game, shutting out the Broncos 
until the final moments? 

“That’s a good sign that 
they’ve patched their defense,” 
Goode said, “but I’m not sure 
they’ve played a team with an of- 
fense like Washington’s.” 





NFL gets 20/20 vision 


for analysis, 


BY CAROL HILDEBRAND 
CW STAFF 


OK, so a spreadsheet may not 
help your team battle downfield 
to the one-yard line with 50 sec- 
onds on the clock. And it won’t 
be there when the quarterback 
jubilantly spikes the ball in the 
end zone. But it can help on the 
business end of the gridiron. 
The National _— Football 
League’s (NFL) information pro- 


strategy 


tractions, said Mary Oliveti, 
manager of information process- 
ing for the NFL: its networkabi- 
lity, its compatibility with All-In- 
1 and the fact that it resembles 
another package used by NFL 


teams, Lotus Development 
Corp.’s 1-2-3. 
“Because it is integrated with 


All-In-1, we can mail spread- 

sheets and spreadsheet formats 

across the network,’ she said. 
However, 20/20 is used for 





Bruce Dierdorff/NFL photos 


Plays, players, finances and more: The NFL and some of its 
teams chose the CA spreadsheet to use on their DEC computers 


cessing department uses Com- 
puter Associates International, 
Inc.’s 20/20 spreadsheet for a 
variety of applications, ranging 
from financial analysis to track- 
ing contracts. 

A nationwide network of an 
assortment of Digital Equipment 
Corp. machines ranging from 
Microvaxes to 3900s running 
DEC’s All-In-1 office software, 
prompted the NFL to standard- 
ize on 20/20. 

The package had several at- 





short term — but we’re not go- 
ing to take this forever,” said 
Dudziak, an avowed CA booster 
of technology and IS strategy. 
CA’s reputed charging of 
huge software license transfer 
fees when outsourcing vendors 
take over an IS department is 
causing a minor furor in the out- 
sourcing sector, said Melvyn 
Bergstein, a former executive at 
Computer Sciences Corp. who is 
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vice chairman at TSC Co., a sys- 
tems integrator in Chicago. “It 
creates a lot of uncertainty and 
really makes the economics [of 
outsourcing] difficult.” 

In a huge IS shop for instance, 
license transfer costs “can go as 
high as $500,000,” Bergstein 
said, harking back to his experi- 
ence as an outsourcing execu- 
tive. 

Beyond an earlier prepared 
release, CA was unable to com- 
ment on any matters related to 
the EDS lawsuit. 

Users said they sympathized 
with the concerns of software 
vendors, who see the shift to 
desktop computing eroding their 
traditional revenue base and who 
feel further threatened as hard- 
ware vendors look increasingly 
to software for growth. But sym- 
pathy has its limits, said Tom 
Reinhardt, director of cable in- 
formation services at United 
Artists Entertainment, Inc. in 
Los Angeles. 


more than standard business ap- 
plications. John Burger, the com- 
puter coordinator for the New 
York Giants, has compiled rec- 
ords using the spreadsheet on 
each player and game played. He 
also uses it to generate a quar- 
terback rating system. 

Over in Minnesota, Mike 
Eayrs, the Vikings’ director of 
research and development, 
takes advantage of 20/20 to help 
analyze opponents’ plays and de- 
duce strategy from there. 


When software vendors — 
and CA is far from the only one, 
Reinhardt said — “see users 
getting bigger, even though 
their use remains the same, and 
say ‘Hey, I want a piece of that 
action’ — well, I have a little 
problem with that.” 

Brush Wellman — which, 
having seen CA acquire three 
former software suppliers in the 
same number of years, has be- 
come its “strategic partner by 
default”” — harbors conflicted 
feelings toward its vendor, Dud- 
ziak said. “I have absolutely 
bought into their ‘CA ’90s’ con- 
cept,” he said. “‘Their product 
strategy fits right in with our 
strategy to go down the client/ 
server path. We’re ready to go 
all the way down the line with 
them, and from most points of 
view we’re really happy to do it. 
But we’ve got this one major 
bone of contention: pricing.” 

Senior Editor Clinton Wild- 
ercontributed to this report. 
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ALATA R ETT TEE 


Th e Next time you have to 


“ justify a text-retrieval, 
waiting E-mail or customer-service 
game 


information system, 
remember this: 

Over a lifetime, the average American 
will spend one year searching for misplaced 
items, two years returning business phone 
calls and five years standing in line. 

spot 


your CEO 


You can tell he’s a CEO if he: 
e Has a computer on the credenza but didn’t 
want those ugly wires in the back. 


How to 


Doesn’t know what his company’s product 
does or how the technology works but is 
adamant about its superiority. 

Owns the Top Five word processors but is 
afraid of losing his executive status if he 
touches a keyboard. 

Wonders why he can’t get FNN on the 
network cable. 


Rube Goldberg woulda been proud 


Part of the explanation offered by PR firm Technopolis 
Communications about why Pacific Bell created a 


> 


A 


new area code in Los Angeles: 

All the car phones called 

the answering machines, 
which dialed into voice mail, 
then transmitted by modem 
to beep the pagers 

that forwarded the calls via E-mail 


to fax the message heard 'round L.A.: [| 
“Let's do lunch.” 


OVERVIEW 
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Steve Ballmer 
Senior VP, software 
Microsoft Corp. 


Detroit Country 
Day high school, 11th grade 


Member, compuier club 


Overheard at a DECUS meeting: 
“Systems should be measured in BTUs. 
Not British Thermal Units but in how 
many times you can Blame The User.” 


LAST WRITES 


Alan Olinsky, a professor at Rhode Island’s 
Bryant College, is computerizing the records of 
the Swan Point Cemetery in East Providence, 

R.I. As he transferred the information from 
some 70,000 Rolodex cards to the database, 

he ran across the record of a man from the 
1890s whose card read simply: “Cause of death 

— shot by Joe Smith.” 


Sources: Consultech Communications, Inc.; Gehrung Associates, Inc.; 
World Future Society's “Outlook ’92” report; Federal Computer Week, 


Runzheimer International 


INSIDE LINES 


Seeking a pot 0’ gold 

> DEC is said to be engaged in a serious internal 
struggle over refinements to its second entry into the 
PC market. DEC’s Ken Olsen reportedly is consider- 
ing two options: one, to buy PCs from a small unidenti- 
fied Taiwanese manufacturer; the other, to build a 

line of its own from a plant in Arizona. The DEC-manu- 
factured line would have 16 models, based on 386 
chips from Advanced Micro Devices and 1486 chips 
from Intel. The systems would be modular and “‘ag- 
gressively priced,”’ a source said. Another source said 
DEC might decide to integrate the two strategies. 
Look for clarity in the not-so-distant month of April. 


What’s Next? 


> Next Chairman Steve Jobs will use his keynote 
speech at this week’s Nextworld in San Francisco to 
announce that the Nextstep operating system will be 
rewritten to allow it to run on PCs powered by Intel 
1486 chips. That means the updated program, which 

is due this summer, will be able to work with millions of 
IBM and IBM-compatible machines, making it attrac- 
tive for PC owners to integrate Next into their offices. 


Macwindows multimedia 
> Apple CEO John Sculley said at last week’s Mac- 


WYSIWYG design by Michael Siggins 


world Expo in San Francisco that his firm is “exploring 
the possibility” of releasing a version of its Quicktime 
1.0 multimedia operating system extension that will 
work on computers running Microsoft’s Windows. 
Sculley did not, however, give a timetable for such a 
release. 


Synergistic urges 

> Data General is about to beef up the number of 
financial and human resources applications available 
for its RISC-based Aviion line at Uniforum in San 
Francisco this week. DG reportedly is teaming up with 
Dun & Bradstreet to port a crop of packages to Aviion 
boxes. The deal would fill a “paucity”’ of financial soft- 
ware inhibiting Aviion users and help relieve D&B’s 
reliance on the mainframe market, one source said. 


Staying active 

> The only way to get a portable with an active ma- 
trix screen is to a buy a heavy AC-powered system. 
Toshiba America Information Systems will lighten 

the load when it introduces two portables today, one 
based on a 33-MHz I486DxX, the other a 25-MHz 
486SX machine. Prices will range from $5,699 for the 
T6400SX with gas plasma screen and a 120M-byte 
hard drive to $9,749 for the active-matrix T6400DXC 
with a 486/33 and a 200M-byte hard drive. Toshiba 
expects to ship in mid-February. These products will 
supplant Toshiba’s existing T3200SX and T5200 
products. 


COMPUTERWORLD 


Reader file 


We are a small credit company. We send 

a lot of 5+- or 3 -in. disks out to our 

users with credit information. Recently, we 
mistakenly sent out a 5; -in. disk to some- 
one who needed a 3; -in. When the user 
sent us back the wrong disk, we noticed the 
package it came in was rather bulky. It turned 
out that the user had sent us back the 5; -in. 
disk folded in half; apparently, the user had fit 
the disk into a 3+ -in. disk drive. 

Eddie Russell, MIS manager, San Diego, Calif. 


ean ond mean si, bt itis going it fr 


Technology Applications, Inc., an 
Alexandria, Va., systems integrator, 
fired the company president, chief 
scientist and the vice president of 
business development in an effort 
to “flatten the organization and 


i reduce 2) costs.” 


A COLLECTION OF RECENT 
PREDICTIONS BY FUTURISTS 


@ By the year 2000, AI systems will affect 60% 
to 90% of the jobs in large organizations by 
augmenting, downgrading or displacing workers. 


m Telephones that instantly translate foreign lan- 
guages may emerge within the next 20 years. 


@ Video cameras the size of a postage stamp (using 
image sensors on a silicon chip) could be manu- 
factured for less than $50 by the year 2000. They 
could become the “eyes” of robots, 


Do you have anecdotes about your users, your boss or 
your job? Know any industry trivia? If so, please contact 
Lory Zottola or Jodie Naze at (800) 343-6474. 

If we use your ideas, we'll send you a gift. 


Waiting for the paperwork 

> Stung by delays in shipping its System 3600 com- 
puter, NCR had hoped to announce this week at Uni- 
forum a handful of beta customers for its high-end, 
microprocessor-based System 3600 computer. But 
the customer releases didn’t come through in time for 
the show, so NCR had to settle for other planned an- 
nouncements, including a partnership with Procase 
Corp., which will port its CASE tools to the System 
3000 platform. 


The recent revelation that a virus was used to attack 
an Iraqi air defense computer in the weeks before the 
Persian Gulf war is more fanciful than factual, ac- 
cording to virus experts. U.S. intelligence agents in- 
tercepted a printer destined for an Iraqi air defense 
mainframe and replaced a chip with one containing 
a virus, according to an article in U.S. News and 
World Report two weeks ago. The virus supposedly 
caused information on screen to vanish. “Non- 
sense,” several virus busters said, adding a virus lo- 
cated in a printer could not impact a mainframe. 
The news account closely mirrors an April Fool’s Day 
column in Infoworld last year that detailed a simi- 
lar plot. “The coincidence is eerie, but our account is 
accurate,” an assistant managing editor at U.S. 
News and World Report said. Have any eerie coinci- 
dences to report? Phone, fax or Compuserve them to 
our News Editor, Alan Alper, at (800) 343-6474, 
(508) 875-8931 or 76537,2413, respectively. 
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Sprint has 

two good reasons 
for bringing its 
Frame Relay to 
market so fast. 


One, you need it. 
Two, itll drive AT&T nuts. 


By now you probably know all the benefits of tomorrow. We also knew you needed a cost-effective 
Frame Relay by heart. All you’ve been waiting for way to achieve enterprise-wide connectivity. And 
is someone to make it a reality. Well, now your by the way, we knew Frame Relay could potentially 
waiting is over. Because Sprint”® is the first major put thousands of AT&T’s® private lines in jeopardy. 
carrier to bring Frame Relay to market. How many more reasons do we need? 

Why did we do it so fast? For starters, we knew Td put Sprint Frame Relay, with a wide range of 


Frame Relay’s bandwidth on demand capability access options, to work for you, call 1-800-736-1130 
could meet your application needs today. As wellas right now. 


=v Sprint. 


1-800-736-1130 


© 1992 US Sprint Communicatiosis Company Limited Partnership. All trademarks are property of their respective owner 





POoFAa! 


Its About Time! 


Join the Thousands of MVS Installations Worldwide 
That Use PDSEAST to Save Time and Money 
in the Following Critical Areas: 


® DASD/SPACE Management-PDSFAST interfaces 
transparently with all existing DASD Management 
systems, reclaiming more space and saving up to 90% 
of the time and resources used. SPEAK TO ANY OF 
THE OVER 7,500 CONTRACTED PDSFAST USERS 
WHO, COMBINED, HAVE VIRTUALLY EVERY MAJOR 
DASD MANAGEMENT SYSTEM AVAILABLE, AND THEY 
WILL TELL YOU “No DASD management configura- 
tion is complete without PDSFAST.” 


DASD Management System used to compress 
2,679 individual PDS’s on 3380 Disk Pack. 


Without PDSFAST Interface 


CPU Time 
67 Min-41 Sec. 


EXCPs Job Cost 
183,492 $843.51 


Elapsed Time 
157 Min-32 Sec. 
With PDSFAST Interface 


CPU Time 
31 Sec. 


Elapsed Time 
18 Min-11 Sec. 


EXCPs Job Cost 
8,299  $ 29.87 


@ CICS/DATABASE Libraries — PDSFAST copies and 
compresses CICS and Database libraries in a fraction 
of the time presently used. Typical elapsed time for a 
copy or compress of screen libraries, and other similar 
datasets goes from about 40 minutes to under 1 
minute. PDSFAST eliminates unnecessary system down- 
time spent waiting for copy and compress operations to 
complete. 


@ IEBCOPY/SPFCOPY—PDSFAST will replace all 
batch and interactive IEBCOPY and SPFCOPY/COM- 
PRESS functions. PDSFAST will save over 80% of the 
time and resources presently used. 


@ SMP Processing —SMP and SMP/E both dynamically 
invoke IEBCOPY thousands of times during a typical 
run. PDSFAST reduces SMP and SMP/E run time and 
resource consumption by over 75%. 


PDSFAST is now used at over 7,500 MVS installa- 
tions worldwide. PDSFAST provides a competi- 
tive advantage for MVS installations of all sizes, 
saving many thousands of dollars in data center 
resources daily. PDSFAST is also saving thou- 
sands of individuals many hours of unnecessary 
time spent waiting for work to be completed. 


Isn’t It About Time You 
Had The PDSFAST Advantage! 


For further information call 1-800-272-7322. 


SEA SOFTWARE ENGINEERING OF AMERICA*® 
2001 Marcus Avenue, Lake Success, New York 11042 
Tel: (516) 328-7000 1-800-272-7322 Fax: (516) 354-4015 


Products Licensed In Over 50 Countries 








